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Aetna Group Assets, 
Surplus Up in 1954 
Pres. Allen Reports 


Assets Totaled $245,803,000 at 
End of Year; Policyholders’ 
Surplus Reaches $69,245,000 


WINDSTORM LOSSES HIGH 


President Discusses Current Devel- 
opments in Fire, Ocean and Inland 
Marine, Casualty, Surety Fields 








The Aetna Insurance Group reports 
total net premiums written of $132,289,- 
000 for 1954 with losses incurred of 
$67,189,000 or 50.8%. With a ratio on 
net losses incurred to premiums earned 
of 51.4% plus loss expenses of 6.3% and 
underwriting expenses and taxes, to net 
premiums written, of 42.1% the com- 
bined loss and expense ratio of 99.8%. 

President Clinton L. Allen, in the 
130th annual report to stockholders, re- 
ports aggregate group assets of $245,- 
803,051, an increase of $17,541,757 over 
1953. Policyholders’ surplus on Decem- 
ber 31, 1954, was $69,245,317, a gain of 
$9,999,293 last year. 

Commenting upon results for 1954 
President Allen states in his report: 

“Companies comprising the group are 
the Aetna Insurance Co., World Fire 
& Marine, Standard of New York and 
the Century Indemnity. 


Underwriting Results 


“With competition for the premium 
dollar ever on the upsurge, the premium 
increase of $4,527,150, or 35% for group 
Writings is most heartening. However, 
on the basis of bottom line operations 
the record for 1954 was a dis: ippointing 
one. For the second successive year 
Windstorm losses overshadowed splendid 
results obtained in virtually all other 
lines of group writings, materially af- 
fecting our incurred earned group loss 
ratio of 51.4%. Windstorm rates in areas 
subjected to loss frequency will have to 
be increased. In four Eastern states this 
action has already been taken. Un- 
doubtedly other states will follow. Pos- 
sibly certain restrictions in form of cov- 
erage will have to be instituted in terri- 
tories where the record has been singu- 
larly bad. All aspects and phases of 
this type of coverage are presently be- 
ing studied by .the underwriters. 

“Due to the continuing strong security 
markets which prevailed throughout 
most of the year, our investment results 
Were highly satisfactory. We are con- 
Stantly seeking to improve this impor- 
tant source of income, always subject to 
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New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A *‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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Metropolitan Life’s 
New Issue In 1954 
Was $4.91 Billion 


Ordinary Totaled $2.58 Billion; 
Industrial $751 Million; Group 
Insurance $1.579 Billion 


IN FORCE AT $60 BILLION 


President F. W. Ecker Reports 
Earned Interest Rate 3.41%; 
Assets Exceed $13 Billion 


The Metropolitan Life in 1954 issued 
a total of $4.911 billion of life insurance, 
bringing its insurance in force to nearly 
$00 billion. The in-force gain of $3.863 
billion during the year was substantially 
greater than that of any other life in- 
surance company. From an_ over-all 
standpoint the year was the best in the 
company’s 87-year history, President 
Frederic W. 

During the year the number of per- 
sons in the United States and Canada 
insured by the Metropolitan climbed to 
37,350,000 which is one person in every 
five of the total population of the two 
countries. 

Payments by the Metropolitan Life to 
policyholders and beneficiaries last year 
amounted to $1.113 billion. These pay- 
ments to policyholders and beneficiaries 
were made up of $367 million in death 
claim payments and $746 million to liv- 
ing policyholders. Of the latter figure, 
$300 million was in matured endowments, 
annuity payments, surrender values and 
miscellaneous interest payments on pol- 
icy or contract funds; $202 million in 
accident, sickness and disability bene- 
fits, and $244 million in dividends to 
policyholders. 


Assets More Than $13 Billion 


Ecker reports. 


The company’s assets at end of 1954 
wmounted to $13.091 billion, an increase 
of $779 million over the 1953 figure. 
Obligations at the end of 1954 amounted 
to $12.311 billion, Of this, $11.027 billion 
was the statutory reserve. Surplus funds 
totaled $780 million which amounts to 
6.3% of the obligations. 

Discussing the growth of life insur- 
ance President Ecker said: “Last year 
was the best in the history of life in- 
surance. Sales for the business as a 
whole reached new highs and brought 
the total of life insurance in force in 
the United States and Canada to $360 
billion or more. It is very gratifying to 
us to have contributed to this advance. 
The progress of the business last year 
presents splendid evidence that the peo- 
ple of our two countries still cling to 
the virtue of thrift and individual in 
itiative.” 


Nearly $60 Billion in Force 


During 1954 the Metropolitan issued 
$4.911 billion of new life insurance. It 
was composed of $2.581 billion of Ordi- 
nary insurance, $751 million of Indus- 
trial, insurance, and $1.579 billion of 
Group insurance. The insurance in 
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Massachusetts Mutual 


Life Insurance Company - Springfield, Massachusetts 
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New York State’s New Insurance Superintendent 


Leffert Holz, One Of This City’s Leading Authorities On Real Estate; 


Prominent In Bar Association and Real Estate Board 


Leffert Holz, the new Insurance Su- 
perintendent of New York State, 41s7-a 
fast-moving, quick thinking, forthright 
type of man who is one of the outstand- 
ing authorities on real estate and its 
relationships. Born abroad he has lived 
in this city for 54 years. Amiable in 
manner, enjoying companionship, form- 
ing friendships quickly and not going in 
“for side,” he belongs to fraternal or- 
ganizations. Upon his first visit to the 
Department he made a splendid impres- 
sion on the entire staff—clerical, secre- 
tariat and executive. 

Interest in Appointment 


Because of the importance of the post 
there were many who wanted it, some 
with considerable political backing. Gov- 
ernor Harriman gave a lot of thought 
to this appointment, one of the most 
important he had to make; he got a lot 
of lowdowns on names which had been 
mentioned to him or associates. The 
speculation as to who would be ap- 
pointed became an exciting topic of 
conversation in the business for several 
weeks, Finally, the New York Times 
printed that Mr. Holz “was slated to be 
Superintendent,” a statement which 
other papers could not corroborate. 
Some days went by before Harriman 
finally sent the name of Leffert Holz in 
to the State Senate for confirmation. 
General opinion among newspaper men 
was that the name had. been slipped to 
the Times by one of Harriman’s close 
associates with the idea of having it 
published as a trial balloon. If there 
were any serious opposition to the ap- 
pointment it would have been disclosed 
at that time. There wasn’t, so the name 
went to the Senate. 

Becomes Assistant Corporation Counsel 

Mr. Holz began “making a_ living” 
when 12 years old. He and a number of 
other boys, knowing that many subway 
riders were caught without protection 
when they left the subway to encounter 
a rainstorm, made it a point to be 
at subway stations after school hours 


with umbrellas which they loaned ana 
were tipped a quarter or so after the 


umbrella borrower arrived home. He 
also sold newspapers. 
Mr. Holz attended high school, New 


York University and then went to New 
York University School of Law. In 
1921 he was admitted to the bar. Atter 
Practicing until 1925 he was appointed 
assistant corporation counsel of New 
York City by George P. Nicholson, cor- 
poration counsel. The mayor at the 
time was John F, Hylan. Mr. Holz was 
assigned to the condemnations division 
of the law department and began to 
represent the city in any: condemnation 
Procedures which condemnations were 
required where private property was 
needed for public improvement. Another 
Post he had at this time was counsel for 
the board of assessors of this city. 
After 2% years he resigned from the 
corporation counsel’s office and returned 
to private practice as an associate of a 
aw firm with which he remained for 






By CLARENCE AxMAN 


25 years when he started his own law 
office. His private practice was related 
to the real estate valuation law in con- 
nection with condemnation proceedings 
and realty assessments. 


Real Estate Board and Bar Association 


He is vice president of the Real Es- 
tate Board of New York, Inc., which 
has a membership of 3,000 and is one 
of its governors. The membership of 
the board consists of real estate bro- 
kers, owners, managers and allied asso- 
ciates. He is vice president of the as- 
sociate and allied division. Also, he is 
chairman of the municipal affairs com- 
mittee of the Real Estate Board, and 
is a former chairman of its committee 
on taxes and assessments. He has been 
a lecturer in its educational courses. 

For a quarter of a century Mr. Holz 
has been a member of the Bar Associa- 
tion of the City of New York and for- 
merly was chairman of its committee 
on round table conferences which covers 


a wide range of subjects of interest to 
the legal profession. Currently, he is a 
member of the committee on public and 
bar relations of this association and also 
is on its entertainment committee. He 
is chairman of the real estate division 
of March of Dimes and Boy Scouts’ 
campaigns, and has lectured in the 
Practicing Law Institute on real estate 
valuation and taxes. 

In the course of his work in evaluat- 
ing real estate, a highly technical pro- 
cedure, Mr. Holz has not only become 
one of the leading authorities on real 
estate, but the work has developed his 
facilities as a statistician. To him work- 
ing with statistics has proved fascinat- 
ing. 

His Interest in Real Estate Investments 
of Life Insurance Companies 


Not of the reformer type, he has gone 
into the Department with his mind not 
yet made up as to what position he will 
take relative to compulsory automobile 


Missouri State Agent Wins Kansas City Life Award 








Left to right—W. E. Bixby, Governor Phil M. Donnelly, C. Lawrence Leggett and 
R. L. Fitzgerald. 


Kansas City Life awarded its 1954 
agency building award to the Missouri 
State Agency in recent ceremonies at 
Jefferson City. W. E. Bixby, president, 
presented the award to R. L. Fitzgerald, 
assistant superintendent of agencies, 


who is manager of the Missouri agency. 
Among the 100 government, business and 
industrial leaders present for the oc- 
casion, were Governor Phil M. Donnelly 
and C. Lawrence Leggett, State Insur- 
ance Superintendent. 


Liberty Life in New Home Office 


Liberty Life Insurance Co. is now 
occupying its new $2,500,000 home office 
building in Greenville, S. C., according 
to company officials. The modern, four- 
story project, planned for completion 
in January to coincide with the begin- 
ning of Liberty Life’s 50th anniversary 
year, was finished in record time by the 
general contractor, Daniel Construction 
Co. 

The largest single office structure in 
South Carolina, the building incorpo- 
rates the latest concepts of contempo- 
rary design and construction. Its func- 
tional planning will facilitate the flow of 
work among the departments, and pro- 
vide for future expansion and growth of 


Liberty Life’s home office staff. 

Located on a 12-acre tract, with a 
frontage of 1,000 feet, just outside the 
Greenville city limits, " the building has 
a cafeteria-auditorium accommodating 
up to 500 persons, a private dining room 
for special functions, library, infirmary, 
employes’ lounges, and several confer- 
ence rooms. 

One of the distinctive features of the 
project is its basic “T” shape, formed 
by 135 and 324- foot wings which join 
to give the building a floor area of 117,- 
000 square feet. Exterior walls of the 
building are gray glazed brick with lime- 
stone and marble coping. 

(Continued on Page 10) 


















































































insurance and some other subjects which 
have been in controversy. He wants to 
wait until he has had time to get ac- 
quainted with the Department and prob- 
lems confronting it. However, he is con- 
vinced that his experience and_ back- 
ground about real estate will prove of 
value in the growing importance of in- 
vestments made by life companies in 
real estate and the possibility that’ in 
the event of a recession in economy of 
the nation it might result in companies 
again acquiring a large number of par- 
cels of property through the foreclosure 
route, a situation where it will be de- 
cidedly helpful for the Superintendent 
to possess a knowledge of the entire 
realty field. He feels that such a knowl- 
edge can be particularly helpful to the 
insurance business in this respect. 

Until 1946, life insurance company in- 
vestments in real estate were limited to 
home office and other properties neces- 
sary for the accommodation of their 
business, housing projects and mort- 
gages on improved real property. 

During the depression many mort- 
gages were in default and the insurance 
companies found themselves in the un- 
happy position of having to foreclose. 
When the mortgaged properties were 
taken over in the foreclosure proceed- 
ings, the companies were required to 
dispose of them within five years, un- 
less the time for disposition was ex- 
tended by the Superintendent of Insur- 
ance. Because of the difficulty of dis- 
posing of the properties at a fair price, 
the time in most instances was extended. 
Practically none of these properties 
now remain in the portfolios of the in- 
surance companies. 

In 1946 life insurance companies were 
permitted to invest up to 3% of their 
assets in real property for the produc- 
tion of income. This important change 
has contributed in a large measure to 
the volume of sale-leaseback transac- 
tions. Among the buildings in which life 
insurance companies have invested un- 
der the change in the law are Empire 
State, Crowell-Collier Building, Squibb 


Building, 99 Park Avenue, Sinclair Oil 
on Fifth Avenue, Canada Dry and Gen- 
eral Electric. In the Crowell-Collier 


Building are published Collier’s Weekly, 
Collier’s Year Book and a large num 
ber of other Crowell-Collier books. 

Mr. Holz is a member of the Ameri- 
can Legion. He served in the Army as 
a private. He is a past master of Cen- 
tennial Lodge No. 763, F. & A..M. 
(Masons); and also belongs to the Na- 
tional Democratic Club, and is a mem- 
ber of four bar associations. 

Mr. and Mrs. Holz live in Tudor City 
near the United Nations Building. She 
was Alice Englander. Their daughter 
Ruth is the wife of Raphael Dubrowin 
who is an executive of the United States 
Printing and Lithograph Co. Mr. and 
Mrs. Holz have two grandchildren—Jane 
and John. Mrs. Dubrowin is a graduate 
of Edgewood Park, Briarcliff Manor, 
‘ie 9 


of recreation Mr. Holz 
most of his work being 
painting having been 
done either at a residence he has in 
Putnam County or at Lake Placid in 
the Adirondacks. Many of the paintings 
are of winter scenes. He also likes the 
theatre and has been a member of the 
cast of the annual shows of the Bar As- 
ne of the City of New York since 
194 


In the way 
paints in oils, 
landscapes, the 
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State Mutual’s Plans for 
Six Workshops, Speakers 


State Mutual Life of Worcester states 
that its series of six workshops, which 
meeting at the 
February 


opened with a two-day 
Knickerbocker Hotel, Chicago, 
21 and 22, were attended by nearly 300 
full-time underwriters, general agents 
The second session is to 
Memphis, 


and managers. 
be held at the Hotel Peabody, 
February 24 and 25. 

Succeeding meetings are scheduled for 
the Skirwin Hotel, Oklahoma City, 
March 1; Fairmont Hotel, 
March 3 and 4; DeWitt 
Clinton Hotel, Albany, April 18 and 19; 
and Westchester Country Club, Rye, 
N. Y., April 21 and 22. 

Because of outstanding personal pro- 
duction during 1954, the following rep- 
resentatives will conduct the informal 
and free type of sales discussions at 
Chicago and Memphis: Isaac Loskove, 
Memphis; Roy E. Stringer, CLU, De- 
troit; Oscar Hurt, Jr., Memphis; Ken- 
neth L. Means, Chicago; Philip J. Tut- 
tle, Chicago; Delman B. Clark, Dayton; 
Bruce K. Elliott, Chicago; Philip R. 
Heil, Cincinnati; Henry A. Weil, CLU, 
St. Louis; and Max Robert Schrayer, 
Chicago. 

At San Francisco and Oklahoma City 
the experts will be: Richard N. Law- 
rence, Denver; Stanley E. Martin, Dal- 
las; A. Milton Morrison, Houston; 
Homer O. Griffith, Jr., Los Angeles; and 
Walter Wietstruck, Houston. 

These leading salesmen will be in 
charge of the Albany and Rye meetings. 


Feb- 
ruary 28 and 
San Francisco, 


Frankl: ind F, Stafford, New York; H. 
gs imin Normand, Worcester; Edward 

Haldeman, CLU, Pittsburgh: William 
4 Lever, Portland: C. Robert Schar, 
CLU, Pittsburgh; Frank W. Pennell, 
New York; Henry H. Boyer, II, Balti- 


more; James R. Tickle, Providence; 
Donald FE. Hannahs, Baltimore; and 
John R. Graham, Worcester. 


N. E. Mutual’s Big January 


A record-breaking $57 million of 
new business in January launched the 
New England Mutual’s' recently an- 


nounced 10-year agency expansion pro- 
gram, President O. Kelley Anderson re- 
ported. 

Twenty-one of the company’s 83 
agencies broke the million dollar mark. 
Leading was the George B. Byrnes 
agency, New York City, with $6,369,156. 
This is believed to be an industry record 
for a month’s new business production 
by a single-city metropolitan agency, 
says the company. 

The top ten agencies were: Wm. Eu- 
gene Hays, Boston—$2,273,934; Fraser 
°. Pomeroy, Detroit—$2,027,251;  W. 
Watson House, Hartford—$1,867,459 ; 
Merle G. Summers, Boston—$1,687,798 ; 
The Schmidt agency, New York—$1,667,- 
599; David Marks, Jr., New York—$l,- 
007,701; William L. Wadsworth, Buf- 
falo—$1,536,087; The Hays agency, Los 
Angeles—$1,410,238; FE. Clare Weber, 
Cleveland—$1,402,650. 

In personal production, 


Henrikas 


Rabinavicius, New York City, and Ken- 
neth V. Robinson, W aterbury, Conn., 
were well past the million dollar mark 


by January 31. 


E. A. Schmid, President 
Missouri Insurance Co. 


H. G. ZELLE, NOW CHAIRMAN 





Company’s Insurance In Force at End 
of Last Year Amounted to 
$161,934,845 





At the annual meeting of directors of 
Missouri Insurance Co. recently, H. G. 
Zelle was elected to the hewly created 
position of chairman of the board and 
E. A. Schmid, formerly vice president 
and treasurer, was elected president. S. 
G. Koewing, treasurer, was 
named treasurer, and J. Glennon Schrei- 


assistant 


treasurer. 

continues as vice presi- 
D. Reeder 
Lon 


ber, assistant 
Gas fu 
dent and 


Gulley 
agency director; J. 
and 


as vice president actuary; 
Hocker as vice president and general 
counsel, and John H. Becker, Jr., as 


secretary. R. K. Zelle continues as assis- 
tant vice president, and E. H. Gerlitz 
and W. B. Herrick remain as assistant 
secretaries. There is no change in com- 
pany management contemplated by these 
moves as Mr. Schmid will continue as 
president of the Mutual Bank & Trust 
Co. 

Insurance in force increased $14,521,- 
914 during 1954, bringing the December 
31 total to $161, 934,845. In excess of 
$500,000 was credited to surplus after all 
reserves were set up and the company 
closed the year with assets of $131.72 
for every $100 of liabilities. 

The directors also declared a quar- 
terly dividend of 15 cents per share, 
payable April 29 to stockholders of 
record April 11. 





Reese Heads Houston Exchge. 

Frank R. Reese was elected president 
of the Insurance Exchange of Houston, 
by the board of directors in annual 
meeting, February 10. He succeeds John 
M. Strange, who was presented an en- 
graved testimonial for his service to the 
insurance industry. John W. Daniel was 
reelected secretary. Other officers are 
J. E. Sams, first vice president; Francis 
W. Humphreys, second vice president, 
and Sandy B. Balm, treasurer. 


State Mutual Appoints E. M. 





WALLACE R. SHAW 

State Mutual Life of Worcester has 
announced the election of Edmund M. 
Randolph as an assistant superintendent 
of agencies and Wallace R. Shaw as 
manager of the Group sales department. 

Mr. Randolph entered the life insur- 
ance business nine years ago with the 
Penn Mutual as a personal producer in 
Rochester. In 1948 he was appointed 
agency supervisor and two years later 
was named associate general agent of 
the Rochester, N. Y. agency. In 1952 
he went to Penn Mutual’s home office 
in Philadelphia as assistant director of 
new organization and a year later was 
advanced to director of new organiza- 


tion. 

Mr. Shaw, who was graduated from 
Rutgers University, joined The Pruden- 
tial in Newark in 1935. Following over- 
seas Army service he rejoined The Pru- 
dential and from 1946 to 1951 worked as 
a Group insurance representative in 
California, Ohio and Tennessee. In 1952 





ALL LINES .... 


ALL POLICIES . . . . Preferred, 


ALL BENEFITS 


. . . 


ALL RISKS. . . «- 


EMPIRE STATE MUTUAL 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 
. Life, Accident & Health, Hospital and Group. 
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POLICY WE ISSUE. 
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M. O. Doolittle, President 
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Randolph and W. R. Shaw 


EDMUND M. RANDOLPH 


he became associated with New York 
Life as a district Group supervisor and 
established company offices in Atlanta, 
Miami, Charlotte and Birmingham. In 
1953 Mr. Shaw was promoted to re- 
gional manager and received recognition 
for having his region lead the company 
for percentage of Group case production. 





Mass. Mutual Contest 


The field force of Massachusetts Mu- 
tual Life climaxed its annual Quota 
Buster contest by delivering within 42 
days nearly 77% of the $104,711,510 of 
business written in the initial phase of 
the competition. The delivered total was 
$80,410,439, which was 112% of the quota 
set for this concluding part of the an- 
nual contest sponsored by the General 
Agents Association of the company. 

Under the contest rules, business was 
to be submitted in the 33-day period 
between November 8 and December 10, 
and then to be paid for in the next 
42 days, ending January 21. Each agency 
was given both a written and a delivered 
quota and was paired against another 
agency to stimulate competition. 

Fifty-four agencies topped their de- 
livered quotas, with championship 
plaques going to Newark, Lawrence, 
Mass., Madison and San Diego, the four 
division winners. Volume leaders in the 
four divisions were Newark, Lawrence, 
Madison and South Bend, and the agen- 
cies delivering the highest percentage 
of written business in their respective 
groups were’ Peoria, Cincinnati, Rock- 
ford and Phoenix. 

The Newark and San Diego agencies 
delivered over 200% of quota, and 27 
agencies paid for over $1 million of 
Ordinary insurance. Representatives 
were also given quotas, and 515  indi- 
viduals in the 54 quota-busting agencies 
achieved their goals. Forty-four men 
delivered over a quarter of a_ million 
dollars each, and ten delivered 100% of 
the amount they had written. 
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ELECTED TO COLONIAL’S BOARD 


L. D. Barney, President, Hoffmann-La 
Roche, Inc., Prominent Figure in 
Drug and Pharmaceutical Field 


The election of Lawrence D. Barney, 
president of Hoffmann-LaRoche, Inc., 
Nutley, N. J., to the board of directors 
of Colonial Life Insurance Co. of Amer- 


ica was announced February 23 by 





LAWRENCE D. BARNEY 
Fabian Bachrach 


Richard B. Evans, president of that 
company. Mr, Barney’s company is one 
of the leading drug and pharmaceutical 
manufacturers, and he is a member of 
its board of directors. 

He is also a director of the Fidelity 
Union Trust Co., Newark, N. J., the 
Union Bag & Paper Corp., American 
Foundation for Tropical Medicine, Na- 
tional Vitamin Foundation, Inc., World 
Medical Association and the Health In- 
formation Foundation. Mr. Barney is 
also president of the Montclair, Ne ks 
Academy Foundation. . 

His clubs include the Drug & Chemi- 
cal, Montclair Golf, and the Dairymen’s 
Country (Boulder Junction, Wis.) He 
is an alumnus of the University of Wis- 
consin. 





Connecticut General Life 


Agency Achievement Awards 

Vice President Stuart F. Smith of 
Connecticut General Life, Hartford, an- 
nounced that three of the company’s 
branch offices have been selected to re- 
ceive the Agency Achievement Award 
for 1954. They are the offices in Hart- 
ford and Indianapolis and the company’s 
Cleveland brokerage agency. 

The award, highest given to the com- 
pany’s field offices, was established in 
1933 to recognize excellence of service 
to clients and outstanding all round 
performance, 

During 1954, these offices were re- 
sponsible for the issuance of nearly $30 
million of life insurance. This is the 
second consecutive year and the ninth 
time the Hartford branch office, under 
Manager Frank O. Williams, has 
won the award. The Indianapolis branch 
ofice has now won the award three 
times. Richard F. Pratt has directed the 
agency since 1951. 

This is the first year the Cleveland 
brokerage agency, managed by Donald 
E. Tatum, has won the award. The 
ofice was opened in 1952 to serve gen- 
eral insurance men in the Cleveland 
area. During 1954 the amount of insur- 
ance placed in force through this agency 
nearly doubled the amount written dur- 
ing the first year of operations. 

Formal presentation of the awards 
will be made to the agencies by leading 
company executives. 





North American Assur. 
Net Interest Rate 4.09% 


NEW BUSINESS $1585 MILLION 





President po em Comments’ on 
Changing Trends; Current Market 
for Life Insurance 


North American Life Assurance Co. 
of Toronto reports new business written 
last year amounting to $158,559,270 of 
which $100,925,595 was Ordinary insur- 
ance and $57,633,675 Group contracts. In- 
surance in force at the close of the year 
crossed the billion dollar mark at $1,- 
025,551,837. Assets reached a total of 
$199,388,041. The net earned interest 
rate on invested funds was 4.09%. 

In his annual report W. M. Anderson, 
vice president and managing director 
who was elected president of the com- 
pany at the annual meeting, commented 
on current changes in the life insurance 
market. On “special” policies he said: 

“4 problem which continues to engage 
the attention of our own and other com- 
panies is the degree to which premium 
rates should be graded by size of policy. 
While factors other than expense are 
involved, the problem largely relates to 
the fact that much of our administrative 
expense is independent of policy size 
and bears with as much weight on small 
policies as on large ones. This means 
that companies which specialize in the 
sale of larger policies alone can afford 
to charge lower premiums. To meet this 
competition other companies whose ac- 
tivities embrace also the sale of smaller 
policies, find it essential to offer what 
have come to be referred to as ‘special’ 
policies which are not sold below some 
specified minimum amount. 


Status of Special Policies 


“For more than a quarter of a cen- 
tury our company has recognized this 
principle and has offered ‘special’ poli- 
cies on those plans which commonly find 
favor with the larger policy buyer. Some 
companies adopted this practice before 
we did, while gradually others have 
done so as the years have gone by. 
Much of the recent publicity given to 
the problem of ‘special’ policies is at- 
tributable to the fact that several large 
American companies who had continued 
to adhere to a uniform rate structure 
and who had therefore fallen behind in 
the larger policy market have now 
adopted the principle of ‘special’ policies 
of high minimum amount. Much of the 
publicity concerning — these ‘specials’ 
lez ues the impression that they are ‘bar- 
gains. However, this is not the case. 
All of the ‘special’ policies are intrinsi- 
cally justified on the assumptions ap- 
plicable to them. Nor does the use of 
‘special’ policies mean that smaller buy- 
ers must pay more than would otherwise 
be the case since it may be assumed 
that any company using a uniform rate 
structure and selling large number of 
smaller policies would have very few 
large policy sales. Indeed, to the extent 
that the use of ‘special policies permits 
a company to grow more rapidly and to 
achieve the inherent economies of larger 
scale operation, the savings achieved are 
reflected in lower net costs for all 
policyowners, both small and large. 

“Actually the use of ‘special’ policies 
of high minimum amount is merely one 
method of assessing cost among dif- 
ferent classes of policyowners, in order 
to assure equitable treatment and to 
permit competition in all sectors of the 
market. Admittedly, the ‘special’ policy 
method of achieving this objective has a 
number of imperfections and it is to be 
hoped that the current situation may 
lead to a solution permitting all policy 
plans to be offered at rates which are 
related equitably to the size of the pur- 
chase. Such a_ solution will enhance 
competition by bringing more companies 
into every sector of the market. There 
are already indications of action in this 
direction on the part of some of the 
largest companies and since the prin- 


Monarch Selection Manager 





C. HOLTON 


JOHN 


John C. Holton has been promoted to 
manager of selection of Monarch Life, 
Springfield, Mass. He started with Mon- 
arch as a field underwriter, under Lyle 
B. Pelton, Monarch’ general agent in 
Milwaukee. Later, he was promoted to 
instructor in the company’s home office 
training school, where he taught until 
achieving his present position. 

Previous to joining Monarch, Mr. 
Holton was in the sales and merchan- 
dising field. During World War II, he 
served as combat correspondent with 
the Marine Corps and edited the Third 
Marine Division newspaper. 


Liberalize Underwriting 

Several liberalizations in coverage and 
underwriting requirements have been 
instituted by Life of Georgia. Air travel 
coverage on scheduled flights has been 
added to the travel accident rider of 
Ordinary without extra cost. 

Premium rates for sub-standard health 
risks were reduced approximately $2 per 
thousand, Several occupations are be- 
ing given lower ratings. 

The comps uny’s “home and family pro- 
tector” plan, heretofore available only 
to standard risks, is now being offered 
sub-standard through Table C ratings. 

Weekly premium benefits also were 
liberalized. In certain policies acciden- 
tal death benefits were broadened and 
benefits for specific losses were added. 
Installment settlement in 12 monthly 
payments is provided for all weekly 
premium contracts whose proceeds are 
over $250. 





ciples being considered and embraced 
are in accord with our own philosophy 
of operation we welcome this healthy 
movement which in our opinion is some- 
what overdue. There are few other 
businesses where the implicit economies 
of the large transaction are not reflected 
in the price to the buyer. Failure to 
recognize this situation in our own busi- 
ness could only lead in the long run to 
confinement of each company to par- 
ticular sectors of the market with a 
distinct lessening of competition to the 
disadvantage of all purchasers of life in- 
surance.” 

At the annual meeting J. T. Bryden, 
general manager who was made vice 
president and general manager at the 
meeting, discussed the insurance opera- 
tions for the year, financial and other 
company matters. 

Mr. Bryden announced that J. A. Mc- 
Camus, assistant general manager in 
charge of agencies, had retired under 
the company’s retirement plan and that 
E. H. Hanley, director of agencies, be- 
comes assistant general manager in 
charge of agencies to succeed him. 















































































Equitable of N. Y. Plans 
For 1955 Advertising 


FEATURE “LIVING INSURANCE” 


Double Spreads in Life and Saturday 
Evening Post; Farm Journals and 


Reader’s Divest Also To Be Used 


The 1955 advertising of Equitable So- 
ciety in the national ‘magazines will fea- 
ture in a series of dramatic photographs 
the theme of “Living Insurance.” The 
first ad in the 


Equitable-protected life of a girl 


series will trace the 
from 
Other 


[Equitable 


babyhood to young womanhood. 


ads will portray the role of 


“living insurance” in the lives of a young 


married couple, a boy from his birth 
through young manhood, and so on. “As 
Equitable help 


whole life secure—at 


a boy grows, policies 


make his more 
home, in college, or in his first job,” a1 
advertisement will say. 

The first 
starts in the 
magazine. 


series of double spreads 


February 28 issue of Life 
A similar series will begin in 
Saturday Evening Post. 
phase of the 


April 2 issue of 

Another 
vertising will underscore its leadership 
position. Using double page, four-color 
spread in Life and Saturday Evening 
Post, advances made in life insurance 
in past century will be shown. 

Considerable advertising will appear 
in reference to the farm life insurance 
market. A series of such ads is sched- 
uled to appear in the Farm Journal, 
Town Journal, Successful Farming and 
Capper’s Farmer. The farm ads will 
begin in the March issue and _ con- 
tinue in April and May. They will be re- 
sumed in September and continue dur- 
ing October and November. All of the 
farm advertising insertions will be black 
and white double page spreads. 
_ In June and November the advertis- 
ing pages of Reader’s Digest will also 
carry Equitable messages. 


Franklin Life Recorded 
$224 Million Gain in 1954 


During 1954 the Franklin Life of 
Springfield, Ill, recorded the greatest 
12 months in its 71-year history with a 
net gain of $224 million insurance in 
force. At the close of the year insur- 
ance in force totaled $1,755,297,319. An- 
nual statement figures just released show 
that Franklin’s new paid ordinary busi- 
nss totaled $399,620,754, an increase of 
$34 million over the previous year. 

In his report to policyowners, Chas. 
E. Becker, president of the company, 
stated: “This attainment brings into 
sharp focus our next goal of $2 billion 
of insurance in force which we antici- 
pate reaching early next year—less than 
five years after the attainment of our 
first billion.” 

Assets increased $38,347,986 to a total 
of $297,017,811. Surplus funds were in- 
creased by $5,250,000 to a total of $26,- 
250,000. Premium income for the year 
amounted to $56,614,902. Payments made 
to policyowners and beneficiaries totaled 
$15.677,349, 

Sixty-seven agencies of the Franklin 
exceeded $1,000,000 in net paid produc- 
tion for the year, with the tow as 
division, headed by Claude Fried, divi- 
sion manager, again canes natuaile 
with almost $20 million net paid volume 
This division went ahead by $2,000,000 
compared with 1953. 

Emmette E. Biscamp, regional man- 
ager in Beaumont, Texas, and a life and 
qualifying member of the Million Dollar 
Round Table, led the Franklin in per- 
sonal production. 

Operating in 47 states, the District of 
Columbia, Puerto Rico, and the Terri- 
tories of Hawaii and Alaska, the Frank- 
lin Life is one of the largest legal re- 
serve stock life insurance companies in 
the United States devoted exclusively 
to the underwriting of ordinary and an- 
nuity plans. 
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M. S. Niehaus Executive V.P. 
Of Gulf Life, Jacksonville 


Following the annual meeting of di- 
rectors of Gulf Life, Jacksonville, Fla., 
President S. Kendrick Guernsey an- 
nounced five promotions. M. S. Niehaus 
was made executive vice president and 
treasurer. With Gulf Life since 1928 he 
secretary fram 1928 to 1950, vice 
president and secretary from 1950 to 
1953, and vice president and treasurer 
for the past two years. After attending 
Indiana University, he joined the con- 
sulting actuarial firm of Haight, Davis 
& Haight, Indianapolis. In 1927, he be- 
came an official of Victory National, 
Tampa, Fla. which merged with Gulf 
Life the following year. 

Oliver M. Whipple, long prominent in 
the investment field in New York, was 
elected vice president to supervise the 
stocks and bonds portfolio of the com- 


was 


pany. He comes to Gulf Life from the 
vice presidency of Union Securities 
Corp., New York, and 25 years of serv- 


ice with Mutual Life of New York. His 
election was reported in The Eastern 
Underwriter last week. 

Assistant vice president titles were 
added for John E. Hyman, actuary, and 
Dr. John A. Wilhelm, medical director. 


Louis T. Bates, director of Ordinary 
agencies, was promoted to assistant 
agency vice president. 

At the annual stockholders’ meeting, 


Carl D. Brorein, president of Peninsular 
Telephone Co., of Tampa, was elected a 
member of the board of directors. Presi- 
dent Guernsey reported to stockholders 
that insurance in force increased $90,- 
031,757 in 1954, to total $782,996,191; as- 
sets increased 11.9% to $118,002,457, and 
net earnings from investments were 4%. 





Made Sales Coordinator 
For American National 


American National of Galveston an- 
nounces that George Christopher has 
been made sales coordinator and con- 
sultant, a newly created post. Mr. Chris- 
topher has exten- 
sive experience and 
background in in- 
surance sales and 
management  posi- 
tions. He is the 
author of a number 
of sales plans and 


study texts now 
used _ by several 
companies in their 


training programs. 
Prior to accepting 
7 the new _ position, 
George Christopher Mr. Christopher has 

served as vice presi- 
dent of Great Western Life, director of 
Ordinary agents for Pioneer Life & 
Casualty, director of Ordinary sales 
promotion for Anico, and manager of 
sales promotional activities for the Jef- 





ferson Standard Life, and has _ been 
connected with insurance his entire 
business career with the exception of 


four years in the military service during 
World War II. 


Equitable Society Had 
Record New Business 


NEW ORDINARY $1,118 BILLION 





President Murphy Reports Assets In- 
creased by Record $516 Million to 
Total of $7,560,000,000 





More individual and Group life insur- 
ance was written by Equitable Life As- 
surance Society in 1954 than in any 
other year of the company’s 95-year his- 
tory, it was announced by Ray D. 
Murphy, president, in his annual report. 
Sales of Ordinary insurance last year 
amounted to $1,118,000,000, an increase 
of $98 million over the previous record 
amount of 1953. New business sold un- 
der the Group life plan totaled $1,103,- 
000,000, double the Group insurance vol- 
ume of 1953. 

At the end of 1954, Equitable Society 
life insurance in force reached the rec- 
ord total of $22,322,000,000, of which $10,- 
019,000,000 represented individual con- 
tracts, and $12,303,000,000 represented 
Group insurance contracts. Total pre- 
mium income during the year amounted 
to $886,000,000, another all-time high. 


Highlights of Report 


Other highlights of Mr. Murphy’s an- 
nual report were: A record increase of 
more than half a billion dollars raised 
the assets of the Society to a new high 
of seven and one-half billion dollars. 
For the first time new investments dur- 
ing the year exceeded a billion dollars— 
an average of 22 million dollars weekly. 

The net rate of investment income on 
all assets increased in 1954 to 3.15% 
after Federal taxes, as compared with 
3.03% in 1953. The mortality rate among 
Equitable policyholders continued to im- 
prove, reaching a new low in 1954. Serv- 
ice to the public achieved a new peak, 
with benefit payments of $544,000,000. 
More than two-thirds of that sum were 
benefits to living policyholders, includ- 
ing a record dividend disbursement. 

An interesting feature of the new 
Group life insurance paid for in 1954 
is that $413,000,000 of it represented 
Group life insurance for Federal em- 
ployes. This was Equitable Society’s 
part in a cooperative undertaking by 
more than 160 life insurance companies 
in underwriting Group life insurance for 
more than 1,750,000 Federal employes. 
Proposals are now being considered to 
make it.possible for Federal employes to 
have reasonable protection against the 
cost of medical care through a corres- 
ponding use of the private facilities of 
the insurance companies. 

In reporting that assets in 1954 in- 
creased by the record amount of $516,- 
000,000 to a new total of $7,560,000,000, 
Mr. Murphy emphasized that, “growth 
in assets has to take place to match 
increased obligations arising from our 
contracts to deliver money upon the 
happening of future life contingencies. 
We count upon these assets and the in- 
terest return on them to fulfill these fu- 
ture obligations. The secure investment 
of them at a satisfactory return,” he 
stressed, “is, accordingly, a major func- 
tion of our business.” 

After setting aside the legally required 
additions to policy reserves of $404,801,- 
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000 for future benefit payments, and 
meeting all claims, expenses of opera- 
tion, including Federal income taxes of 
$15,387,000 and other taxes, licenses and 
fees of $20,618,000, there remained a bal- 
ance of income from all sources amount- 
ing to $186,243,000. The company also 
had net capital gains, realized and un- 
realized, of $38,689,000, bringing the to- 
tal margins to $224,932,000. 

This total provided the funds for divi- 
dends to policyholders of $133,404,000, 
including the increase in the amount set 
aside for 1955 as compared with 1954. 
The sum of $41,318,000 was required by 
law to be added to the Mandatory Se- 
curity Valuation Reserve, bringing the 
total of this reserve to $74,358,000, 
and $3,390,000 was applied to reserve 
strengthening under previously estab- 
lished programs. As an increase in sur- 
plus funds, the company set aside $46,- 
820,000, bringing the total of surplus 
funds to $468,257,000 at the end of the 
year. 


Investment Results 


The report also emphasized the wide- 
spread diversification of the company’s 
investment portfolio. More than 30 dif- 
ferent industries, including all of the 
nation’s major industries, are repre- 
sented in the Society’s ownership of in- 
dustrial securities. The largest single in- 
dustry investment— 402,000,000 in the 
petroleum industry—accounted for less 
than 6% of total investments. Similarly, 
investments in public utility and railroad 
securities and in business mortgages 
constitute the obligations of many dif- 
ferent companies, large and small, serv- 


ing diverse markets throughout the 
country. 
Investments in residential and farm 


mortgages, the report also noted, repre- 
sented a valuable financial service to 
thousands of individuals and farm owners 
in each of the 48 states. “The broad scope 
of this economic and geographic diversi- 
fication,” the report stated, “serves not 
only to strengthen the Society’s invest- 
ment portfolio but also to respond to 
investment opportunities in all parts of 
the country. This is in the interest ot 
our general body of policyholders, and 
is consistent with national economic 
well-being.” The company’s investment 
in common stocks has been of negligible 
proportions, the report noted. 





Bankers National Declares 


Cash Dividend on Stock 


board of directors of Bankers 
National Life, Montclair, N. J., at their 
meeting February 11, declared a cash 
dividend of 50 cents per share on the 
company’s stock, It is payable March 1 
to stockholders of record at the close 
of business February 11. 


The 


en 





—, 


STATISTICAL AND ACTUARIAL ASSISTANT 
WITH PENSION CONSULTANT EXPERIENCE 


An opening with well-established firm of 
consuitanis is available to a trained acty- 
arial assistant who seeks progress, Location 
—Grand Central area. Five day week. No 
overtime. Applicants are requested to sum- 
marize experience prior to interview. Box 
22973, The Eastern Underwriter, 93 Nassau St., 
New York 38. 











Heads New Monarch Agency 





NEIL T. COTNER 


Neil T. Cotner has been promoted to 
General Agent of Monarch Life Insur- 
ance Co.’s newly-opened Evansville, Ind, 
agency, according to Agency Vice Presi- 
dent Raymond C. Swanson. 

Formerly supervisor of Monarch’s 
office in Indianapolis, Mr. Cotner brings 
years of sales and managerial experience 
to his new position. His new agency 
will maintain offices in Evansville’s Old 
National Bank Building and will serve 
the southern counties of Indiana and 
nearby counties in Illinois and Kentucky. 





National Bankers Expand 

Dallas—National Bankers Life ex- 
tended operations to five states during 
1954, bringing to 21 plus the Territory 
of Alaska the number of states in which 
it operates. President Pierce P. Brooks 
said premium income passed the $10,000,- 


* 0OU mark during the year and life insur- 


ance in force totals more than 


$40,000,000. 


now 








Good News from: 





The Broker’s Company - 


HOME OFFICE —110 WILLIAM STREET * NEW YORK 38, N.Y. 


ortheastern Life 


INSURANCE COMPANY OF NEW YORK 


Term Special—a new contract, maximum protection at lowest guaranteed rates, minimum 
policy $10,000, with substantial savings to your client—no reduction in commissions. 
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Asst. Underwriting Director 
Northwestern Mutual Life 





KEITH C. CASSELL 


Keith C. Cassell, a specialist at North- 
western Mutual Life, will become an as- 
sistant director of underwriting March 
1 according to J. N. Lochemes, director 
of underwriting. He will specialize in 
technical work involving the selection 
of life insurance applicants. 

At 37, Mr. Cassell has nine years’ experi- 
ence in the life insurance business plus 
six years’ active service in the armed 
forces. He has worked in Northwestern 
Mutual’s underwriting department since 
February, 1953. Previously, he was with 
an Iowa life insurance company for 
seven years, including three years as 
chief lay underwriter. 

A fellow in the Life Office Manage- 
ment Association Institute since 1948, 
Mr. Cassell has been an instructor in in- 
surance courses at University of Wis- 
consin in Milwaukee. In 1950, he was 
awarded a certificate of proficiency in 
underwriting by the Home Office Life 


Underwriters Association and the Insti- 
tute of Home Office Life Underwriters. 





SLOANE’S WESTCHESTER TALK 





Gives Life Underwriters at Luncheon in 
Elmsford, N. Y., Practical Side of Busi- 
ness Ins.; Introduced by Howes 

Harold N. Sloane, CLU, immediate past 
president of the Life Underwriters Asso- 
ciation of New York, addressed the 
monthly luncheon meeting February 10 
of the Westchester Life Underwriters 
Association, held at Reiber’s Restaurant 
in Elmsford, N. Y. Mr. Sloane is a part- 
ner in Life Associates, New York, and 
a general agent for the Continental As- 
surance. His topic was “The Practical 
Side of Business Insurance.” 

Mr. Sloane gave many practical sug- 
gestions on prospecting methods. He 
developed the selling technique effective- 
ly for partnership and close corporation 
Prospects with emphasis on the small 
business field. In outlining his philoso- 
phy of business insurance Mr. Sloane 
pinpointed the need for concentration 
on the sole proprietor market. 

In suggesting answers to objections he 
Stressed the use of practical answers in- 
stead of the theoretical approach. Much 
of his personal success in the business 
insurance field has resulted from the 
use of this practical approach. 

Mr. Sloane also developed ably the new 
“entity theory of partnership.” He was 
introduced by J. Frank Howes, program 
chairman who is Metropolitan Life’s 
Manager at White Plains. Joseph Con- 
Way, Equitable Life Assurance Society, 
who is president of the association, pre- 

Sided at the luncheon. 





Honor Sales Leader 

The leading sales representative in 
Canada for United Benefit Life of 
Omaha was rewarded for an outstanding 
1954 record with a trip to the home 
office in Omaha, Neb. John Tanti, who 
headquarters in Toronto, was briefed on 
new sales methods and the company’s 
plans for the new year by N. Murray 
Longworth, president of United of 
Omaha. 

Mr. Tanti last year wrote $446,000 of 


issued life insurance, in addition to writ- 
ing more than $15,000 in health and 
accident premiums. The dual sales effort 
established him as the leading life in- 
surance representative for United of 
Omaha in Canada and the third-ranging 
health and accident underwriter for 
Mutual of Omaha in Canada. 

Mr. Tanti has been with Mutual of 
Omaha and United of Omaha for less 


than two years. 


AGENCY CONVENTION HELD 


Over 100 representatives, managers 
and home office officials of Republic 
National Life, 


families, 


Dallas, as well as their 
at the General 
The 
conven- 
tion of the company, February 15-20. 
Thirty-five branch office managers at- 
tended a_ pre-convention 

school in Savannah, February 


spent a week 


Oglethorpe Hotel, Savannah, Ga. 


occasion was the 1955 agency 


managers’ 


12-13. 
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Something that Field Men have desired—and wanted 
for years! Most complete, most effective, most talked- 
about Career Development Plan in the Insurance World 
today! A time-saver and a money-maker for both YOU 
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GOLDEN RULE COMPANY 


BRIGHTEN your TOMORROW 
by WRITING TODAY 


The COLUMBUS MUTUAL 


Life Insurance Company 





Carl Mitcheltree, President 


Ben F. Hadley, Vice-Pres. & Sup’t. of Agents 
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Columbus 16, Ohio 


Non-contributory Pension Plan 


—Liberal Disability and Retirement Benefits— 
up to $400 per month. Renewal Income guar- 
anteed for Life—plus continuation of active 
Agency Contract if desired. 


Golden Rule Agent’s Contract 


—attracts strong men—holds your better men 
—each agent you appoint becomes an agency 
builder for himself and a recruiter for you. 


Money-Making Sales Packages 
Business Building Direct Mail and Many Other 
Agency Building Helps 


Ss Home Office Field-Help in 
¥ Recruiting, Training and Building 
YOUR AGENCY 
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The PENN MUTUAL “‘Million Club” 


During 1954, each of these Penn Mutual underwriters helped his clients 
establish a total of more than a million dollars worth of new security 
through life insurance in The Penn Mutual. 






We salute them on their accomplishment. And we congratulate all the 
other Penn Mutual career underwriters on a splendid year’s record. Each 
is working every day to provide personalized security for people just like you. 





Karl Bach 
San Francisco 


However, more valuable than any congratulations we can offer these men 
is their knowledge that they have contributed so much to the independence 
of each of their clients. This is one of the things that makes a Penn 
Mutual underwriter so happy and enthusiastic about his job. 


a& 
William W. Crouse 
New York Cit 


Who Says “Mone 


Happiness CAN be bought. Last year:the efforts of these members of the Penn Mutual 
“Million Club” helped make possible more than 48 million dollars worth of future 
happiness, 48 million dollars worth |of peace of mind, 48 million dollars worth of 
security and independence through carefully planned life insurance programs. 


Because more and more people are living longer, they are enjoying many of the 
benefits of life insurance during their own lifetimes. In assuring protection for policy- 
holders’ families, Penn Mutual underwriters all across the country also helped their 
policyholders to: 

















—- o ide for the educati f child 
; ++. provide for the education of children 
Your Independence ... set up funds for retirement 
Stands The ... assure the continuity of businesses 
PENN MuTU AL -.. arrange to pay off home mortgages 
 _—e Does this sound like the kind of security and peace of mind you're looking for? lack C 
a Remember, it can be yours through a personalized Penn Mutual Independence Plan Lar 


available from your local Penn Mutual underwriter. Phone and arrange for him to 
come and see you this very week. Assure your family of a happy future with a Penn 
Mutual Independence Plan. 













During 1954 all Penn Mutual underwriters 
helped their clients insure 400 million dollars 
worth of independence. Currently, more than 
600,000 people have over three and one- 
half billion dollars worth of security with 
108-year-old Penn Mutual. 
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ont buy Happiness?” 


hese 40 men helped a total of 4,534 individuals just like you to “buy” 
$48 million worth of happiness and independence during 1954. 
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Jersey Bill to Permit 
Variable Annuities 


INTRODUCED IN THE ASSEMBLY 





Income for Retired Persons and Others 
Varying With Living Cost; Tax 
Measure Also Introduced 





Legislation designed to enable New 
Jersey life insurance companies to ex- 
pand their present coverage of both 
individual and groups in the pension and 
retirement fields, and, at the same time, 
afford them tax equality in the competi- 
tive market has been introduced by 
Assemblyman William O. Barnes, Jr., in 
the New Jersey legislature. Three of 


these bills, each of which has the ap- 
proval of the State Insurance Depart- 
ment, would permit New Jersey mutual 
life insurance companies “to help meet 
a widespread public need of retired per- 
sons and others for an income tending 
to vary with the cost of living.” These 
so-called variable annuities are now sold 
only to college teachers throughout the 
country by a special New York corpo- 
ration while the principle is already 
being used by some employers in their 
private pension plans. Legislation is also 
pending in New York to authorize the 
sale of variable contracts, but to date 
they are not available on a commercial 
basis to the public generally. 

The tax equality legislation would 
remove the present New Jersey levy of 
1% on so-called “annuity considerations” 
gradually over a four-year period. These 
“considerations” are amounts a person 
or employer pays to an insurance com- 
pany for retirement or pension plans. 
The Prudential says: “This tax is, in 
effect, a levy on savings or deposits of 
capital funds. None of the large Eastern 
industrial states like Massachusetts, 
Connecticut, New York, Delaware or 
Pennsylvania has such a tax on annuity 
‘considerations.’ The tax, which was 
first imposed in 1945, has discriminated 
against individuals and employes in New 
Jersey.” 

Under the proposed variable contract 
account legislation, the principal meas- 
ure would authorize New Jersey mutual 
life insurance companies to establish 
special or segregated accounts to be 
known as a Variable Contract Account. 
Assets of such an account could be 
invested largely in common stock and 
other equity securities. A company 
operating such an account could issue 
special types of contracts, such as vari- 
able annuities, under which payments 
would fluctuate in dollar amount so as 
to reflect investment results of the ac- 


count. Companion bills in New Jersey 
cover technicalities in setting up the 
program. 





Philadelphia Life Names 
E. A. Schweriner in Phila. 


William Elliott, president of Phila- 
delphia Life, has announced the appoint- 
ment of Edwin A. Schweriner as a gen- 
eral agent for the company, in the 
greater North Philadelphia area. Mr. 
Schweriner’s father was one of the Phil- 
adelphia Life’s leading producers for 
many years, prior to his death in 1953. 

Mr. Schweriner, as a new general 
ager, begins with a background of ex- 
perience from his recent association as 
a brokerage assistant in the home office 
agency. He was initially employed in 
his father’s agency in 1947. 

Active in Scouting work, Mr. Schweri- 
ner is also a member of B’nai B’rith and 
the Philadelphia Association of Life 
Underwriters. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court S¢. MAIn 4-7951-2-3 














Equitable Society Promotes 
Mendel and Fitzgerald 


The Equitable Society has elected 
Warner H. Mendel and Leo D. Fitz- 
gerald of its counsel to be vice presi- 
dents. Mr. Mendel was appointed asso- 
ciate counsel in 1944 and counsel-invest- 
ments in 1952. Mr. Fitzgerald joined the 
company in 1917 and was appointed 
counsel-insurance in 1952. 


’ 





1955 New England Sales 


Meeting in Boston, Mar. 3 

The 1955 New England Sales Confer- 
ence will be held March 3 at the Hotel 
Statler, Boston. Speakers will be Hal- 
sey D. Joesphson, CLU, general agent, 
Connecticut Mutual, New York; Ralph 
G. Engelsman, sales consultant to life 
insurance companies; Lloyd H. Feder, 
general agent, Lincoln National, Cleve- 
land; Allan Jackson, CBS radio news- 
caster; Carl P. Lundy, CLU, director of 
field training, The Prudential; Francis 
T. Fenn, Jr., CLU, associate general 
agent, National Life of Vermont, Hart- 
ford. Chairman of the affair is P. Rus- 
sell Thompson, CLU, Metropolitan Life. 





A. & H. Sales Manager Available 


With nearly ten years’ experience in both individual and group accident and health, 
I'm now ready for a bigger job either in a company or agency position. 
division group manager for large company in East. 
service in this line including association group activity. Age 37. 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Presently 
Practical know-how on sales and 
Address Box 2295, 











Dr. J. C. Talbot Advanced 

John C. Talbot, M.D., has been named 
associate medical director of Pacific 
Mutual Life. Dr. Talbot joined Pacific 
Mutual’s staff in July, 1950, and became 
assistant medical director the following 
year. He received his medical degree at 
University of California School of Medi- 
cine in 1939, took post-graduate work 
at University of California Hospital in 
San Francisco and secured his Master’s 
degree in Public Health at Johns Hop- 


kins University in 1941. After five years’ 
service as a major in the Army Medical 
Corps, he became assistant professor of 
preventive medicine, and then assistant 
dean, University of California School of 
Medicine. Since his association with 
Pacific Mutual he has participated in 
cardiovascular research at the Univer- 
sity of Southern California School of 
Medicine. 
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or Professional man 
who needs permanent 
protection now, but 
whose present 
premium paying 

ability is limited. 
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*The dividends in this illus- 
tration are neither estimated 
nor guaranteed, but are com- 





STOCK NAME GPL-Age 30-$10,000° 


puted on the same basis as 
the scale of dividends in ef- 
fect at the date of this illus- 
i tration, January ‘1, 1955. 

i] Similarly, the interest rate 
assumed is that ésrrently al- 

lowed on such accumulations. 
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Life, Annuities, Accident & Health and Hospitalization 
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Northeastern’s New Policy 

The Northeastern Life of New York 
has announced a new Term special con- 
tract which can be issued in minimum 
amounts of $10,000, convertible at any 
time during the five-year Term period, 
but is not renewable. 

The new policy, it is explained, is js- 
sued up to age 55, and the waiver pre- 
mium is automatically included in all 
contracts. The guaranteed low rates are 
given in a bulletin just released by the 


company. Commissions are To first 
year; renewals at 5% for next four 
years; at conversion—55% first year and 
nine renewals at 5% all vested. 





Hardin Agency Supervisor 


For North American Life 
Charles G. Ashbrook, president, North 
American Life of Chicago, announced 
appointment of Wesley E. Hardin as 
agency supervisor for the company. Mr. 
Hardin moves to the North American 
Life from the Franklin Life where he 
also held the position of agency super- 
visor. 

Prior to joining the Franklin Life in 
1951, Mr. Hardin was agency secretary 
for Washington National. He had joined 
that company in 1948 after obtaining a 
Masters degree at Northwestern Uni- 
versity. Mr. Hardin who has completed 
LUTC, Part I and Part II, will have 
field responsibilities in his new position. 





Liberty Life Home Office 


(Continued from Page 3) 


A dual-duct air conditioning system, 
one of the few of its kind in the section, 
will serve the entire building year- 
round. It will cool or heat a given area 
by means of thermostatically-controlled 
outside regulators. Cooling in the sum- 
mer is accomplished by 315-ton com- 
pressors which maintain a maximum 
temperature difference of approximately 
ten degrees between the inside and the 
outside. 

Interior walls, ceilings, and floors are 
constructed to minimize sound transmis- 
sion, and movable wall partitions permit 
flexibility i in office and departmental ar- 
rangements. Lighting is by recessed 
fluorescent fixtures covered by louvers 
which diffuse the light evenly at a sus- 
tained 50-foot candle power at desk 
areas. A public address system will per- 
mit broadcasting announcements of 
music in any given area or throughout 
the building. Elevators are automatic. 

Full-length windows and doors on the 
fourth floor open onto a quarry-tiled 
terrace, landscaped with shrubbery and 
plants. Windows on other floors are 
steel framed and on a center pivot 
mounting to allow for inside cleaning. 
Overhanging aluminum sunshades are 
used on some parts of the building. 

Engineers for the project were <= 
wood Greene, Inc., of Spartanburg, S 
Architects were Carson and Lundin, 
resident architects for Rockefeller Cen- 
ter, New York. General contractor was 
Daniel Construction Co., Greenville, S. C. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 





32 Court Street Brooklyn 2, N. Y- 
TRiangle 5-7362 
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President Brainard 
With Aetna 50 Years 


BROAD RANGE OF ACTIVITIES 





Great Growth of Company in His 32 
Years as Its Chief 
Executive 





Morgan B. Brainard, president of the 
Aetna Life Affiliated Companies ob- 
served his 50th anniversary with the 

etna Life February 14. 

Of the half century that he has been 
cont nected with the organization that was 
originally founded 102 years ago by his 
grandfather, Eliphalet A. Bulkeley, Mr. 


MORGAN B. BRAINARD 


Brainard has served as president for 
more than 32 years. 

Under his leadership, the Aetna Life 
organization has developed into one of 
the nation’s largest multiple-line insur- 
ance organizations with nearly thirteen 
million policies, certificates and bonds 
in force, representing nearly every form 
of insurance and bonding protection. 

Aetna Life’s home office, largest Colo- 
nial-style office building in the country, 
is a monument to the progress made un- 
der Mr. Brainard’s tenure as chief exec- 
utive. At the end of 1954, insurance in 
force in the Aetna Life was $14,802,000,- 
000, compared to $1,204,000,000 w hen Mr. 

3r ainard became president in 1922. Capi- 
tal has risen from five million to 30 mil- 
lion, and assets have increased from 
$166,428,000 to more than $2,600,000,000. 

In honor of Mr. Brainard’s 50th anni- 
versary, the Aetna Life field force has 
launched a special sales effort during the 
five-week period starting February 14. 
Aetna Life representatives who make 
outstanding records during the testi- 
monial campaign will be invited to Hart- 
ford to attend a banquet honoring Mr. 
Brainard. 


Mr. Brainard’s Broad Activities 


\s the Aetna Life’s chief executive, 
Mr. Brainard has made hundreds of busi- 
ness trips to all parts of the country 
and is a W ell-known visitor to the com- 
pany’s field offices and general agencies. 
His frank, modest speeches have become 
a highlight of the Aetna Life’s annual 
Regional mectings. 

Mr. Brainard is a director of a num- 
be r of nationally known business organi- 

ions, including the Underwood Corpo. 
rat ion, United Aircraft Corporation, 
Cley veland - Cliffs Iron Company, Hart- 
he Steam Boiler Inspection & Insur- 

> Co., Hartford National Bank and 

I me te and others. 

‘A director of the Institute of Life In- 
surance, he served in a similar capacity 
With Life Insurance Association of 
i lerica. He has been keenly interested 
in safety and conservation work and is 
a trustee of the National Safety Coun- 

. He was a trustee and director of the 





American Cancer Society and has been 
prominently identified with many other 
civic organizations. 

Possessed of a keen historical sense, 
Mr. Brainard is a well-known collector 
of antiques, specializing in old clocks, 
ancient tavern signs and Old State House 
China. His interests in sports are many 
and he is well-known to the Aetna Life 
field organization for his ability as a 
tennis player. 

Mr. Brainard comes by his love of 
baseball quite naturally, since his uncle 
and predecessor as Aetna Life president, 
former Gov. Morgan G. Bulkeley, was a 


founder and first president of the Na- 
tional Baseball League. He is also a fa- 
miliar figure at ringside for champion- 
ship boxing fights. 

One of Mr. Brainard’s proudest pos- 
sessions is his golden retriever, “Gold- 
wood Michael,” who earned the title of 

“wonder dog” for his outstanding record 
of wins in obedience competition. 

Mr. Brainard succeeded his uncle, the 
late Morgan G. Bulkeley, in the presi- 
dency after Senator Bulkeley had served 
for 43 years. He joined the company in 
1905 after graduating from Yale Univer- 
sity and Yale Law School. Starting as 


assistant treasurer, he became treasurer 
in 1907 and vice president and treasurer 
in i910. When Senator Bulkeley died 
in 1922 Mr. Brainard was elected presi- 
dent of Aetna Life, Aetna Casualty & 
Surety and Automobile Insurance Co. 
When the Standard Fire was acquired in 
December, 1923 he was elected to head 
that company also. 

Mr. Brainard has always been active 
in Hartford civic affairs, is a former 
alderman and policy commissioner and 
was chairman of Connecticut Economic 
Council. He is identified with most civic 
and charitable organizations in Hartford. 








HIGHLIGHTS OF 1954 


quality 
strength 
growth 


CONTINENTAL AMERICAN 


Paid to Policyholders and Beneficiaries 


The Company’s contribution to the family 
and business life of the communities it serves 
is indicated by its total payments of 
$6,566,752.85 to policyholders and bene- 
ficiaries during 1954. Of this amount, more 
than half was paid to living policyholders. 


New Insurance 


The record volume of new life insurance, 
$54,667,093, was 31% greater than the previ- 
ous year and more than double the level of 
sales in the period from 1947 to 1951. 


Insurance in Force 


Outstanding insurance increased by 
$29,884,506, by far the greatest increase in 
any year of the Company’s history. Life insur- 
ance in force exceeds $326,000,000, almost 
$100,000,000 more than five years ago. 


Large Average Policy 


Bonds: 


Common Stocks. . 
First Mortgage Loans... .. 
Home"Office Property... .. 
Loans to Policyholders.... . 


Continental American contracts and field 


service are used extensively by larger buyers 
of insurance and buyers at all levels find them 
ideal for their insurance programs. As a re- 
sult, the average new policy sold in 1954 was 
$11,023—and the average policy in force on 
December 31 was $6,500. Almost 95% of all 


new insurance was in amounts of $5,000 or 


more, 


Financial Stability 


Excellent quality of investments and a high 
surplus ratio continue to characterize Con- 
tinental American. Assets exceed liabilities, 
except capital funds, by more than 9%, pro- 
viding an extra margin of safety for policy- 
holders which ranks high among the strongest 
of the leading life insurance companies. 


U. S. Government....... 
Canadian Government 
and Provincial 


State, County and 

Municipal... 
Wet yr. 2 es 6:5 
Railroad...... 


Total Bonds... .. 
Preferred and Guaranteed 


Premiums Due and Deferred 
Cash and Bank Deposits. . . 


47th ANNUAL STATEMENT 
December 31, 1954 


ASSETS 


$18,400,184.92 21.5% 





Secs sain’ 498,512.23 6 
eR re 265,992.45 3 
Re CORE 15, 166,495.67 17.7 
eee Ty 303,328.15 4 
ayRes ee ave 1,011,547.97 1.2 
ies ara $35,646,061.39 41.7% 
sever droe Bets 1,472,530.00 1.7 

Cate 273,476.00 3 

40,577,313.88 47.4 
630,134.57 4 5 
4,135,398.41 4.8 
1,258,240.00 1.5 
1,573,921.90 1.8 





ROW 6 wis icas $85,567,076.15 100.0% 
LIABILITIES 
Insurance and Annuity Reserves......... $73,613,431.00 
The amount which with interest and future prem- , 
iums will pay all future benefits as they mature. 
Mm NINUNIINCINUEE CS vas: xia ecco. sales es a:a ccs 358,972.67 
For claims not yet completed or eee 
Prepaid Premiums and Interest.......... _1,848,710.73 
Policy Dividends Payable in 1955........ 1,104,663.62 
Employees Retirement Fund............ 672,182.00 
Contingency Reserves Required by Law. . 368,476.00 
Accrued Taxes Payable in 1955.......... 290,000.00 
Aly Other Pages <5 coc as ee ce 235,967.39 


Toray LiABILitTieEs, Except CAPITAL... 
CREAR SION. a8 oes cee 


Voluntary Contingency 
Reserves...... 


Sarpnies.. 2... ..: 


$78,492,403.41 
$ 652,350.00 





sige eeeigans 1,025,000.00 
si aiatjeralc ds 5,397,322.74  7,074,672.74 
“COCA eee eee $85,567,076.15 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Wilmington, Delaware 
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See Abuse in Credit 
Insurance Practices 


WEIGH PUBLIC LAW 15 REPEAL 





Senate Judiciary Monopoly Subcommit- 
tee to Continue Study; Cites State 
Regulation Needs 





Washington—Last year’s Senate Ju- 
diciary monopoly subcommittee _ this 
week recommended that the study of 
tie-in operations between small loan 
companies and credit insurance compa- 
nies be continued, and urged that the 
need for Federal legislation, including 
amendment and repeal of Public Law 
15, be considered. 

Report on the probe to date, initiated 
by Senator William Langer (R., N. D.) 
former chairman of both the full com- 
mittee and subcommittee, was concur- 
red in by the other members, including 
Senator Harley M. Kilgore (D., W. Va.) 
who now heads both groups. 

Although based on only one of two 
hearings held, that in Topeka, Kans.— 
the other was in Raleigh, N. C._—the re- 
port, while it specifically did not pro- 
pose any new or amended laws in Con- 
gress at this stage, did recommend that 
the staff should continue its research 
and “state-by-state” public hearings be 
held, with examination directed toward 
such questions as the adequacy of pres- 
ent state regulations, the likelihood of 
new regulations being enacted by the 
states where such laws do not now ex- 
ist, and if such state action is not forth- 
coming soon, how long should Congress 
wait before enacting new Federal laws, 
including the possibility of upsetting the 
P.L. 15 as it now stands. 

The subcommittee report noted the 
findings of credit insurance abuses 
growing out of “unethical practices” in- 
dulged in both by finance and lending 
organizations and credit insurance com- 
panies, and listed these principal prob- 
lems among those requiring positive an- 
swers in the continuing inquiry: 

“1. In the sale of credit insurance, are 
there any abuses which our present 
Federal antitrust and monopoly statutes 
intend to prevent, but which nevertheless 
are not covered by such laws as pres- 
ently written? 

“2. If so, how should such Federal 
laws be amended to cope with such 
abuses ? 

“3. Do such antitrust and monopoly 
practices embrace coercion and intimi- 
dation ? 

“4. Do such coercive and intimidating 
practices exist because of lack of state 
regulation ? 

“5. Should Public Law 15 be amended 
or repealed ?” 


What State Regulation Should Cover 


State regulation of insurance under 
Public Law 15, as interpreted by the 


report, should cover these three ele- 
ments, the subcommittee stated: “(1) 
Properly and adequately drafted state 


laws and/or regulations; (2) adminis- 
tration of the same laws and regulations 
in such fashion as to (3) culminate in 
effective enforcement.” 

Limiting its review of the investiga- 
tion to date to the Topeka hearings, the 
subcommittee based its recommenda- 
tions entirely upon them. 

The probe disclosed evidence of “coer- 
cive, intimidating and other unscrupu- 
lous practices” by loan, finance and 
credit insurance companies, including 
those which were not Kansas compa- 
nies, but were headquartered in other 
states and are “thus doing business 
across state lines.” 

These included both “positive acts of 
coercion” and “intimations” to force 
borrowers to purchase unwanted credit 
insurance as a condition to obtaining 
small loans; adding the credit insurance 
premium to the loan without clearly 
identifying it; sales of credit insurance 
in amounts far in excess of the money 
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J. K. Gannon Conn. Mutual’s 
General Agent in Seattle 


Jack K. Gannon has been appointed 
general agent for the Connecticut Mu- 
tual Life in Seattle. A lifelong resident 
of the Washington State area, he has a 
broad background in life insurance in- 
cluding experience as an agent, home 
office and field supervisor, and branch 
manager for the Sunset Life. He comes 
to the Connecticut Mutual from the lat- 
ter position. 

Member of Seattle Life Underwriters 
Association, Seattle Life Managers As- 
sociation, Lions Club and Maplewood 
Golf Club, he is an alumnus of Wash- 
ington State College and served three 
years in the Navy during World War II. 

Mr. Gannon succeeds Edward U. 
Banker as head of the Connecticut Mu- 
tual’s 79-year-old Seattle agency. His 
offices will be at 830 Fourteen-Eleven 
Fourth Avenue Building. Mr. Banker, 
who has been general agent at Seattle 
since 1951, resigned to enter business in 
Illinois. 





loaned; failure to deliver the policy to 
the borrower; payment of excessive 
commissions; pyramiding of policies by 
requiring purchase of a second policy 
when a borrower would refinance his 
loan, without cancellation of the first 
policy or refund of unearned premiums; 
and interlocking relationships of officers, 
directors and _ stockholders between 
small loan and credit insurance compa- 
nies. 

The subcommittee found a lack of 
adequate small loan laws, as well as ab- 
sence of state regulation of credit in- 
surance in Kansas. It admitted, never- 
theless, that the Kansas Attorney Gen- 
eral and the Insurance Commissioner 
have taken “courageous and forthright 
action” in an effort to stamp out these 
abuses, including successful law suits 
against loan companies and proposed 
credit insurance regulations. 

The report concluded, however, that 
“the subcommittee emphatically is of 
the opinion ‘honest controversy’ and a 
‘protracted but unsuccessful struggle’ to 
secure adequate state laws and regula- 
tions do not constitute ‘state regulation’ 
within the meaning of our Federal anti- 
trust and monopoly laws and _ Public 
Law 15:” 


Washington National Enjoys 
Best Year in Its History 


An intensive company-wide drive dur- 
ing 1954 with $1,000,000,000 of life insur- 
ance in force as its objective, was more 
than exceeded by the Washington Na- 
tional of Evanston, IIl., according to 
Chairman R. J. Wetterlund. The drive 
exceeded the billion dollar goal by $91 
million, raising the insurance in force 
to $1,091,417,220, which includes $80,719,- 
800 of insurance reinsured under the 
Government employes’ life insurance 


program. This represents an increase of 
$160,864,659, or 17.3% over the preceding 
year. 

Total new paid-for life insurance last 
year amounted to $299,745,897, an in- 
crease of 30.3% over 1953. 

The company’s assets continue to show 
substantial growth and at the year-end 
amounted to $193,620,835, a gain of $17,- 
340,549 or 9.8% over 1953. Cash benefits 
paid policyowners in 1954 increased 
9.0% over 1953. 

In announcing the company’s ratio of 
$128.93 of assets to each $100 of liabili- 
ties, Mr. Wetterlund emphasized Wash- 
ington National’s primary investment 
prerequisites —safety of principal and 
adequacy of yield. He noted that surplus 
funds and contingency reserves were 
increased to $43,454,642. 

Total premium income for the year, 
increased 7.7% and amounts to $58,586,- 


753. Of this $32,545,091 comes from acci-" 


dent and health activities and $26,041,602 
from life insurance. 

Agency field operations — industrial, 
group and ordinary — continued to keep 
pace with the company’s growth and a 
number of new agencies and_ branch 
offices were opened during the year, 
Mr. Wetterlund said. 


Franklin Life Sales Gain 


Field representatives of the Franklin 
Life of Springfield, Ill., got off to a fast 
start in 1955 production with $35,948,223 
in new paid sales (excluding annuities). 
The total represented a new all-time 
high for the month, and is a gain of’ 
20.4% over January of last year. Feb- 
ruary production to date continues at the; 
accelerated pace. 
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complete service to your client? All the 
advice, specialized service, sales and pro- 
motion assistance you'll need to handle 
life coverage easily and profitably is as 
near as your telephone. For your own life 
insurance department, just call your near- 
est Connecticut General Office or write 
to Connecticut General Life Insurance 
Company, Hartford. 


AS NEAR AS YOUR TELEPHONE...A 
COMPLETE LIFE INSURANCE DEPARTMENT 


Connecticut 
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SELL MORE 
GROUP INSURANCE 


this easy way! 





obot 


makes it possible for YOU to: 


PLAN your group sales activity 
SELL your own prospective clients 
UNDERWRITE your own groups 
BIND your own cases without delay 


Get the facts on this self-serv- 
ice underwriting kit that en- 
ables YOU -to cash in on big 
Group premium commissions. 
SALES-ROBOT simplifies 
Group selling ... gives you 
the tools you need to “quote 
on the spot”... places YOU 
in this lucrative field. 


Stop groping... 
start GROUPING! 


‘Write now to your 
U. S. Life general agent or to 


Mona Saavss 


LIFE 
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' The United States Life Insurance Co. 

1 84 William St., N. Y. 38, N. Y. Dept. EU-2 
Gentlemen: Please send us complete 


information on the Sales Robot and 
Group Selling. 
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W. H. King Gives 1955 
Lineup of G. A. Assn. 


OF NEW ENGLAND MUTUAL 





General Agents to Hold Their 1956 An- 
nual Meeting at Hollywood, Fla.; 
Committee Chairmen Named 





Wheeler H. King, CLU, general agent 
of New England Mutual in New York, 
in his capacity as president of that 
company’s General Agents’ Association, 
announced this week his selection of 
committee chairmen and also advised 
that the 1956 annual meeting will be 


Fabian Bachrach 
WHEELER H. KING, CLU 


held next January at the Hollywood 
seach Hotel, Hollywood, Fla. 

The association was founded on July 
25, 1901, at Buffalo, N. Y. Its total num- 
ber of member agencies at that time 
numbered less than a dozen and their 
aggregate production that year was $13,- 
600,000. Today New England Mutual has 
83 agencies, five of which in 1954 pro- 
duced more business than the entire 
company did when the General Agents’ 
Association was formed. This did not 
include group insurance, group annuities, 
and annuities and conversions. 

As previously announced, Mr. King 
was elected president of the association 
at its recent annual meeting, succeeding 
Wm. Eugene Hays, CLU, general agent 
in Boston. Bruce Bare, CLU, Los An- 
geles, is vice president and C. Vernon 
Newark, N. J., is secretary- 
treasurer. Mr. Bare is chairman of the 
committee on education, training and su- 
Pervision while Mr. Bowes is chairman 
ot the committee on agency operations. 

Elected to the executive committee of 
the association to serve for one year 
were William L. Wadsworth, Buffalo 
general agent, and Archie B. Carroll, 
Ir, CLU, Charlotte, N. C., general agent. 
Mr. Wadsworth is chairman of the 
manpower recruiting and selection com- 
mittee, and Mr. Carroll is chairman of 
the committee on district office promo- 
tion, 

Serving as chairman of other commit- 
tees are Richard W. Partridge, Boston, 
chairman of the committee on brokerage 
Promotion; E. Clare Weber, CLU, 
Cleveland, former president of the as- 
sociation, chairman of the committee on 
Pension and group promotion. Chairman 
of the committee on rules and selection 
~Presidents Trophy—J. Hicks Baldwin, 
CLU, Washington, D. C., and Will F. 
Noble, € LU, Omaha, is chairman of the 


committee on membership and_ resolu- 
tions 


Bowes, 
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Acacia Mutual Names 1955 
Field Advisory Committee 


Four veterans and two newcomers 
have been named to Acacia Mutual 
Life’s 1955 Field Advisory Committee. 
The four veterans are: Managers Clar- 
ence L. Fritz, Newark; Edward M. 
Barr, Youngstown; Vernon R. Zimmer- 
man, northern Virginia; and Walter F. 
Szwed, CLU, Detroit, Acacia’s top pro- 
ducer during 1954 and president of Aca- 
cia’s honor organization, the William 
Montgomery Quality Club. The two 
newcomers to the committee are: Mana- 
gers Anthony J. Mullen, CLU, Norfolk, 
and Paul E. Vollmers, Chicago. 

Mr. Fritz is serving his tenth term 
as a member of the committee, and the 
third since 1952. Mr. Barr, who has 
been named to his sixth term as a com- 
mittee member, served on the group 
from 1940 through 1944, and Mr. Zim- 
merman has been a member of the com- 
mittee ever since 1951. Mr. Szwed is 
serving his second term as a member 
of the Advisory group. 

Mr. Mullen, the newest manager, in 
point of service, on the committee, has 
been head of the Norfolk branch since 
1953. Mr. Vollmers has been Acacia’s 
Chicago manager since 1951. 


Two Ind. Appointments by 
Central Standard Life 


Central Standard Life of Chicago has 
appointed Dwight L. Mood of Fort 
Wayne as state manager for Indiana 
and Paul L. Craig as general agent in 
Fort Wayne. Mr. Mood’s appointment 
fills one of the key spots in the com- 
pany’s field expansion program. 

Graduate of the University of Indiana, 
Mr. Mood started in life insurance after 
Navy service in World War II. He was 
a member of the charter class of the 
Life Insurance Marketing Institute at 
Purdue and attended the LIAMA man- 
agers school. He is a past president of 
the Fort Wayne Managers Association, 
member of local Life Underwriters As- 
sociation and past president of the 
Round Table International. He belongs 
to the Masonic Order, the American 
Legion and the Navy Club. 

Mr. Craig, a former school teacher, 
attended Ball State College and Indiana 
University. He started his insurance 
career in 1945. In Fort Wayne he is 
active in local and state chapters of the 
Travelers Protective Association; also 
on the board of the Fort Wayne Under- 
writers Association. 





LIFE BROKERAGE SUPERVISOR 


To represent a very large life insurance 
company in Westchester County and 
lower Connecticut area. Age 25-35, 
college. High base salary, plus. 


MUrray Hill 7-2827 











Gains of Excelsior Life 

An increase of $29,816,314 of insurance 
in force was revealed by President A. 
Bruce Matthews at the annual meeting 
of Excelsior Life of Toronto, represent- 
ing an 844% gain to raise the company’s 
to $375,102,284 in size. New insurance 
put in force in Canada alone, including 
Group: insurance, was $53,260,717, being 
12% more than in 1953. Total assets of 
Excelsior now stand at $73,827,115, pro- 
ducing an average rate of interest of 
4.0%. 
was raised by $2,586,837 and now amounts 
to $17,334,522. 

In October, a modern six-story Ex- 


The investment in first mortgages 


celsior Life Building was opened in Ot- 
tawa, one floor of which 
Ottawa branch of the company. 


houses the 
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“The Greatest Good To 
The Greatest Number’ 


Guided by Abraham Lincoln's principles, The Lincoln National Life 
Insurance Company constantly strives to extend its service to the largest 
proportion of applicants. Not only does Lincoln National insure preferred 
risks; it has for more than 40 years offered sound protection at reasonable 


rates to the physically impaired and to those in hazardous occupations. 











men. 


The 


This broadening of the agents’ 
market by bringing life insurance 
to those who need it most is an- 
other reason for our proud claim 
that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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Director Economic Research 


Named by The Prudential 





DR. GORDON W. McKINLEY 


Promotion of Dr. Gordon W. McKin- 
ley, 39, to director of economic research 
for The Prudential has been announced 
by Carrol M. Shanks, president. 

Before joining Prudential’s research 
staff in 1951, Dr. McKinley was an assis- 
tant professor in the College of Com- 
merce and Administration at Ohio State 
University. During World War II he 
served as a pilot in the Navy. He is a 
native of New Harbor, Me., and attended 
McMaster University at Hamilton, On- 
tario. He received his Ph.D. degree from 
Ohio State in 1948. 





Secretary of Belgian Co. 
Visits U. S. Insurance Men 


Jean de Broux, secretary of Com- 
pagnie Belge d’Assurances Generales 
Sur la Vie in Brussels, is in the United 
States with a group of 12 Belgians for 
the purpose of studying public relations 
and advertising. 

These Belgians, here under the aus- 
pices of the Foreign Operations Admin- 
istration, are visiting organizations in 
New York, Boston, Washington, D. C., 
Chicago, New Orleans and Philadelphia. 
Included in their itinerary are visits to 
Advertising Club of New York, Audit 
3ureau of Circulation, American Asso- 
ciation of Advertising Agencies, Print- 
er’s Ink, Public Relations Society of 
America, Harvard Business School, 
Standard Oil Co. of N. J., International 
Ladies Garment Workers Union, U. S. 
Department of Commerce, Popular Me- 
chanics Magazines, Sears-Roebuck & 
Co., New Orleans Public Service Co. 
and Curtis Publishing Co. 

A past president of the Belgian insur- 
ance organization Jeunes Assureurs de 
3elgique, Mr. de Broux arrived in this 
cougtry January 8, a few days ahead of 
the ‘official mission, in order to have 
time to visit Institute of Life Insurance, 
Life Office Management Association, 
public relations division of New York 
Life, National Association of Life Un- 
derwriters and the Life Underwriters 
Training Council and Metropolitan Life. 
He plans to call on other insurance com- 
panies and associations before sailing for 
Belgium, March 2. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








Maher on LIAMA Board 


Frank B. Maher, vice president, John 
Hancock, has been elected a director of 
Life Insurance Agency Management 
Association to fulfill the unexpired term 
of W. J. Williams, vice president of 
Western & Southern Life, who recently 
resigned from the board. 





Life Sales at Record High 


Purchases of life insurance in the 
United States exceeded $40,000,000,000 
for the first time during 1954 and were 
one-fourth greater than the year before, 
the Life Insurance Agency Management 
Association of Hartford reports. 

he year’s purchases, including all 
credit life insurance business, are esti- 
mated to be nearly $48,000,000,000, com- 
pared with $39,488,000,000 in 1953 and 
$33,943,000,000 in 1952. The 1954 total was 
three and one-half times the purchases 
of ten years ago, the 1954 aggregate be- 
ing $13,513,000,000. 

Reporting December and 12-month 
figures for U.S. life policy purchases, 
exclusive of credit policies, as these 
monthly reports are carried regularly, 
the Association said that total Decem- 
ber purchases were up 9% from a year 
ago and the 12-month total was 24% 
larger than in 1953. The 12-month fig- 





Superintendent of Agencies 


Life Insurance Company 















St., New York 38, N. Y. 


ure includes $6,738,000,000 written with 
private companies in November under 


the new Federal Employe Insurance 
program, under special authorization of 
Congress, but even without this, the 
year’s increase was 5%. 

In December, total life insurance pur- 
chases on this basis were $4,085,000,000, 
compared with $3,735,000,000 in Decem- 
ber of the previous year; for the 12 
months, the total was $44,878,000,000, 
compared with $36,165,000,000 the year 
before. 
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LIFE INSURANCE “COMPANY OF (Ot merica 


50 UNION SQUARE 





Tk ae 


NEW YORK 3, N. Y. 


Very progressive, well-known eastern life insurance 
company has excellent opportunity for an able Super- 
intendent of Agencies. Experience in recruiting and 
guiding General Agents. Salary open. Write in confi- 
dence to Box 2294, Eastern Underwriter, 93 Nassau 











HEARD On The WAY 





The death of George Mendes, agency 
director of Guardian Life, in a head-on 
automobile accident in Norwalk, Conn, 
proved a shock to his many friends. 

The rise of Mr. Mendes to a position 
of responsibility in the Guardian was 
solid and steady rather than a flashy 
meteoric-like ascend. He had fine quali- 
ties of leadership. His insurance career 





GEORGE MENDES 


began as an agent in this city in 1931. 
After four years of success in selling 
he was brought into the home office 
agency department. In 1936 he became 
an officer of the company and when 
appointed agency director in 1949 he was 
put in charge of the Guardian’s over-all 
brokerage program which has had large 
expansion since the war. 

George’s spirit and ability under 
pressure were evident in the way he 
played golf and bridge—two of his fa- 
vorite pastimes. Not a terrific golfer 
from the tee, he could find parts of a 
course that were never seen by the 
experts. He was not to be counted out 
until all putts were in the cup. In bridge, 
he was the same way—a competitive 
player who could be depended on to 
squeeze out that extra trick to confound 
the opponent who thought that he had 
a sure double. : 

Uncle Francis. 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
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Mortgage Loans Manager 
Named by Franklin Life 





CHARLES C, BARRETT 


Charles C. Barrett has joined the in- 
vestment department of Franklin Life of 
Springfield, Ill. Mr. Barrett will be 
manager mortgage loans and will as- 
sume his new duties immediately. He 
goes to the Franklin from the 100-year- 
old Greenebaum Mortgage Co., Chicago. 

A graduate of the University of Ore- 
gon and John Marshall Law School, his 
investment experience began in 1938 
with the Percy ‘Wilson Mortgage & 
Finance Corp. in Chicago. 

In January, 1947, he was appointed 
assistant vice president of the company, 
and in January, 1948, was elected vice 
president in charge of production, ap- 
praisal and loan submission. Two years 
later he became executive vice president 
with additional general administrative 
duties. In February of 1953 he joined 
Greenebaum Mortgage Co. 





$20,000,000 Coast Loan 


The Equitable Life Assurance Society 
and the New York Life have loaned 
$20,000,000 to the California Packing 
Corp., packers of Del Monte Products, 
the company’s president, R. G. Lucks, 


announced. 


The Equitable participated to the ex- 
tent of $16,800,000 and New York Life 
took $3,200,000 of a note which will 
mature in 24 years. Mr. Lucks said that 
Calpak has an option to borrow an addi- 
tional $5,000,000 from the two insurance 
companies. Proceeds of the loan will be 
used for working capital and to finance 
the company’s long range expansion 
program. 





National L. & A. Increases 

National Life and Accident closed 
1954 with total life insurance in force 
Just short of four billion dollars, Edwin 
W. Craig, chairman of the board, re- 
ported at the annual meeting. Gain in 
life insurance for the year was $291,- 
700,000, bringing total life insurance in 
force to $3,917,000,000. The company 
does not issue Group except on its own 
employes. 

otal assets at the end of the year 
Were $526,000,000, a gain of slightly 
more than 10%, and Mr. Craig pointed 
out that the care with which the com- 
pany's investments are made is reflected 
in the facts that, with more than $226 
million of bonds owned, not a single 
bond is in default either as to principal 
or interest, and with mortgages of 
more than $224 million, there has not 
been a foreclosure of a conventional 
loan in the past twelve years. The 
company owns no real estate except 
that used for company purposes or 


Property bought and held for invest- 
ment, 





New England Mutual Enters 
The Group Casualty Field 


Mutual Life 


nounced its intention to enter the Group 


New England has an- 


casualty insurance field. In a communi- 
cation to the company’s general agents 
and district Group managers, President 
O. Kelley Anderson said that the com: 
pany’s entrance into the new field “will 
be accomplished as soon as the neces- 
sary mechanics can be completed. No 
specific entrance date has been estab- 


lished, although tentative target date 
for beginning the issuance of quotations 
is July 1, 1955.” 

Group operations of the company are 
headed by Vice President John Hill. 

The New England Mutual entered the 
Group field in late 1952 with a full line 
of Group life and retirement plan cov- 
erages. By the end of 1954 the Group 
life in force figure stood at $93.2 million 
under 232 policies involving 28,000 lives. 

Eight district Group offices in prin- 
cipal cities east of the Mississippi and 
in California are now in operation. 


Bankers National in LIAA 


Bankers National Life of Montclair, 
Nik 


Insurance 


has become a member of Life 
Association of America. The 
company was elected to membership by 
the association’s board of directors at 
its meeting on February 18. President 
of the company is Ralph R. Lounsbury. 
The company’s assets at the end of 1954 
were $46,210,173, and its insurance in 
that amounted to $254,- 


force at time 


136,442. 








WHO WRITES WHAT? 


If you have a client whose income seems to leave no choice but Term, yet whom 


you know has a real need for permanent protection, better look at NWNL’s level- 


premium Elective Life. 


Issued either Par or Non-Par, ages 16 to 54, minimum amount $2,500, the 
Elective Life is a combination of Whole Life and Term providing large protection at 
very small cost. The policyowner can continue the contract on this basis to age 60, 
at which time he may elect a reduced amount of permanent Whole Life at the 
original low rate, or he may retain the full original amount as Term to age 70 at 


the same rate, or he may continue the full amount as Whole Life at an increased rate. 


The Elective Life offers cash values after second policy year; may be combined 


with additional Term riders; may be converted to other permanent coverage at any 


WE DO! 


a 


time up to age 60; and is issued substandard to 500%. 





SAMPLE RATE: 





Age 35, $10,000 Non-Par, $163.30 annually. Paid-up 
insurance end of 10th year, $1,640. Cash value end of 10th year, $900. 








For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


4O years’ experience in brokerage sewice 


Seventh in a series 


OF MINNEAPOLIS 
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Metropolitan Report 


(Continued from Page 1) 


force of $59.968 billion at end of 1954 
consisted of $27.836 billion of Ordinary 
insurance, $11.419 billion of Industrial 
insurance and $20.713 of Group insur- 
ance. 

Metropolitan Life accident and sick- 
ness insurance under individual and 
Group contracts covered 6,800,000 per- 
sons at the end of 1954, 5,600,000 of 
whom were protected by policies includ- 
ing hospital, surgical and medical ex- 
pense benefits. 

Life incomes aggregating more than 
$44 million a year were being paid to 
60,000 persons under Group and_ indi- 
vidual annuity contracts; and there were 
more than 540,000 other persons for 
whom $193 million per year in annuities, 
payable at future dates, had been pur- 
chased to the end of 1954. 

The company’s balance sheet showed 
54% of its assets invested in corporate 
securities, 14% in United States and 
Canadian government obligations, 20% 
in city and farm mortgages, 4% in hous- 
ing and other real estate, 4% in policy 
loans and 4% in cash and other assets. 

Rates of surrender and lapse, although 
somewhat higher than in 1953, continued 
at a satisfactorily low level throughout 
1954, Mr. Ecker observed. 

The mortality experience for the year 
was very favorable, he commented, not- 
ing that mortality among the company’s 
inillions of Industrial policyholders de- 
clined to a new all-time low during the 
year. 

“The death rate during the year 
among our Industrial policyholders was 
6.2 per 1,000 policyholders,” he reported. 
“This compares with a- previous low of 
6.5 per 1,000 in 1953. The 1954 rate rep- 
resents a reduction of nearly one-fifth 
since 1940, and of one-half since 1911. 
We believe that our continuing cam- 
paign in behalf of education in public 
health has contributed to this progress.” 

3.41% Net Interest Earned 
on Investments 

The rate of interest earned on the 
company’s investments continued the 
upward trend which has been in evi- 
dence during recent years. The net in- 
terest rate after deducting investment 
expenses, but before deducting Federal 
income taxes, was 3.41%, as compared 
with 3.31% in 1953 and 3.21% in 1952. 
After Federal income taxes the rate was 
3.19% against 3.09% in 1953 and 3% 
in 1952. 

New long-term investments made in 
1954 totaled $1,512,000,000, with a net 
interest rate, after investment expenses 
but before Federal income taxes, of 
4.00%, the highest since 1933. 

During the year 1954, Mr. Ecker noted, 
the company made 41,656 new mortgage 
loans for a total of $502 million on 
homes and other city properties. This 
included 41,324 loans on one to four 
famity dwellings for a total of $442 mil- 
lion. The total investment in city mort- 
gages at the end of the year was $2.437 
billion. Included were mortgage loans 
on 245,667 one-family dwellings for a 
total of $1.817 billion. 


Farm Mortgages 


The farm mortgages outstanding at 
the end of the year amounted to $196 
million, which compares with $179 mil- 
lion at the end of 1953. Mr. Ecker com- 
mented upon the cash repayments of 
farm mortgage principal during the 
year, saying: “Repayment of principal 
on farm mortgages during the year was 
substantially in excess of that required 
under the terms of the mortgages. This 
would seem to indicate a general condi- 
tion of prosperity among our farmers 
in spite of some easing off from the 


te 





Met’s 1954 Group Writings 


The total amount of new Group 
life insurance issued in 1954, $1,579,- 
000,000, was substantially more than 
the issue for any previous year. 

About one-third of this total was 
the Metropolitan’s portion of the new 
Group life insurance program on 
Federai employes, but even without 
this plan the amount of Group life 
insurance issued in 1954 exceeded the 
1953 issue by a substantial margin. 
Mr. Ecker, at a press conference of 
New York financial writers, observed 
that the decision of the Federal Gov- 
ernment to entrust this tremendous 
insurance program to the existing 
facilities of the private life insurance 
companies was a fine tribute to the 
free enterprise svstem in general and 
the life insurance business in par- 
ticular. 














high levels reached in recent years.” 

Payments to policyholders and bene- 
ficiaries in 1954 averaged $9,242 a min- 
ute of each business day. They were 
as follows: 


IGNUNHONY: oc0556s.00chaenceeSe $420,801 ,984 
Trdiestaial oe 3.630 hos sce eee 272,537,316 
Group (excluding Accident and 

DICMNESE): an peed ween 214,530,595 
Accident and Sickness ...... 205,607,795 


Of the Accident and Sickness insur- 
ance in force this statement appears in 
annual report: Principal sum _ benefits 
amounted to $6,479,580,260 and weekly 
benefits to $105,310,525. In addition, more 
than 5,600,000 persons were protected by 
hospital, surgical and medical expense 
benefits under Group and _ individual 
policies. 





Agency Association of 
Pacific Mutual Life Meets 


With Asa V. Call, the company’s 
president, as guest of honor, the Pacific 
Mutual Agency Association recently 
concluded its annual meeting in New 
Orleans. Named to serve as officers dur- 
ing the coming year were General 
Agents Harry S. Gantz, Cincinnati, 
president; Arthur R. Eschleman, Miami, 
vice president; Robert K. Rolfsness, 
Seattle, secretary-treasurer. Malcolm 
C. White, CLU, Oklahoma City, was 
named executive committee chairman of 
the association, which encompasses in 
its membership all general agents of 
Pacific Mutual. 

Under the direction of the retiring 
president, W. W. Averett, Jr., Lynch- 
burg, and program chairman, , 
Stewart, Los Angeles, the association 
crowded into its three-day program dis- 
cussions of every major facet of agency 
development and administration. From 
recruiting and selection; training and 
supervision; morale building and motiva- 
tion, the sessions moved into the fields 
of business management and the tech- 
nicalities of sales promotion, persistency 
building and public relations. Each sub- 
ject was approached objectively and also 
in direct relation to the 1955 objectives 
of the Pacific Mutual Agency Associa- 
tion and its individual members. 

High point of the activities was the 
introduction of a policyowner’s service 
kit, minutely organized and geared to 
maximum development of the present 
policyowner as a thoroughly satisfied 
customer and a prolific source of new 
business. Credit for much of the ini- 
tiation and pre-testing of the kit over a 
period of years went to Arthur C. 
Krauel, Los Angeles, who also was 
named by the association as the member 
doing the best all-around agency build- 
ing job in 1954. 

Social aspects of the meeting cen- 
tered in a banquet, hosted by the com- 
pany and featuring Pacific Mutual Presi- 
dent Asa V. Call as the principal 
speaker. 

Attending from the home office, in 
addition to Mr. Call, were Fred S. Sib- 
ley, agency vice president, Ralph J. 
Walker, Group vice president, and Earl 
R. Smith, supervisor of agency training. 


General Agent for Maine 
Of Mutual Benefit Life 





KENNETH P. LORD, JR. 


Kenneth P. Lord, Jr., CLU, has been 
appointed general agent of the state of 
Maine for Mutual Benefit Life. 

The Maine agency, which is now lo- 
cated in Portland, is being transferred 
to Augusta on March 1. A service office 
will be maintained in Portland. 

Mr. Lord entered the life insurance 
field as an agent in 1938, two years 
later interrupting his career to serve in 
the Army. Upon his return from mili- 
tary service he joined the Travelers’ 
Brooklyn office as supervisor and later 
was promoted to assistant manager of 
the New York office, serving there until 
1950. From 1951 to 1955 he was manager 
of the Cincinnati office of the Travelers. 

In Cincinnati he was president of the 
local CLU Chapter and member of the 
board of governors of the local chapter 
of the National Association of Life Un- 
derwriters. He has served as instructor 
for CLU classes and, the Life Under- 
writers Training Council, and is a mem- 
ber of the General Agents and Mana- 
gers Conference. 

Mutual Benefit Life has been repre- 
sented in Maine since the insurance 
company was founded 110 years ago. 
Today residents of the state own more 
than $12% million of Mutual Benefit 
Life insurance. Over a quarter of a mil- 
lion dollars were paid to Maine policy- 
holders and beneficiaries last year. 





Forrest J. Curry Agency 


Sets Penn Mutual Record 


Penn Mutual Life’s Forrest J. Curry 
Agency, San Francisco, broke company 
records in 1954 with its $36,090,665 of 
new paid life insurance, making it 
leader for the second consecutive year. 

Karl Bach, a member of the Curry 
organization, led the field with $3,218,029 
on 203 lives—a total never equaled in 
the Penn Mutual’s history. This is his 
second consecutive year as winner of the 
honor, and his production in each was 
over three million. 

Three-time permanent winner of Penn 
Mutual’s President’s Award, the Curry 
agency numbers among its associates 
company leader, Karl Bach; three under- 
writers who have qualified for the Penn 
Mutual Million Club—Gordon C. Maxson, 
Arnold L. Panella and T. Robert Nel- 
son; 16 who produced over a half-mil- 
lion; and, in addition to those named, 
22 who have qualified for the Green- 
brier conference by producing $400,000 
or more. 


Grubman, North Advanced in 
Mutual Benefit’s P. R. Dept. 


Two promotions in the public relations 
department of Mutual Benefit Life, 
Newark, N. J., were Edward Grubman, 
formerly editor of the home office news- 


paper, “Mutual Benefit Life,” advanced 
to public relations supervisor, and Wil- 
liam C. North, Jr., formerly associate 
editor, made editor. Donald E. Lynch 
is director of public relations for the 
company. 

Mr. Grubman, who joined the com- 
pany five years ago, is president of the 
Mutual Benefit’s Pelican Club, the all- 
employe organization in the home office. 
He is vice president of the Newark 
Junior Chamber of Commerce and past 
chairman of public relations for the New 
Jersey Junior Chamber of Commerce. 

Active in civic affairs, Mr. Grubman 
served as publicity chairman of the Es- 
sex County (N. J.) Clothing for Korea 
Campaign for two consecutive years, is 
a member of the Civics Club Council of 
Newark, and board member and public 
relations chairman of the Occupational 
Center of Essex County, a group active 
in training cerebral palsied and men- 
tally retarded adults for employment. 
He has also been New Jersey public 
relations officer for the Disabled Ameri- 
can Veterans. 

Mr. Grubman holds a Bachelor of Let- 
ters degree in journalism from Rutgers 
University and a Master of Arts degree 
from the New School for Social Re- 
search. He served in the Army from 
1942 to 1945, seeing action in the Euro- 
pean theatre of operations. 

Mr. North began his public relations 
career as a member of the Public Rela- 
tions Office of the Third Army in Ger- 
many. He served later as managing edi- 
tor of the “Bavarian,” a newspaper for 
military personnel in Germany, and was 
also a member of the Public Relations 
Office of the Office for Military Govern- 
ment in Bavaria. While in Europe he 
covered many international news events, 
including the Malmedy-Dachau war 
crimes trials. 

Mr. North is active in the public rela- 
tions and editing field. He is editor of 
the “Garden State Editor,” the publica- 
tion of the New Jersey Industrial Edi- 
tors Association, and is editor of “Essex 
Heartbeat,” the publication of the Essex 
County Heart Association. He was re- 
cently appointed publication supervisor 
of the Public Relations Division of the 
Essex County Civil Defense and Dis- 
aster Control Organization. He formerly 
served as public relations director for 
the Belleville (N. J.) Committee for 
Young Men in Government. : 

A graduate of Pratt Institute with the 
degree Bachelor of Fine Arts, Mr. 
North’s postgraduate studies have been 
carried on at New Jersey State Teachers 
College and at Albany State Teachers 
College. - 





Hear Paul W. Cook 

Paul W. Cook, CLU, addressed _ the 
joint meeting of the Life Underwriters 
and CLUs at Newark on February 17. 
Mr. Cook is Mutual Benefit Life gen- 
eral agent at Chicago; past president o! 
the Million Dollar Round Table; cur- 
rently president of Mutual Benefit Life's 
National Associates, the company’s top 
group of 25 salesmen, including agents 
and general agents; and trustee of the 
American College of Life Underwriters. 
His subject was “The Sun Always 
Shines on Business Life Insurance.” 

“The best sales talk for a man in debt 
to a bank,” said Mr. Cook, “is to read 
him the note he signed. That will make 
him want life insurance.” He presented 
a series of case histories resulting 1 
life insurance purchases because busi- 
ness men saw how life insurance could 
solve their problems. For instance, Mr. 
Cook commented that salary above $50,- 
000 is worth very little to a business 
man as income. He keeps too small a 
part of his top bracket dollars. A life 
insurance plan for deferred income al- 
ways gets a hearing. 
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New Home Office Building of Manufacturers Life, Toronto 


Manufacturers Life transferred its 
staff of 550 from four downtown build- 
ings in Toronto to its new Bloor St. home 
office last week. Field representatives 
from Canada and_ the United States 
visited the Crown Life building during 
the latter part of last week at which 
time a welcoming address was given by 
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A. F. Williams, vice president and su- 
perintendent of agencies. 

The Crown Life building has not as 
yet been “officially” opened, this event 
being scheduled for a later date as some 
parts of the building have not yet been 
completed. At that time “open house” 
will be ‘held for policyholders, friends 
and the public in general. 





Program Completed for 
N. Y. Sales Congress Mar. 10 


George P. Shoemaker, CLU, general 
agent, Provident Mutual, New York, 
general chairman of the 35th all-day 
sales congress of the Life Underwriters’ 
Association of the City of New York, 
has announced that he has completed 
the program which will be presented on 
March 10, beginning at 10 a.m. in the 
grand ballroom of the Hotel Sheraton 
Astor, 

Mr. Shoemaker has received accept- 
ances from three additional speakers 
making a total of six to be presented 
at the all-day meeting. The speakers 
previously announced included Fred G. 
Kimball, CLU, manager of training, New 
York Life; Thomas T. Martin, agent, 
Mutual Life of New -York, Murfrees- 
boro, Tenn., and Will A. Foster, vice 
president, Borden Cheese Co. 

Opening the afternoon session will be 
Philip H. Oxnam, assistant manager, 
Mutual Life of New York, Schenectady, 
N. Y., whose subject will be “I Believe.” 

Following Mr. Oxnam will be C. S. 
“Red” Ohsner, a life insurance broker 
of Columbus, ‘Ohio, whose address will 
be entitled “Guaranteeing Control and 
Value in Today’s Business.” 

Closing the meeting will be Kenneth 
L. Anderson, staff editor of the Insur- 
ance Research and Review Service, Inc., 
of Indianapolis, Ind. He will speak on 
“Targets of Opportunity.” 

Admission will be $1 and the presen- 
tation of each member’s 1955 member- 
ship card. Admission for non-members 
will be $5, $3 of which may be applied 
toward membership if an application is 
submitted within ten days after the 
sales congress. 





Crown Has New Life Plans 


_._ The introduction of two new plans 
of insurance has been announced by the 
Crown Life of Toronto. The first is 
described as Crown Select Ordinary life 
with minimum issue of $10,000, par and 
non-par, featuring low net premiums. 
The second plan now being introduced 
is Crown Leader Ordinary life (naid up 
at age 90), par and non-par, minimum 
issue $5,000. This plan replaces the for- 
mer Crown Leader whole life plan 
which has been a Crown Life featured 
policy for many years. The new plan 
has somewhat higher cash values and 
a paid-up at age 90 feature. 





Goldstein Insurance Agency 
Sets Preduction Record 


The Goldstein Insurance Agency, with 
central offices in Hartford, enjoyed a 
record-breaking production month in 
January with life insurance production 
reaching $1,600,000, it was announced by 
William J. Sieger, vice president and su- 
perintendent of agencies for Bankers 
National Life, Montclair, N. J. 

This is the first time in the history 
of the company that life insurance vol- 
ume of this size was ever received from 
an agency office and it is also a record 
for the Connecticut agency itself. The 
agency is headed by Ellie M. Goldstein 
and Bernard Kaplan. 

The Goldstein agency is entering its 
25th year of association with Bankers 
National Life. A celebration is planned 


for May and will be held at the new 
Statler Hotel in Hartford. 








A wide-awake broker named Lee 

Once said “I prefer C.A.C.* 
Because their convention, 
Group life and a pension 

Are all freely offered to me.” 


*Continental Assurance Company 
believes independent brokers are im- 
portant producers of life insurance; 
offers them sales conventions, group 
life, hospital, surgical, and pensions 
on an_ easily-understood, non-dis- 
criminatory, no-forfeiture basis. Ask 
us for details. 


Samuel D. Agency, Inc. 
. Continental Assurance Co. 
RO SA N Chicago, Ill. 
76 William Street, New York 5, N. Y. 
WH 3-7680 

















Preliminary Plans for 


LAA Eastern Round Table 


Two of the most successful features 
of previous meetings will be consolidated 
in the 1955 Eastern Round Table of the 
Life Advertisers Association. The pro- 
gram for March 17-18 will combine the 
best elements of panel discussions with 
the informal round- table format for a 
new type of “How-to” conference for 
this group. 

Preliminary plans announced by Don- 
ald E. Lynch, chairman of the Round 
Table and director of public relations of 
Mutual Benefit, place emphasis on spe- 
cific current problems of interest to 
LAA members and their companies. 

The two-day meeting at the St. Moritz 
Hotel, New York, will include panels on 
how to merchandise a policy, how to 
reach a specific market, how to induce 
more agents to use direct mail, and how 
to develop news about a company. Each 
panel will be followed by a session of 
open discussion from the floor. 


Mr. Lynch’s committee, now complet- 
ing arrangements for the Round Table, 
is made up of Royden C. Berger, Con- 
necticut Mutual, treasurer; Paul Duling, 
Postal Life, hotel arrangements; Wil- 
liam K. Paynter, Connecticut General, 
printed program; Goldie Dietel, Equi- 
table Society, publicity; Joseph M. Mc- 
Carthy, Union Labor Life, registration ; 
John H. Warner, Aetna Life, promotion. 

The program coordination subcommit- 
tee includes, in addition to Mr. Lynch 
and Mr. Berger, C. Russell Noyes, Phoe- 
nix Mutual; Harry Barsantee, Travel- 
ers; J, P. Ferguson, London Life. 








LIFE 
¢ Preferred Whole Life 
e Family Income to $50 a mo. 
e Juvenile—5 for 1 at 21 
¢ Disability Income 
¢ Group 


84 William St., New York 38 





OUTSTANDING 


Service for Agents and Brokers 


In addition we have a complete line of Term Plans and Riders— 


Mortgage Protection—Retirement Income. All designed to help make sales. 


JAMES F. MacGRATH, 


General Agent 
Agency Supervisors: Tom Deane — Al Friedrich 


THE UNITED STATES LIFE INSURANCE COMPANY 


A. & H. 
e New Acc. & Sickness Plans 
¢ Hospital Expense 
'e Group 
e "Baby" Group 
e Catastrophe Hospital Expense 


Jr. 


HAnover 2-7865 











EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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PERMANENT LIFE INSURANCE AS 
BASE FOR SAVINGS 


In these times of quick speculative 
profits and highly prosperous operations 
in most business lines, there has been 
an increasing preference for protection 
savings in life insurance 
purchases. Also, many life 
buyers have made heavy long term com- 


rather than 


insurance 


mitments to save through pension funds, 
purchase of homes, mutual fund shares 
and expansion of their own businesses. 
Some pertinent observations on_ the 
advantages of permanent life insurance 
in any savings program were made re- 
cently by W. M. Anderson, who has just 


been elected president of the North 
American Life Assurance Co. of Tor- 
onto. Commenting on current trends 


in life insurance purchases in reviewing 
his company’s operations for last year, 
Mr. Anderson said: 

“Permanent insurance, combining de- 
creasing protection and increasing sav- 
ings in suitable proportions, forms the 
best type of program for those persons 
who are free to choose the manner in 
which they undertake long term savings. 
The for this view is that there 
are inherent economies in combining 
protection and savings in one contract 
difficult to achieve under 
Indeed, from vari- 


reason 


which are 
separate programs. 
ous studies which have been made on 
this subject it may be stated that to 
obfain as satisfactory results from long 
term independent savings supplemented 
by decreasing Term insurance, as com- 
pared with the same outlay for perma- 
nent insurance, it would be necessary 
to obtain a compound interest return of 
at least 4% per annum net of taxes 
without risk of loss. 

“It may also be noted that apart from 
risks of loss in the case of certain sav- 
ings channels, this comparison ignores 
the lower probability of independent 
savings programs being carried through 
over long periods. To those who are in- 
clined to speculate with some of their 
savings we suggest a sound backlog of 
permanent insurance with a substantial 


savings element as an_ essential pre- 
requisite before speculation is under- 
taken. Even those who question the 


future stability of the dollar, and there- 
fore the desirability of dollar savings, 
are well advised to consider the possi- 
bilities of adverse certain 
other savings channels and the strong 
will power necessary to carry out sav- 


results in 


ings programs under all economic con- 
ditions. Long term studies indicate that 
the typical individual, who saves over 
his working years to provide for the 
retirement of himself and his wife, runs 
risks which the prudent man would ab- 
jure unless at least half of his savings 
are placed in secure dollar forms such 
as those provided by life insurance and 
annuity contracts.” 





od 


A FORWARD LOOKING STEP 
The action taken on February 16 by 
both the National Bureau of Casualty 
Underwriters and the Mutual Insurance 
Rating Bureau in giving rate recogni- 
tion to young women drivers (under 25) 
and to young graduates of driver train- 
ing courses in recognized secondary 
universities cannot 
fail to have a salutory effect on the 


schools, colleges or 


private passenger car insurance picture. 
At the same time it should serve as a 
stimulant to agents and brokers doing 
business with agency stock and mutual 
companies to step up their production 
of profitable automobile liability busi- 
ness in these categories. 

In his first public announcement since 
taking office Superintendent of Insur- 
ance Leffert Holz of New York hailed 
the joint action of the rating bureaus. 
He explained that reduced rates for 
young women drivers had been put into 
effect “so as to give recognition to the 
fact that they are better risks from an 
underwriting standpoint than young male 
operators. Insurers look upon young 
women as less hazardous risks because 
they use the car less frequently during 
the late evening hours than do young 
men and they are more frequently ac- 





DAVID S. McFALLS 


David S. McFalls, president of R. B. 
McFalls & Son, Inc., New York City, 
has been elected assistant treasurer of 
the New York Board of Fire Underwrit- 
ers to succeed Edgar V. Treacy, who 
died recently. Mr. McFalls, one of the 
most prominent of New York agency 
leaders, is a past president of the New 
York City Association of Insurance 
Agents and is now in his second term 
as vice chairman, executive committee, 
Insurance Federation of New York, Inc. 

* ok ok 


Ralph Griggs, Metropolitan Life, In- 
dianapolis, vice president of the Indiana 
State Association of Life Underwriters, 
was featured speaker at the Tri-County 
Life Underwriters Association meeting 
at Columbus, Ind., last week. 

* * * 


Edward D. Carlough, Albany, N. Y., 
insurance man, has been treasurer and 
assistant secretary of the Fort William 
Henry Corp. which is restoring Fort 
William Henry at Lake George. 

* * * 


Edgar M. Wachtel, Louisville, mana- 
ger for The Prudential, Charokee Park 
or Eastern Highlands district of Louis- 
ville, Ky., has been named associate di- 
rector of agencies, with headquarters in 
Philadelphia. 





companied by older persons when- they 
are driving a car.” 

The Superintendent expressed the 
hope that the loss experience of “under 
25” male operators will improve sufh- 
ciently through more careful driving and 
fewer accidents to enable the companies 
to reduce their rates. 

As to the decision of the companies 
to grant rate credits to graduates of 
approved driver training courses, Mr. 
Holz pointed to its two-fold purpose: 
(1) to encourage a larger number of 
schools to put such courses into effect 
and (2) to improve teaching standards. 
On the same point William Leslie, gen- 
eral manager of the National Bureau, 
said the goal is to further this educa- 
tional effort “in the hope that it will 
improve the driving record of operators 
under 25 years of age as a group.” He 
called attention to-the “notable psycho- 
logical effect” which will result from 
this change in private passenger car 
rating. 

Youthful car drivers in 39 states and 
the District of Columbia will benefit 
by these rate changes with reductions 
ranging from 9% to 32%. No rate in- 
creases will result nor will the revision 
affect automobile physical damage insur- 
ance rates. 








Dr. Leo J. Aldestin discussed the 
topic of “The Importance of Neurologj- 
cal Examination in Head Injuries” e- 
fore a recent meeting of the Casualty 
Insurance Adjusters Association of 
Southern California. He declared that 
in symptoms of head injuries it is most 
important that the facts of the case be 
ascertained; that it is hard to compute 
the bona fide declarations regarding the 
injury; that the plaintiff’s counsel wants 
to establish his version as to the cause 
of the trouble; that the defense ex- 
amination should leave its mark in the 
matter and stand up as to the causes, 

x oo Ox 


George Wallace, manager of the casu- 
alty department of the Louisville office 
of Aetna Fire Insurance Co., has been 
transferred to Des Moines, Iowa, as spe- 
cial agent in the casualty department 
there. His successor at Louisville has not 
been named. Emerson Hill, state agent 
for Kentucky, Louisville, also reported 
that the company’s Kentucky marine 
business, which was previously serviced 
from the Cincinnati office, has been 
transferred and will not be handled from 
the Louisville office. 

x * x 


William E. Lebby, California state 
manager of the Massachusetts Indem 
nity Insurance Co., ranked No. 1 in to- 
tal business written in 1954 by all agen- 
cies of the company. He has led all 
agencies of the company in 17 years of 
the 20 years the agency has been in op- 
eration. For 1954 he also has the dis- 
tinction that his agency broke all yearly 
records of annual agency production in 
the history of the company. 

* Ok 


JAMES S. KEMPER 


James S. Kemper, chairman of the 
companies in the Kemper Insurance 
Group, recently marked his 50th ann 
versary in the insurance business. An 
international figure, he recently resigned 
as United States Ambassador to Brazil 
to return to his insurance enterprises 
in Chicago. Their 1954 premiums aggre 
gated over $160 million. This is in dis- 
tinct contrast to the modest income 0! 
the Lumbermens in 1912. That year Mr. 
Kemper was chosen by a group of Chi- 
cago lumbermen to manage the then 
newly organized company. It was also 
the year that the workmen’s compensa 
tion act went into effect in  [Ilinots. 
Prior to that time Mr. Kemper had 
worked six years for the Central Mutual 
of Van Wert and had then opened at 
agency in Chicago, still in operation, t0 
represent the Central and others of the 
Lumber Fire Mutuals. His career has 
been marked by dynamic leadership. 
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Cover on Aetna Insurance Group 
Annual Report 


The accompanying design on the cover 
of the annual report of Clinton L. Allen, 
president of Aetna Life, was made from 
the engraving which served as a heading 
for the first Aetna policy, issued August 
17, 1819. The policy insured the coffee 
house in Hartford of Joseph Morgan, 
the founder of the family of great inter- 
national bankers and art collectors, one 
member of which was J. Pierpont Mor- 
gan of New York who was the outstand- 
ing banker of his time. 

The pastoral scene portrays an every 
day agent holding an insurance contract 
in one hand and in the other a bag ot 
money which he is handing to a mother 
and her four children. It was the first 
art drawing of an agent that was ever 
made and published. Behind the mother 
and children can be seen the smolder- 
ing ruin of their home, and in the dis- 
tant background Mount Aetna, the 
Sicily voleano which has given its name 
to a number of insurance companies 
over the years. The report is the 136th 
annual of the company. 

The format, typography, art and color 
work and illustrations of this annual re- 
port combine in making the document 
one of the most attractive yet published 
in the insurance field. 


* * * 


Aetna Group’s Ads 


In addition to the figures in the report 
of Aetna Insurance Group giving its 
financial picture at the end of 1954 
there is considerable editorial material. 
Two of the pages are devoted to recog- 
nition which has been given of the 
group’s advertising with comments also 
on Abner Dean, whose cartoons are 
used in the ads. Some comments made 
in the annual report on this subject 
follow: 

“The Saturday Review of Literature, 
well known literary periodical, presented 
to the Aetna in 1954 a certificate for 
‘distinguished advertising in the public 
interest.” The Aetna campaign stresses 
the importance of preventing fires, acci- 
dents, burglaries and other hazards, but 
the advertisements never preach di- 
rectly. Instead, they employ the humor- 
ous device of having an animal or bird 
(lo the admonishing. Out of 275 entrants 
in The Saturday Review’s competition 
the Aetna was one of 26 major corpora- 
tions and industry associations cited for 
public interest advertising and was the 
only firm in Connecticut so rewarded. 
Abner Dean, nationally known car- 
toonist, is the creator of the popular 
Series which appears in Time, News- 
week, Nation’s Business and Town 
Journal. In addition, many hundreds of 
thousands of reprints have been dis- 
tributed by various organizations and 
individuals and by departments of the 

»S. Government, so that the greater 














part of the American public sees these 


important safety messages at one time 
or another.” 

On this page is a reproduction of one 
of Abner Dean’s cartoons, this one ap- 
pearing in an advertisement in Time 


magazine in May, 1953. In commenting 


on this ad Aetna Insurance Group says 
in the annual report: 

“Who can blame the harassed dog for 
engaging in a little back-seat driving in 
the Abner Dean cartoon? After all, the 
driver is endangering his life and others 
by ‘trying to hold up the roof.’ He could 


years of the Aetna’s existence no losses 

were paid,” President Allen says in the 

report. “Secretary Perkins was able to 
report that ‘no loss of any kind except 

a $2 counterfeit bill has occurred.’ 

“But, in May, 1821, the company had 
its first loss, $4,000 on a store. That was 
the greatest loss until 1824 when $10,000 
was paid on a sawmill at Darien, Ga. 

The growth of industrial America cre- 

ated new hazards and losses mounted. 

The Chicago Fire of 1871 and the con- 

flagration that followed the San Fran- 
e cisco earthquake were financial blows 

that felled many weaker companies, but 
the Aetna promptly met its obligations 
@ to its policyholders and remained strong. 

“At Chicago, General Agent Bassett 
used a barrel board as a desk to pay 
claims. Mounting the barrel, he told 
a tense audience, ‘The Aetna will pay 
every dollar of loss and I will now pay 
in full the first claim to be presented.’ 
Altogether, claim payments of $3,750,000 
were made.” 

In discussing the hurricanes of 1954, 
Carol, Edna and Hazel, which disaster 
resulted in property insurance companies 
having filed with them more than a 
million claims, the Aetna’s annual report 
Says: 

“A year of planning and preparation 
paid off when a special catastrophe unit 
of the Aetna Insurance Group claim 
department swung into action on the 
day after hurricane Carol, The unit, 
which operated completely separate from 
the regular home office claim depart- 
ment, expedited claims service to as- 
sureds in all three of the 1954 hurricanes. 

“It was a year ago that claim depart- 
ment officials, realizing the need for a 





One cf Abner Dean’s Cartoons for Aetna Ads 


relieve the canine’s jitters by putting both 
hands on the wheel and concentrating 
on the road. Taxicab Industry, a trade 
magazine which goes to 300,000 cab 
drivers, obtained permission to reprint 
this Aetna message in its advertising 
columns for which no charge was made.” 


* * * 


More Than $1 Billion Losses 
Paid in All 


Since Aetna (Fire) was formed the 
organization has made loss payments in 
excess of a billion dollars. That figure 
was passed in 1954. 

“This figure would truly have 
tounded the men who founded the com- 
pany in 1819, for during the first two 


as~- 





separate unit to handle disaster claims 
so that the regular work of the depart- 
ment could continue normally, asked if 
such a unit could be established. Every 
department in the company cooperated 
so generously that two-hour training 
periods were held once a week for sev- 
eral months to familiarize the widely- 
drawn personnel with loss procedure. 


“On the day of the hurricane Carol, 
officials of Aetna’s claim and adminis- 
tration departments got together to put 
the special unit into operation. That 
evening all necessary equipment—desks, 
files, phones—were in place in space 
made available near the Aetna’s record- 
ing division. And the next morning a 
skeleton crew was ready to process 
claims.” 
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International Insurance Banker 

Tsuyee Pei, chairman of the invest- 
ment committee of C. V. Starr & Co.,, 
Inc., parent corporation of a large num- 
ber of insurarice companies and _ insur- 
ance agencies, has long been a world 
authority on finance, currency and ex- 
change. He is a former governor of the 
Central Bank of China which is_ the 
government bank there. 

Mr. Pei made his first appearance on 
the international scene in 1931 as dele- 
gate to the International Conference of 
the Chamber of Commerce. In 1933 he 
was a member of the Chinese delegation 
at the World Economic Conference in 
London. 

In 1944 he attended the International 
Monetary and Financial Conference at 
Bretton Woods. He was advisor to the 
Chinese delegation to the United Na- 
tions Conference on International Or- 
ganization in San Francisco in 1945, and 
from December, 1947, until 1950 he was 
chairman of the Chinese Technical Mis- 
sion in Washington, D. C. He joined 
C. V. Starr & Co. in 1951. 

* * * 


Growth of Mutual Fund Purchase 
Plans 
National Association of Investment 
Companies says that 8,618 new accounts 
for regular purchase of mutual fund 
shares were started in January, 1955. 
The association estimates that there are 
now 216,000 such accumulation plans in 
effect. 
It is the growing popularity of these 
fund plans which is partially responsible 
for the rise in valuations of insurance 
stocks. ; 
Says the National Association of IC: 
“More investors are using mutual fund 
plans to acquire equity investments on 
a monthly or quarterly basis than any 
other formal plan for systematic stock 
purchases.” Assets of the 117 mutual 
fund members of the National Associa- 
tion of Investment Companies reached 
$6.24 billion on January 31, 1955. 
ae 


Posed for Original “Alice in 
Wonderland” 

Ralph Bickersteth, director of A. W. 
Bain & Son, Ltd. London insurance 
brokers, disclosed this month that his 
mother, Mrs, Ella Bickersteth, who re- 
cently died at age 95, was the original 
Alice of Tenniel’s famous drawings for 
“Alice in Wonderland.” When she was 
nine, said Mr. Bickersteth, his mother 
was one of the small girls who gathered 
around Lewis Carroll and listened to his 
fascinating stories from which was de- 
veloped “Alice in Wonderland.” First 
editions of Lewis Carroll’s books in pos- 
session of the family are inscribed: 
“To dear Ella, from the author.” Mr. 
Carroll was a clergymar. 
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Hart New President 
Of Boston Companies 


IS SUCCESSOR TO BOWERSOCK 





Hart, Closely Associated With Former 
President, Has Been 20 Years in 
Insurance; 1954 Figures Given 





Directors of the Boston Insurance Co. 
have elected Cyril S. Hart as president 
of the company to succeed the late 
Donald C. Bowersock who died unex- 
pectedly a few weeks ago. Mr. Hart also 
has become president of the Old Colony 
and Boston Indemnity, affiliated com- 
panies. Harold I. Bartlett and Ernest L. 
Woodside, vice presidents of the com- 
panies, have been elected directors. | 

Mr. Hart brings to his new position 
a background of 20 years’ multiple line 
experience in home office, field and ex- 
ecutive capacities. After receiving his 
education at Monmouth Junior College 
and Boston University, he began his 
insurance career in 1935 with the Em- 
ployers’ Liability as a home office auto- 
mobile underwriter in Boston. 

After attending one of the first train- 
ing courses conducted by the company, 
he served as branch office underwriter 
and as a special agent. In 1941 he joined 
the General Accident as casualty special 
agent in New England and, after return- 
ing from military service, also became 
fire special agent for the Potomac In- 
surance Co. in the same territory. 


Joined the Group in 1950 


In 1950 Mr. Hart became associated 
with the Boston-Old Colony Companies 
as production manager in the newly- 
formed casualty department. In 1953 he 
was advanced to executive assistant to 
the president, representing the late Mr. 
Bowersock in various capacities, and was 
elected an assistant secretary of the 
companies in February, 1954. 

The consolidated report of the Boston- 
Old Colony Insurance Companies showed 
assets of $100,023,908 as of December 31, 
1954, and a policyholders’ surplus of 
$42,268,022, the highest in the companies’ 
history. The net premiums written of 
$44,124,218 increased 1.7% over 1953 and 
represented the companies’ largest vol- 
ume of business ever written. The gross 
investment income increased from $2,- 
489,352 in 1953 to $2,685,236 in 1954. 


Harry Tillinghast Retires; 
Fire Rating Organ. Changes 


The New York Fire Insurance Rating 
Organization has announced the retire- 
ment February 21, of Harry H. Tilling- 
hast, district secretary in charge of the 
Buffalo District of the Organization. 
This date was the 35th anniversary of Mr. 
Tillinghast’s employment by the Organi- 
zation and his entire insurance career 
has seen spent in the Buffalo district. 
He is to be succeeded by Paul B. Guen- 
ther who is at present district secretary 
in charge of the Albany District of the 
Organization. 

Mr. Guenther has worked for the Or- 
ganization since 1939 in its Syracuse, 
New York City and Albany offices. 
Richard M. Kennedy has been appointed 
acting district secretary in charge of the 
Albany district office. Mr. Kennedy 
came to the Rating Organization after 
service with the United States Air Force 
in World War II and has been chief in- 
spector of the General Rating Depart- 
ment in the Albany district office since 
March 1950. F. Ray Powers has been 
appointed chief inspector in Albany. He 
was formerly employed in the Albany 
office but has recently been working on 
special assignments for the central office 
of the Organization. 


NAIA FILES TAX BRIEF 





Says Proposed Federal’ Regulations 
Should Permit Agents to Treat Com- 
missions as Prepaid Income 
The National Association of Insurance 
Agents has presented arguments to the 
Commissioner of Internal Revenue pro- 
testing the ambiguous interpretation of 
the proposed regulations under Section 
452 of the new Tax Code. In a brief 
prepared by Special Tax Counsel Charles 
W. Tye, NAIA Executive Secretary- 
General Counsel John F. Neville and 
Associate Counsel George S. Hanson, 
the NAIA states that the regulations 
should permit insurance agencies to 
treat commission income as “prepaid 
income” under Section 452 since there 
was clearly a “liability to render serv- 
ices” beyond the year of receipt of the 
prepaid income as contemplated by the 
Congress in the enactment of this sec- 

tion. 

‘the NAIA brief reviewed the history 
of the revenue laws and decisions prior 
to the revision last year, with special 
reference to inequities existing under 
prior law relating to taxation ot insur- 
ance agency commissions. It was em- 
phasized that the intent of Congress in 
enacting the 1994 Code was to correct 
these prior inequities. _ 

Numerous court decisions were cited 
by the NAIA in support of its position 
that the insurance agency has a “liabil- 
ity to render services” within the mean- 
ing of the statute. Apptication of Sec- 
tion 452, it was pointed out by the 
NAIA, should take into consideration 
not only liabilities which are legally 
obligatory in the sense of contractual 
provisions, but should also include lia- 
bilities which arise by virtue of the 
common law in the day to day opera- 
tions of a taxpayer and should also be 
viewed in the light of accepted custom 
and usage surrounding the particular 
trade or business of the taxpayer where 
implied liabilities exist. 





WILKES-BARRE AGENTS MEET 

A new constitution was outlined to 
members of the Anthracite Fire Under- 
writers Club at a dinner meeting in 
Hotel Sterling, Wilkes-Barre, Pa. The 
constitution will be adopted at the next 
meeting. 


Royal-Liverpool Group Has 1954 
Underwriting Profit of $10,618,183 


Clarke Smith, United States manager 
of the Royal-Liverpool Insurance Group, 
announces that the 1954 operations of 
the companies of the group resulted in 
a statutory underwriting profit, before 
Federal income taxes, of $10,618,183, just 
over 5% of the premiums. This was 
after net provision of over $8 million 
for the three big hurricanes of last year. 
Net investment income, before Federal 
income taxes, was $10,754,166. Incurred 
Federal income taxes on the group’s 
operations were $9,070,287. 

On the annual statement basis of valu- 
ation of securities the consolidated net 





assets of the group increased during the 
year by over $29 million to $460,557,786 
and the policyholders’ surplus increased 
by nearly $27 million to $176,240,345, On 
the basis of actual market values of 
securities the policyholders’ surplus was 
$174,579,863, an increase of over $31 
million. 

For all the companies of the group, 
losses and loss expenses incurred during 
the year were 58.2% of the premiums 
earned. Taxes other than Federal in- 
come tax accounted for 3.0% and gen- 
eral expenses were 34.3% of premiums 
written. Following are summaries of 
results: 


Fire and Marine 


Net Premiums Written................ $ 95,672,678 
Losses, Loss Expenses Incurred........ 54,361,108 54.6% of Premiums Earned 
Taxes (Excluding F.1.T.).............. 2,705,164 2.9% of Premiums Written 
General TKD ENGES © 6.5.6 sob odes as bas 36,139,729 37.8% of Premiums Written 
AAU ING ABN Cocoa nee ee ec kanes 2,400,677 
Decrease in Unearned Reserve........ 3,862,301 
Wnaderwritttig PORT ook. isi ow nee 6,268,978 6.6% of Premiums Written 
Casualty 
Net Prenivtins Written. . 03.66. scot alees $113,203,332 
Losses, Loss Expenses Incurred....... 68,613,397 61.3% of Premiums Earned 
Waxes eK CUGINe Ed). 62). <isaisnieie « 3,550,293 3.1% of Premiums Written 
General PaeNGOS . ancien sh ogee coe se 35,434,937. 31.3% of Premiums Written 
MP SANNAY? OA GASE cic oss: °s ns ho cls s G 6S See oes 5,598,705 
Increase in Unearned Reserve......... 1,249,500 
Underwriting Pront «......0'.0 5.60% s ss 4,349,205 3.8% of Premiums Written 





Texas Raises Minimum 
Capital Requirements 


Austin—Last week the texas Senate 
moved torward rapidly with remedial in- 
surance legislation, passing two munor 
measures and receiving tavorable re- 
ports on hive other bis trom its in- 
surance committee. ‘Lhe louse insur- 
ance committee approved two measures. 

rincipal interest centered in the 
Senate committee’s approval of Senator 
Martin's bill raising capital and surplus 
requirements of fire and casualty com- 
panies to $200,000 tor tire, $30U,Ul0U tor 
casualty and $9VU,0UU tor multiple line 
carriers, with existing small companies 
allowed five years to build up their 
tunds. J. kK. Mansheld, president ot the 
Gult of Dallas, spoke in tavor ot the 
bill, which was opposed by spokesmen 
of some of the smaller companies. 

The Senate committee also approved 
a similar bill by Senator Bracewell rais- 
ing the minimum organization require- 
ments of stock life companies from the 
present $25,000 to $375,000 of capital and 
surplus. 

Other measures approved included one 
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revising the procedure for company ex- 
aminations by the department, with new 
companies undergoing frequent checks, 
and two bills sponsored by the Texas 
Association of Life Underwriters. One 
of these sets up written examination 
tests for agents of ordinary legal re- 
serve companies and the other provides 
for licensing of life insurance counselors. 
The TALU proposals also were ap- 
proved by the House committee. 
Without discussion the Senate passed 
a measure setting up legal procedures by 
which insurance companies can appeal 
actions of the Texas Board of Insurance 
Commissioners to the courts insofar as 
they involve rules, rates and orders. The 
other bill passed was an amendment to 
the workmen’s compensation law relat- 
ing to state,- city and county employes. 





Snyder New President of 
Drug & Chemical Club 


Arthur Snyder, vice president of Al- 
fred M. Best Co., was elected president 
of the Drug & Chemical Club, 85 John 
Street, New Yorg City, at a dinner 
February 17. He succeeds Alexander L. 
Ross, president of the United States 
Fire. Other officers of the club, now 60 
years old, were elected as follows: 

John Teeter, vice president of Charles 
Pfizer & Co., vice president; Robert H. 
Nicholls, secretary, America Fore Group, 
treasurer; Joseph J. Magrath, Chubb 
& Son, secretary. Joseph G. Bill of 
Company Service Corp. and Mr. Ma- 
grath were elected to the board succeed- 
ing Harold L. Wayne of Company Serv- 
ice Corp., and Herbert Bye of M. W. 


Parsons Co. 


Gulf Is Texas’ Largest Co. 


Dallas—Gulf Insurance Co. has_ be- 
come Texas’ largest stock fire and casu- 
alty company, President T. R. Mans- 
field, told stockholders at their annual 
meeting. He said the company, and its 
subsidiary Atlantic Insurance Co., wrote 
more business in 1954 than in any year 
of its history. Consolidated assets are 
$38,227,255 an increase of 31.25% over 
January 1, last year. ll 

Stockholders approved a_ stock divi- 
dend of $250,000 which will raise the 
capital to $2,500,000. One new share will 
be issued for each nine shares now held. 
The current cash dividend basis of $2 
annually will be continued on the new 
stock, Mr. Mansfield said. 
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150 Attend Luncheon 
Of N. Y. Ins. Society 


MARKS IMPORTANT MILESTONES 


New Plaque To Be Given to 88 Organi- 
zation Members; Need for New Bldg. 
Stressed; Kirk of Columbia Speaker 


Insurance Society of New York, Inc., 
commemorated the 54th year of its 
founding and the 25th year of its in- 
corporation at a luncheon February 17 
in Hotel Plaza, New York, with nearly 
150 attending including company execu- 
tives and production leaders from all 
segments of the industry. High-spotting 
the impressive program was a message 
from Everett U. Crosby, retired, on be- 
half of the society’s founders; presenta- 
tion of member’s plaque (88 organization 
members will be the recipients), and an 
address by Dr. Grayson Kirk, president 
of Columbia University. 

Arthur C. Goerlich, executive vice 
president of the society and dean of the 
School of Insurance, started off the pro- 
ceedings by paying tribute to the six 
charter members still living. In at- 
tendance was Mr. Crosby, one of the 
society's founders, who was also a 
founder of Brown, Crosby & Co. and 
of NFPA and Insurance Brokers Asso- 
ciation of New York. Telegrams from 
four other charter members as follows 
were read by Franklin B. Tuttle, secre- 
tary of the society: John W. Nichols, 
retired, Roval-Liverpool Insurance 
Group; Robert P. Barbour, retired, U.S. 
manager, Northern Assurance Co.; John 
E. Peace, retired, who was with Burton 
Brown & Co., Inc., and Wallace Reid, 
retired. founder of Wallace Reid & Co., 
Inc., New York agency. 


King Presents Organization Plaque 


Edward King, president of Hooper- 
Holmes Bureau, Inc., who is the society’s 
president, presided and introduced Mr. 
Crosby and made the presentation of 
the new organization plaque to Joseph A. 
Neumann, president of National Associa- 
tion of Insurance Agents, who is chair- 
man of the society’s membership com- 
mittee. This was a general presentation. 
Mr. King explained, to embrace all of 
the 88 organization members, each of 
whom will receive their plaque in the 
near future. He said that insurance as- 
sociations were not included in the list 
as they fall in a different category. 

Taking stock of the society’s present 
setup, Mr. King said the most pressing 
need is for a building to house its activi- 
ties. “We are not launching a campaign 
for funds at this time but this need is 
brought to your attention for deep and 
sympathetic consideration,” he said. At 
present it is necessary to scatter the 
societv’s lecture classes “around the 
street” in as many as 37 different build- 
ings which are in addition to the sepa- 
rate library facilities at 107 William 
Street. The library contains 70,000 books 
and pamphlets, and Mr. King said that it 
is regarded as the largest general insur- 
ance library in the world, serving entire 
United States and Canada. 

Ninety courses of instruction are now 
being given by the School of Insurance. 
and during the fall semester a total of 
2,236 students were enrolled. Over 9,000 
people used the library’s facilities and 
over 2,000 requests for information were 
made to the librarians. 


Neumann Accepts Plaque 


In a gracious acknowledgment of the 
plaque received from Mr. King, Joseph 
Neumann said that its symbolism is un- 
questioned. “It is for that reason each 
ot us deem it a privilege to be permitted 
to contribute, some of our time, some of 
our financial support, and some of both. 
to the noblest profession of all—that of 
teaching.” Mr. Neumann brought out 
that “much still remains to be accom- 
plished in the realm of education and 
training of the peoples of the world. As 
business men the training is our respon- 
sibility. But all of us will readily con- 
cede that our task of training is made 
materially easier when it is based upon 
« loundation of education. Thus do we 


profit when such facilities are available 
through the School of Insurance of the 
Insurance Society of New York.’ 


Kirk Stresses Higher Education 


Dr. Grayson Kirk in his scholarly ad- 
dress expressed Columbia University’s 
recognition of the worth of the society’s 
School of Insurance when he said: “We 
have been gratified to have the oppor- 
tunity to work out the arrangement 





who strive for top management jobs to- 
day will reach their objectives much 
quicker if they have the proper educa- 
tional background.” 

At the same time Dr. Kirk pointed to 
ever increasing need to complement 
specialization in college with a study of 
the liberal arts. As he put it, “our prob- 
lem today in education is to civilize the 
specialist.” His closing point was: 

“As we look ahead we see broader 





Three leading figures at the Insurance Society luncheon were, left to right, Edward 

King, president of the Insurance Society of New York and president of the Hooper 

Holmes Bureau, Inc.; President Grayson Kirk of Columbia University, who deliv- 

ered the principal address, and Arthur T. Goerlich, Dean of the School of Insurance 
of the Society. 


whereby it is possible to give the maxi- 
mum of 30 points to your students who, 
having passed the society’s full course of 
instruction, desire to work toward a de- 
gree at Columbia on a transfer basis. 
The high quality of your work justifies 
this recognition.” 

The speaker then spoke about the 
changes which are taking place in the 
pattern of American attitudes toward 
education. “We are becoming increasing- 
ly conscious that great ‘heights of per- 
sonal success cannot be achieved without 


need for educated citizenry which our 
children must have in order to survive. 
We must provide these higher educa- 
tional facilities so that we can prove to 
the world that our experiment in ad- 
vanced education will inspire others to 
follow in our path.” 
Tribute Paid to Society’s Membership 
In the program booklet at the lunch- 
eon justified tribute was paid to the 
“aggressive, forward-looking membership 
of the society which was unselfishly 
given its time and energy to the ad- 





formalized education,” he said. “Those vancement of the organization’s pur- 
o e ol 
Junior Group Making Firemarks 
A new company has been organized could be used as a paperweight. 
The firemark of the old Firemen’s 


in Chicago to manufacture and to sell 
insurance company firemarks. The com- 
pany was formed last September, sold 


stock in Otcober, began production in 
November and started sales in Decem- 
ber and has shown a profit in January. 
It’s Jameco Products, Inc., of Chicago, 
a Junior Achievement company com- 
posed of 20 high school students, and it 
is being sponsored by Lumbermens Mu- 
tual Casualty and affiliated companies 
in the Kemper insurance group. 

The purpose of the Junior Achieve- 
ment movement is to give young people 
business training on their own while 
they are still attending high school. The 
story of Jameco and its activities is an 
example of what segments of the insur- 
ance industry can do in the way of civic 
service while promoting insurance at the 
same time. Groundwork for the com- 
pany was laid last September when Ben 
Jones, Dick Franks and Tom Patton of 
the Kemper organization met with the 
group of teenagers to decide on a name 
and on a product. 

The name, Jameco, comes from Junior 
Achievement Metal Co., and the product 
the group decided to manufacture was 
an insurance company firemark which 


Insurance Co. of Baltimore was selected, 
and the Busy Bee Foundry, a Junior 
Achievement company sponsored by the 
Crane Co., was given a contract to make 
1,200 cast iron 3% inch disks bearing 
the Firemen’s mark, After Jameco per- 
sonnel glued on green felt bases, the 
sales effort began. Price of plain fire- 
marks was set at $1.25, and painted ones 
at $1.40. 

Like all other Junior Achievement 
companies, members of Jameco_ sold 
stock, elected their own board of di- 
rectors and officers, and appointed their 
own production and sales managers. 
Each member must own stock in his 
own company and they serve simultane- 
ously as board members, workers, stock- 
holders and managers, learning the rela- 
tionship of each job and business func- 
tion. They pay themselves wages from 
the proceeds of their sales. 

Elinor McGowan, teenaged sales man- 
ager of Jameco, says the company now 
is ready to accept mail orders from 
members of the insurance industry out- 
side Chicago. Orders’ reaching her 
through Lumbermens Mutual at 4750 
Sheridan Road, Chicago 40, will be 
filled immediately, she promises. 
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poses.” They follow: 

“1. To provide and maintain an or- 
ganization for educational purposes pri- 
marily in connection with or relating to 
insurance; 

“2. To establish, operate and maintain 
a suitable place for a reading room, li- 
brary, and for any and all purposes in- 
cidental to or in aid of the main objects 
of the society; 

“3. To promote a high standard of 
ethics among those engaged in the busi- 
ness of insurance.” 

The program also pointed out: “It has 
been said that over the years most insur- 
ance men of importance and standing in 
the metropolitan area have been con- 
nected in some way with the society, 
either as members, committee men, 
speakers, teachers or students. Many of 
these individuals are now scattered 
throughout the United States and for- 
eign countries. A world map on display 
in our library shows that except for 
Central Africa and Soviet Russia there is 
practically no spot on the globe where 
we do not ‘have former students or non- 
resident members. 

“Our little group of 83 charter mem- 
bers, and the many thousands who have 
followed them in the succeeding half cen 
tury, have, like the shot fired at Con- 
cord, been heard ’round the world.” 

Speaking of the School of Insurance 
the following recognition was given to 
those who have contributed of their time 
and energy to make it a success: “We 
are grateful for the willing assistance 
which practicing insurance men_ have 
supplied. Their intimate knowledge of 
the functions, problems, and develop- 
ments within the business have been 
priceless assets. The directors, course 
committees, and faculty are in great 
measure responsible for the educational 
recognition which we have received. Our 
value to the insurance business will con- 
tinue to be dependent on their wise 
advice and counsel.” 


EXCELSIOR TO BOOST CAPITAL 


To Issue 25,000 New Shares Which Will 
Also Add $100,000 to Surplus; Com- 
pany Entering More States 

Stockholders and directors of the Ex- 
celsior Insurance Co. of Syracuse, N. Y., 
at their annual meeting in Syracuse 
voted to issue 25,000 new shares of capi- 
tal stock at a price of $10 a share, The 
offering will be made to stockholders of 
record April 20 with the subscription 
period ending May 16. This will permit 
present stockholders to purchase one 
new share of stock for each six shares 
held, and will increase the total out- 
standing shares from 150,000 to 175,000 
shares. 

The Excelsior has some 1,800 stock- 
holders consisting mainly of its agents 
and their associates in the 12 states in 
which the company does business. The 
directors also declared two quarterly 
dividends of 10 cents a share, payable 
March 28 to stockholders of record 
March 10, and also payable June 28 to 
stockholders of record June 10. This will 
maintain an unbroken dividend record 
date to 1936. 

Action was also taken to license the 
I:xcelsior in Virginia, District of Colum- 
bia and Kentucky, where it is planned 
to develop an agency plant in the near 
future. 

Newly elected to the Excelsior board 
was Frank H. Hawk, agent of Peoria, 
Ill., and reelected were Clarence H. An- 
derson, Manchester, Conn.; Russell A. 
Bradley, Ann Arbor, Mich.; Carl McM. 
Crawford, Chester, Pa.; Robert C. Hos 
mer, Syracuse; Alfred C. Sinn, Clifton, 
N. J.; Edgar J. Wells, Groton, Mass., 
and Forrest H. Witmeyer of Syracuse. 

In announcing the new stock issue, 
3oard Chairman Harry L. Godshall of 
Atlantic City points out that the in- 
crease will give the Excelsior $1,050,000 
capital and will contribute $100,000 to 
surplus. “This step is being taken,” ac- 
cording to Mr. Godshall, “to enable the 
company to continue its expansion pro- 
gram and to permit it to write an in- 
creasing volume of premiums in the 
package dwelling, casualty and other 
fields. It is another step in a program 
that has been under way for some time.’ 
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Wide Use of Continuous Policies 
May Greatly Damage Agency System 


oe il ee, —_—,” ay a = 2 P —- = ee gil a i oe 
Further arguments against use of continuous policies were presented by John F 





Neville, executive secretary-general counsel, National Association of Insurance Agents, 
when speaking yesterday before the Michigan Association at Detroit. Mr. Neville holds 
that while introduction of direct billing or extension of use of continuous policies may 
appear to qualify as simplified procedures, in reality they are “pernicidus and lethal in 
their ultimate effect upon the American Agency System.” Mr. Neville states that the 
American Agency System will “suffer irreparable damage if either of those concepts 
is accepted generally within the property and casualty insurance industry by those com- 


panies which support the system.” 


Mr. Neville’s views on this important subject, which has many advocates and op- 
ponents in the insurance industry, are presented in two farts, with Part I following 


herewith: 


PART I 

This subject comes into glittering focus 
at this time in the somewhat panic-like 
rush which has developed to reduce ex- 
penses in the distribution of those lines 
of insurance which are sustaining the 
brunt of the competition from the direct 
writer. The something 
like this: 

In the automobile and dwelling house 
field it is necessary to streamline mer- 
chandising methods so that the mass 
market may be serviced at a minimum 
cost. The use of those wonderful new 
electronic machines plays a large part 
in this type of thinking, parts of which 
are entirely right and proper, but inter- 
woven in the usual plan are generally 
three things—(1) an income reduction to 
the agent; (2) the extension of the use 
direct 


argument runs 


of continuous policies; and (3) 
billing. 
No Comment on Commissions 


I have no comment to make on the 
subject of commissions, feeling that (and 
of course this is traditional in the Na- 
tional Association of Insurance Agents) 
each individual agent is able to take care 
of himself in that regard, because he is 
free to contract with his company on a 
give-and-take However, on the 
last two, a good deal may be said and 
there is an area of danger for the agent 
which is not as fully realized as it should 
be. 

I believe a few of the comments re- 
ceived by me from time, or 
which have been published concerning 
my last talk on continuous policies, will 
give you a feeling of the controversial 
nature of this subject and how honest 
men can reach diametrically opposed con- 


basis. 


time to 


clusions, given the same state of facts. 


For instance, an “admirer” writes “TI 
would like to comment on the large num- 
ber of strawmen you have put in your 
article in order to allow something to be 
knocked down.” Obviously I did not con- 
cince him that continuous policies were 
bad. 

One of the trade journals carried a 
very careful analysis of the subject, the 
tenor of which is epitomized in the fol- 
lowing words: “Agency leaders throw 
up a smoke screen” and “all center 
around a selfish interest.” 

Parenthetically, isn’t it gratifying to 
know that the public and the interest of 
the public are as well served in the insur- 
ance business? Nearly every comment 
I have received which is in favor of 
continuous policies (and against my posi- 
tion) claims to have the added virtue of 
being in the public interest. 

One of the companies advocating the 
plan of commission reduction, continuous 
policies and direct billing, saw fit to go 
to the trouble and expense of issuing a 
22-page booklet, the purpose of which 
was to damn my efforts with faint praise 
in some respects, and just to damn them 
in others. 


Southern Commissioner’s Views 


Now all this is by no means one-sided. 
I have given you a few of the opposition 
comments. I assure you there are some 
which support my position against con- 
tinuous policies, such as the ruling of a 
Commissioner in one of the Southern 
states, which holds that a continuous 
policy is dangerous to the public and 
accordingly ruled out its use in that 
jurisdiction; also the comment of a well 
known lawyer who wrote: 

“Of equal importance to the question 
of ownership of expirations and renewals 
is the situation which would result if so- 
called ‘continuous policies’ were to be- 
come prevalent in the industry. There 
has been considerable talk in the past 
few years of the advantages of issuing 
continuous policies, the theory being that 
no useful purpose is served in issuing 
new policies whenever insurance expires. 

“In my view, issuance of continuous 
policies would tend to perpetuate un- 








EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 


23 Park Row between Ann and Beekman Sts. (look for Blue Canopy). 
Talk business—enjoy meals in reasonable privacy. 
priced. Lobster Dinner—$2.75 all day. Table d'hote from $1.60. Kitchen 
open to 9 P.M. Bar till midnight—Mon. thru Fri. 

For special parties—Phone WOrth 2-2514. 

213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 

Both Members of Gourmet's Guest Club and Trip Charge Systems. 


Luncheons moderately 





JOHN F. NEVILLE 


derinsurance and would just about do 
away with timely changes in coverages 
as they are needed. However, apart from 
the advantages and disadvantages of such 
a policy, this approach strikes at the 
very heart of the American Agency 
System in that ownership of expirations, 
perhaps the most valuable asset of an 
agency, would become only a figure of 
speech.” 

In fairness to all concerned there is 
much to be said on either side. Inas- 
much as my talk given in November, 
1953, seemed to be a platform from 
which so much of this comment sprang, 
a short synopsis of my remarks will 
doubtless be helpful. 


Digest of Previous Talk 


First there was an attempt to state 
the problem in its frame of reference. 
At that time, as today, one of the points 
of competion was in the automobile field, 
which has since been expanded, or will 
shortly be expanded, to the dwelling 
field. There was an attempt to explain 
that the amount of expense in connection 
with the merchandising of these lines was 
a matter of great concern to both com- 
panies and agents, and that every effort 
should be made to adopt reasonable 
methods to streamline procedures which 
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would result in lower expense and thiere- 
by tend to close the gap between the 
cost of the direct writers insurance and 
that offered through the American Agen. 
cy System. 
_As one of the expense reducing expe- 
dients, the possibility of adopting con- 
tinous policies was discussed. As had 
been suggested, no useful purpose js 
served by using a completely new policy 
whenever insurance expires; the same 
end could be achieved by sending. the in- 
sured a notice of premium due and by 
providing that the polcy automatically be 
continued in force so long as the insured 
paid the premium within a certain period 
after the renewal date. 
_Advocation of continuous policies he- 
lieve that a great deal of the money 
now expended in the interminable rewrit- 
ing of expiring policies could be saved. 
For the agents, as well as the companies, 
if continuous policies were employed, 
there would be an increase in net profit 
because the expense was lower. Also it is 
stated that “not taken policies” or, stated 
another way, “free insurance,” would be 
eliminated. 


Saving Only in Amount of Paper 


_ On the question of the hoped-for sav- 
ing in expense, it may interest some of 
you to know that the representative of 
one large group who made a study of 
the feasibility of the use of continuous 
policies or renewal certificates, came to 
the conclusion that the only saving would 
be in the amount of paper used. 

Accordingly this group decided that the 
possible savings were not enough reward 
for a complete upsetting of their agency 
forces and consequently abandoned the 
project. This opinion, while admittedly 
not conclusive, has some pertinence when 
one considers that the rationale back of 
the adoption of continuous policies is to 
reduce expense. 

One if often faced with the statement 
that the extent to which continuing poli- 
cies are presently used has not wrecked 
the American Agency System, or even 
visibly affected it, and for that reasor 
it is wondered why an extension of thei! 
use should be viewed with such alarm. 

While we have met continuous policies 
in the past and continue to have them in 
certain forms of insurance, the extent to 
which they are used is only a very small 
fraction of the total premiums written in 
the property and casualty field. And, as 
a matter of fact, it is only natural that 
no difficulty has arisen through the use 
of continuous policies because, within the 
individual companies using them, the 
greatest proportion of their business 1s 
written on policies which ‘have a set ex- 
piration date. ; 

These companies still handle the fact 
of continuous policies as if they were 
an exception to the rule which, of course, 
they are, at least on the basis of their 
present use. 

It is well to remember that we are not 
discussing the possible effect of a very 
small percentage of policies being written 
on a continuous basis, but are rather 
considering what may happen to the 
American Agency System if and when 
the use of continuous policies becomes 
so widespread that it is no longer the 
exception but the rule itself. 


Overall Objection to Continuous Policies 


If one were asked to state very simply 
the over-all objection to continuous poli- 
cies, the answer would probably be that 
they are inconsistent with the doctrine 
of the ownership of expirations and that, 
is used widely enough, might eventually 
destroy the American Agency System 

Our interest in the doctrine of the 
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ownership of expirations and our desire 
to see it protected, has been called a 
fetish by those who do not agree with 
us. The answer to this is quite simple. 
If a proposed procedure can reasonably 
he said to adversely affect the doctrine 
of the ownership of expirations, an agent 
is very poorly advised to entertain the 
thought that he can adopt it with im- 
punity and, further along the same path, 
we would be subject to servere criticism 
on the part of our membership if we 
did not at least attempt to explain the 
area of danger surrounding it. 

The most obvious and quick objection 
in the frame of reference that continu- 
ous policies are at war with the doc- 
trine of the ownership. of expirations, 
is the fact that there is no expiration 
date in a continuous policy. If there is 
no expiration date in a continuous policy, 
how does one own his expirations? IT 
have yet to hear anyone explain this ob- 
jection away with any degree of cogency. 

For instance, it has been suggested that 
if the objection to the use of continu- 
ous policies were anything but a specious 
one, some effort would be made to amend 
the agency agreement to overcome the 
objection, This proposition is indeed an 
interesting one, but if thought about 
deeply enough, will indicate that the per- 
son who advocates this course of action 
as the cure-all, is not familiar with the 
agency agreement which he appears so 
readv to amend. 

It is fundamental in this connection to 
remember that the agency agreement is 
made between the insurance agent and 
the company which he is_repreesnting 
and is utterly without effect from a 
legal standpoint on the insureds of the 
agents. 


Contract Revision Not Practical 


It is my contention that the basic 
objection to the extension of continuous 
policies probably cannot be met by an 
amendment to the agency agreement for 
the reason that we are not contemplating 
any difficulty or improper direct action 
on the part of the companies represented 
against which the agent should be pro- 
tected. We are, however. envisaging a 
sitation where, because of a change in 
fundamental procedures within the insur- 
ance business, we are placing the insured 
in a position where he mav believe it 
is to his advantage to deal directly with 
the company. 

One such instance would be where the 
agency agreement is terminated but the 
agent is unable to conscientiouslv sug- 
gest that the insured follow him into his 
new company or companies. Why would 
this be? Assume, if you will, that there 
is a continuous policy without an expira- 
tion involved. Superimpose upon. this 
(and it is not an unnatural supposition) 
that the company has given the insured 
arate advantage based upon his loss free 
record within the company. 

Remember that the final decision as to 
who owns expirations is with the insured 
and the only wav T know how this situ- 
ation just described could be overcome 
by a contract amendment, would be to 
make the insured a partv to the con- 
tract—not a very practical suggestion. 


Annual Renewal Extension Plan 


All of you recall the difficulty experi- 
enced in the so-called annual renewal 
extension plan. The insured under this 
plan, after paying the initial annual pre- 
mium, was given what amounted to an 
option to renew, for a term certain. the 
coverage on an annual basis at a reduced 
rate. Naturally it can be assumed that 
it is to the advantage of the insured to 
renew his option to the end of the term 

‘| thereby realize the rate advantage 
offered. 

This option was an agreement set forth 
in the endorsement between the company 
and the insured, the agent playing no 
Part in it. The option, for instance, did 
hot have the qualifying words that the 
rate advantage could be realized only if 
the policy were renewed through the ori- 
ginating agent. It was an unequivocal 


agreement to renew for the insured pro- 
vided he met certain conditions prece- 
dent, 

Needless to say, difficulty developed 
agent 


When an either terminated the 





We Believe in the American Agency System! 





Much has been said recently about the fate of the American Agency 
System. We believe that it has a fundamental place in our insurance 
economy. We believe it will survive. We believe our agents are capable 
of convincing the public of its value. 


We believe that our Group is one of the best equipped to assist agents 
in convincing the public of the value of their services. 


In the Royal-Liverpool Insurance Group— 


YOU HAVE fieldmen, all of whom are multiple line service gradu- 
ates. They can be of valuable assistance to you, and are anxious 
to help whenever and wherever you need them. 


YOU HAVE thoroughly trained Aviation, Brokerage, Foreign, 
General Cover, Marine, Special Service, and Public Utility staffs 
at your disposal through our fieldmen. These facilities are in addi- 
tion to the usual Claims, Loss Prevention and Engineering, and 
Payroll Audit services. 


YOU HAVE new and effective selling aids to help you boost sales. 
These selling aids and techniques are constantly being expanded 
and revised to keep up with the latest trends and your needs. 


YOU HAVE proven, money-saving formulas on modern agency 
management through an Agency Systems Department which has 
sparked over 3000 agencies to better operation and production. 


YOU HAVE educational facilities in our Agents’ School in New 
York, a most highly regarded source of insurance training. 
YOU HAVE an extension of these educational facilities in our 


insurance correspondence course, which has been called “the best 
in the business” and has graduated over 2600 producers. 


YOU HAVE over 200 strategically located Regional, Field, Serv- 
ice and Claims offices at your service. This means quicker produc- 
tion and underwriting decisions and prompt claims adjustments. 
YOU HAVE science at work to simplify and speed our clerical 
services to you. Our electronics department is studying the latest 
devices to help us realize the service potential these electronic 
marvels make possible. 


These and many more facilities, plus our readiness to go far beyond 
the routine, are concrete evidence of our belief that an agent’s pro- 
fessional counsel and services are of infinitely greater value than the 
jottings of an order-taker behind a counter. 
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The Scottish Union & National re- 
ports group underwriting results for 
1954. General Attorney John Newlands 


states that net premiums written were 
$8,566,880, a decrease of 11%; premiums 
earned were $9,179,212. After total un- 
derwriting deductions the group had a 
net underwriting loss of $713,733. Loss 
and loss expense incurred to premiums 
earned amounted to 62.63% and other 
underwriting expenses and taxes, other 
than Federal income tax, to net pre- 
miums written were 48.36%. 





agency or when the insured decided that 
he no longer wished to do business 
through the agent who had written the 
business, but demanded that the company 
perform — to the option. 

Now, in the first case, where there was 
a termination of the agency, it is pat- 
ently unrealistic to expect the insured to 
follow the agent into a new insurance 
arrangement at a financial loss to the 
insured. Rather, the insured will con- 
tinue his relationship with the company, 
even if the agent no longer represents 
it, and thereby get the advantage of the 
favorable rate provided under the an- 
nual renewal plan. That agent has lost 
an expiration and the company has vio- 
lated no terms of its agreement with 
the agent. 


When Insured Transfers Account 


In the second case, the agent has also 
lost an expiration because the insured 
no longer desires to do business with 
him. But something more has happened. 
When the insured changes agents, ordi- 
narily the company which has been w rit- 
ing the business is no longer in a position 
to handle the account. This, however, 
was not true under this annual renewal 
extension plan because the insured had a 
right to have the company provide the 
coverage even though under circum- 
stances which might ordinarily be re- 
garded as a violation of the doctrine of 
the ownership of expirations. 

In this question, one of the committees 
of a company association in 1953 made a 
very revealing report which concerned 
itself with this situation. Some quota- 
tions from the report may be helpful. 
Speaking of the annual renewal plan, it 
says: “... Another question raised con- 
cerns the rights of the insured to trans- 
fer the insurance to another agent and 
at the same time to preserve his right 
to renew at the reduced multiple. This 
problem involves only the annual renew- 
al plan, and South Carolina attempted to 
answer it by stating that no company 
shall renew its renewal plan policies 
without the consent of the producing 
(originating) agent. 

However, there are those who question 
the right of the company to proscribe the 
rights of the insured to choose his own 
agent. Certainly no one, agent or com- 
pany, has questioned the insured’s au- 
thority to transfer his insurance at ex- 
piration to an agent of his choice, and 
agents vie for such expirations without 
thought of obtaining the consent of the 
agent having the expiring policy. 

Now since the annual renewal policy 
is an annual policy only, it would seem to 
follow that the expiration at anniversary 
date is equally free. To deny the insured 
the right to renew with the agent of his 
choice that would represent the same 
company seems to be unwarranted under 
the terms of the inducement attached to 
the policy which he holds .. . “It would 
likewise raise questions of the owner- 
ship of expirations, for if the originating 
agent is not delinquent in his account we 
recognize him through the agency agree- 
ment as the rightful owner of the expira- 
tions...” 

It is my position that the problem 
which the company association inveighed 
against in connection with the annual 
renewal extension agreement has great 
similarity to the problems which can be 
expected to arise under continuous poli- 
cies, particularly if there is an endorse- 
ment to the insured in the form of a 
rate advantage. 

(To Be Concluded New Week) 
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Firemen Inspect Over 
_ Three Million Homes 


IN 600 COMMUNITIES IN_ 1954 





Stevens, Asst. Manager, National Board, 
Encouraged by Large Number of 
Cities Adopting This Program 





Jay W. Stevens, assistant manager of 
the National Board of Fire Under- 
writers, San Francisco office, speaking 
at the opening luncheon meeting of the 
four-day Fire Department Instructors 
Conference at Memphis, Tenn., February 
22, reported that uniformed firemen last 
year inspected 3,000,000 homes in over 600 
cities and towns throughout the United 
States. This is by far the greatest num- 
ber of home inspections made annually 
since the program was launched five 
years ago by the International Associa- 
tion of Fire Chiefs. 

The former assistant chief of the Port- 
land, Ore., fire department, and chief 
of the Fire Prevention Bureau of the Pa- 
cific, Mr. Stevens has been IAFC’s exec- 
utive secretary since 1926, its fire preven- 
tion committee chairman since 1950, and 
assistant manager of the San Francisco 
office of the National Board of Fire Un- 
derwriters for the last 10 years. The 
program which he launched is generally 
regarded as one of the most practical 
and worthwhile of all community-level 
fire prevention activities in this country 
today. 

“Tt is most encouraging to see the 
great number of cities which are now 
adopting the program,” Mr. Stevens said. 
“More than 600 have reported for last 
vear and these show a total of some 
3,600,000 inspection,” he declared. 

399,003 Inspections in New York City 


Mr. Stevens pointed out that New 
York Citv has reported for last year 
a total of 399,000 inspections; Seattle, 


Wash., 162,000; Houston. Texas, 140,000; 
Los Angeles, Calif., 145,000; Los Angeles 
Countv (exclusive of cities) 72,000; Port- 
land, Ore., 84,000: Milwaukee, Wis., 65,- 
000; Providence, R. T., 135,000; Cincinnati, 
Ohio, 112,000; and Hartford, Conn., 79,- 
000. 

Similar reports were received, Mr. 
Stevens said, from Birmingham, Oakland, 
Memphis, Salt Lake City, Tacoma, St. 
Louis, Boston, and many others that 
show practically every large city in the 
country has started this program. In 
addition, 68 cities in Canada _ reported 
147,000 inspections. 

Mr. Stevens pointed out that in Los 
Angeles, in spite of an increase in popu- 
lation and the construction of 61,000 new 
buildings costing $408,000,000, reported a 
reduction of 4,390 in the number of ac- 
tual fires last year as compared with 
1953. 

The decrease amounted to a reduction 
of 26%, the Chief explained. In addition, 
he observed, there were only 28 deaths 
as a result of fire in that city. which 
has a population of over 2,000,000. Were 
this record to have been extended nation- 
wide, 10,000 lives could have been saved 
from fire last year. 

In conclusion, Mr. Stevens urged 
America’s fire departments to take a 
greater interest in home-inspection fire 
prevention. He advocated that the de- 
partments “sell” the program as a serv- 
ice, delivering it to the householder’s 
daorstep or to the factory, not in a hap- 
hazard manner but day by day campaign- 
ing. He said: 

“Train each man in salesmanship so 
that when he makes his appearance he 
makes a favorable appearance, so that 
the things he says will be accepted. He 
must be in a position to answer questions 
intelligently, and over a period of time 
the department must be able to show 
that they are delivering the goods and 
that this big business is paying real divi- 
dends to the stockholders, the taxpayers 
of the community. There is real compe- 
tition in the fire control field today be- 
tween cities just as there is between cor- 
porations dealing in the same type of 
merchandise. This competition is going 
to be more and more intense as time 
goes on and our public becomes more 
and more conscious of our work.” 


O. H. Sathre Co-Manager 
Of Merchants Fire, N. Y. 


The Merchants Fire Assurance Corp. 
of New York has announced that Oro- 
ville H. Sathre, present assistant mana- 
ger of the Pacific Coast department at 
San Francisco, has been made co-man- 
ager. Mr. Sathre began his insurance 
career with the Merchants’ Coast office 
in 1929. He has been gontinuously in 
the underwriting and production depart- 


ment and has covered the field exten- 


sively in the past few years. 

This appointment is in conjunction 
with the announcement that Herbert F. 
Rohrbach, who has been Pacific Coast 
manager for many years, has reached 
retirement age under the company’s 
pension plan. Mr. Rohrbach has com- 
pleted 36 years of service. He will con- 


tinue with Merchants in an advisory 
capacity as co-manager. 

Mr. Sathre has just returned from a 
trip to the New York office getting 
acquainted with the company’s nation- 
wide operations. 
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we sent them the big Walker plant and today the 
policy on Mrs. Johnson's home. 
large and none too small,' they say and they 


( seem to mean it. ShallI..." 


ride, Ellen. 
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Oh dear, a girl never knows, does she? I mean, 
she thinks she's working hard and doing just 
right ard watching out for her boss' interests 
and then it happens. Today Mr. L 
"For Pete's sake, Ellen, anyone'd 
think we hed only one company in this office. 
the PLM 
remind you, young lady" 
but interrupt him. "Oh, I know we've got other 
good companies, but honestly, Mr. L, PLM is so 
accommocating and so flexible. You know your- 


self you're always talking capacity. Last week 


I like PLM myself, but, er 
remember now!" And then he smiled and then I 


"Night, Diary. 


the PLM.' May I 
I couldn't help 


"No risk too 
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HOW ABOUT YOU, MR. AGENT? 
Would you like a company in your office with PLM’s ‘ 


modern ideas of service to agent and assured .. . 


with PLM’s flexibility and capacity . . 


claim- and dividend-payment record . . . 


» with PLM’s 
with PLM’s 


strength and underwriting experience? If so, why not 


get in touch with us? 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., Philadelphia 7, Pa. 
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Glens Falls Group 
Income Up Last Year 

UNDERWRITING GAIN 

Earned Premiums Higher, President 


Mead States; Consolidated Capital 
and Surplus Rises to $44,491,138 


SHOWN 








Operating results of the Glens Falls 
Group of Insurance Companies for 1954 
developed increases in income from un- 
derwriting, investment income and _ net 
income after taxes. 

The figures, as submitted to the direc- 
tors by Mr. G. D. Mead, president of 
all the companies, showed that net in- 
come after Federal income taxes in- 
creased to $5.35 per share as compared 
to $4.31 for 1953. 

Consolidated capital, surplus and vol- 
untary reserve, including Glens Falls 
Corporation, amounted $44,491,138, com- 
pared with $34,629,650 as of December 31, 
1953. 

Mr. Mead reported that earned pre- 
miums totaled $70,650,629, compared with 
$69,866,265 for the preceding year, an 
increase of 1.12%. Incurred losses and 
loss expenses increased to $39,617,093 
from $39,327,267, and the incurred under- 
writing expenses were $29,029,166, com- 
pared with $28,631,916 for 1953. 

Income from investments for 1954 in- 
creased 6.7% to $2,828,875, not including 
capital gains. Total net income after 
taxes increased to $3,477,702 from $2,803,- 
433 for the previous year. 

Premiums written by the group de- 
creased from $72,711,318 to $71,119,211 for 
1954. The increase in unearned premium 
reserve was $468,582 for the twelve 
months of 1954. 

The board approved payment of the 
usual quarterly dividend of 50¢ a share 
on the capital stock of the Glens Falls 
Insurance Co., payable on April 1, to 
stockholders of record as of March 11. 

Non-resident directors who attended 
the meeting were Sidney M. Henry, 
Hague, N. Y.; A. J. Hettinger, Jr., New 
York City; Earle J. Machold, Syracuse, 
N. Y.; John M. Meyer, Jr., New York 
City; Karl E. Prickett, Greensboro, 
N.C.; T. Coolidge Sherman, Pittsburgh, 
and Donald B. Smith, Boston. 





U. S. Fire Losses for 
January Are Down 13% 


Estimated fire losses in the United 
States during January amounted to 
$75,265,000 the National Board of Fire 
Underwriters has reported. 

According to Lewis A. Vincent, 
NBFU’s general manager, this $75,265,- 
000 loss represents a decrease of 13% 
from losses of $86,493,000 reported for 
January, 1954, and a decrease of 10.3% 
ing losses of $83,881,000 for December, 
1954. 

These estimated insured losses include 
an allowance for uninsured and _ unre- 
ported losses. 





“Bosses Night” Party Feb. 25 


The Insurance Women of New Jersey 
will hold its annual Birthday-Bosses 
Night party this evening (February 25) 
with a dinner-dance at Hotel Essex 
House, Newark. Among the honored 
guests will be: : 

Leon A. Watson, general manager 0! 
Fire Insurance Rating Organization 0! 
New Jersey; Howard L. Waterhouse, 
president of N. J. Fieldmen’s Associa- 
tion; Harry G. Mather, president 0! 
New Jersey Association of Insurance 
Agents; Thomas J. Debold, president 0! 
Casualty Underwriters Association 0! 
New Jersey, and Charles J. Unger, ex 
ecutive secretary of New Jersey Asso- 
ciation of Insurance Agents. 

Thelma Meehan of C. James Iremon- 
ger Insurance Agency is chairman 0! 


the party. President Ann Shalloo (Loy- 


alty Group) will greet members. and 
their bosses. Music will be furnished 
by John Almquist’s orchestra. 
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On Trip to U. S. Service 
Offices of the AFIA 





WILLIAM F. CUSHMAN 


To further strengthen coordination of 
the production work of United States 
offices and the foreign branch operations 
of the American Foreign Insurance As- 
sociation is the purpose of Assistant 
General Manager William F. Cushman’s 
present trip to AFIA’s U. S. service 
ofices in Chicago, San Francisco, Los 
Angeles and Dallas. 

Mr. Cushman, formerly secretary, was 
elected assistant: general manager in 
December last year. He heads AFIA’s 
foreign branch activities in over 50 for- 
eign countries. Mr. Cushman joined the 
association in 1922 and is today a well- 
known figure in the foreign insurance 
business. 

Functioning as the foreign department 
of its 24 American capital stock fire, 
marine and casualty member companies, 
the American Foreign Insurance Asso- 
ciation, with headquarters in New York, 
also maintains a service office in Wash- 
ington, D. C. 

In commenting on his United States 
trip Mr. Cushman said: “Frequent face 
to face discussions with our branch 
managers to exchange ideas has always 
been a contributing factor in the suc- 
cess of AFIA’s ventures. It is this close 
collaboration between head office and 
domestic and foreign branches over the 
past 36 years that has made possible 
the world-wide reputation for service of 
which the American Foreign Insurance 
Association is so proud.” 





Iowa House Passes Bill 
To Write Excess Covers 


Following a bitter floor debate the 
House of the lowa legislature passed 67 
to 34 and sent to the Senate a bill that 
would permit excess coverage to be writ- 
ten for unlicensed out-of-state compa- 
nies. The bill provides that when such 
insurance is written by licensed Iowa 
agents that the state be permitted to 
collect the 2% premium tax. 
_Representative Ernest Kosek, Repub- 
lican, of Cedar Rapids, led the attack 
against the bill claiming that Iowa 
Insurance Commissioner Charles R. 
Fischer was personally opposed to it 
and pleaded that the House delay action 
on the measure so that the Commis- 
sioner could be heard on the matter. 

Representative W. H. Tate, Republi- 
can, of Mason City, an insurance agent, 
replied that the bill was merely a legal- 
izing act permitting licensed insurance 
agents to do what they have been doing 
lor years. 


NEW BUFFALO AGENCY 
_A business name has been filed in the 
Erie County, N. Y., clerk’s office for 
Lotarski Insurance Agency, 892 Syca- 
vate Street, Buffalo, by Casimir Lo- 
arski, 





Insurance Men Accept 
Red Cross Chairmanships 


Enrollment of six insurance executives 
as volunteer chairmen in the March 
1955 campaign for members and funds 
of the New York chapter, American 
Red Cross, is announced by J. Victor 
Herd, executive vice president, America 
Fore Insurance Group. He is serving 
as chairman of general insurance divi- 
sion of “the campaign, which will be 


held -during March, seeking to raise 
$5,730,000 in New York City. 
Mr. Herd announced that George 


Inselman, president, Marine Office of 
America; William H. Heineke, vice 
president, (American) Lumbermen’s Mu- 
tual Casualty Co. of Illinois; William 
E. McKell, president, American Surety 
Co.; Clarke Smith, U. S. manager, 
Royal-Liverpool Insurance Group; Sam- 
uel A. Mehorter, president, McDaniel 
& Co., Inc., and Roy N. Jenkins, presi- 
dent, Alexander & Alexander, Inc., have 
accepted chairmanships of subdivisions 
in the campaign. 

Mr. Inselman will solicit Red Cross 


support from marine insurance compa- 
nies; Mr. Heineke for mutual compa- 


NEW BRITAIN AGENTS ELECT 

Martin H. Horowitz has been elected 
president of the New Britain, Conn., 
Board of Insurance Agents. Walter C 
Arendt is vice president, with Daniel J. 


Egan secretary and David C. Kellam 
treasurer. The board will meet monthly 


with the New Britain Real Estate Board. 





nies; Mr. McKell for casualty and 
surety companies; Mr. Smith for British 
insurance companies; Mr. Mehorter for 
insurance agents, and Mr. Jenkins for 
insurance brokers. 
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ment. It is one of a public relations series designed to 


inform the public about capital stock insurance and the 


importance of the services of the agent and broker. 
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Good Agents Should Be ‘Thankful For 
New Dwelling Covers Says Daenzer 


grateful 
hectic 


been sufficiently 
recent—sometimes 
—changes in the dwelling coverages?” 
was asked by Bernard J. Daenzer, sec- 
retary, Security-Connecticut Insurance 
Companies, in a talk before the District 
of Columbia Association of Insurance 
Agents at the Mayflower Hotel recently. 

“Tt is an interesting paradox,” he 
stated, “that, in the very complexity of 
the changes made, the variety of forms 
available, the competitive situations de- 
veloped a top grade producer finds him- 
self in a very fortunate position. He 
gains many advantages from the upset. 
It is one of those times when the well- 
qualified agent can really prove his 
worth to his client and prospects, when 
the marginal producer, the  poorly- 
informed, the part-time order taker, is at 
a loss. The best part about it is that 
for the intelligent agent these changes 
mean a bonanza: much more volume, 
greater net profit.” 


“Have you 
for the many, 


Various Forms Compared 

Of particular interest was a cost com- 
parison chart of the principal dwelling 
coverages available for a Mr. “X” who 
owned a home with a full replacement 
cost of $25,000, a garage at $1,500 and 
personal property worth $8,500. Cover- 
ages and rates were analyzed by Mr. 
Daenzer on the basis of: 

1. The deluxe job—a $20,000 All Phv- 
sical Loss form on the buildings, a $7,000 
PPF and a CPL for $25,000 with $500 
medical; 

. The medium priced package: 

a. MPIRO’s Homeowners’ “B” for 
the $20,000 package with an All Physi- 
cal Loss form on the buildings; 

b. Interbureau’s CDP policy for fire, 
EC, AEC, $20,000 on the buildings and 
$7,000 on the contents, residence theft 
of $3,000 on the premises and $1,000 
away, and CPL. 

3. The New Fire Forms: 

A $20,000 All Physical Loss form 
on the buildings, $5,000 fire, EC and 













AEC on the contents, RT of $1,000 
——— ceameeaninied 
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BERNARD J. DAENZER 
on the premises and $1,000 away, and 
Ge Be 
b. Broad form with $20,000 on the 
buildings and $5,000 on contents, RT 
of $1,000 on the premises and $1,000 
away, and CPL. 
4. Old Stwff—Fire, EC, AEC of $20,000 
on the buildings and $5,000 on contents, 


RT of $1,000 on and $1,000 away, and 
CPL. 
“It seems inevitable,” Mr. Daenzer 


stated, “from a cost and coverage stand- 
point that a very large portion of the 
market will eventually be sold a pack- 
age form of protection, either a luxury 
package with all risk on the buildings 
and the contents or a medium-priced 
package like the Homeowners A or B.” 
Mr. Daenzer discussed in detail the la- 
test developments in these packages 
and the changes which are being made 
in the All Physical Loss form. In most 
jurisdictions, it is likely that the exten- 
sion of coverage on trees, shrubs, plants 








LUMLEY DENNANT & CO., INC. 


Rex Dennant, Pres. 


Announces the formation of 


Lumley, Dennant and Company of New Jersey, Inc. 
1139 East Jersey Street, Elizabeth, N. J. 


To service the Domestic, Surplus and Excess Problems 
of Jersey Brokers 
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Joins Smith, Biggs & Co., Inc., Newly 
Established Brokerage Firm in New- 
ark to Handle Surplus Lines 


John J. Vogel, Jr., for several years a 
Ameri- 


senior casualty underwriter with 





Vilne 
JOHN J. VOGEL, JR. 


can International Underwriters in New 
York, has been named vice president of 





and lawns will not include the perils of 
windstorm and_ hail. 

Mr. Daenzer concluded his talk with 
some suggested solutions to the basic 
problems arising from the rapidity and 
variety of form changes—the problem 
of quick notification to existing ac- 
counts, the problem of grading accounts 
for programming and priority of solici- 
tation, the problem of personal visit 
versus letter and telephone call, the 
problem of getting a simple sales tech- 
nique despite the complex alternatives. 

In stressing the need for quick noti- 
fication to existing clients, Mr. Daenzer 


indicated that this was extremely im- 
portant in connection with any form 
wherein a competing agent could take 


over the business and grant credit for 
existing insurance. To show how plan- 
ned an attack may be by a competitor, 
he told the story of one agent who. hit 
upon the idea of arranging his pros- 
pect list alphabetically from Z to A. 
This agent knows that the other agents 
in town keep their line cards or account 
folders alphabetically A to Z and are 
slowly going through each account. 
Thus, he is attacking from the other 
end and hopes that the other agents 
will not find out what is happening un- 
til he has gone from Z well past M 
“The proper solutions to these prob- 
lems,” Mr. Daenzer stated, “are result- 


ing in remarkable sales records bv 
many agencies today—some substantial 
agencies claiming a 100% increase in 


volume from personal accounts.” 
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Inc., newly estab- 


Smith, Biggs & Co., 
lished brokerage firm. 

The announcement of Mr. Vogel’s ap- 
pointment was made by Gordon Biggs, 
president of Smith, Biggs & Co., Inc, 
at the company’s offices in the 
mond-Commerce Building, 1180 
mond Boulevard, Newark, N. J. 

The new company, Mr. Biggs 
has been established to provide on-the- 
spot binding service for “surplus” and 
“excess lines” business. This will create 
a market for insuring risks which, be- 
cause of nature or size, are not readily 
acceptable to domestic insurors. 

Both Mr. Biggs and his senior asso- 
ciate, Harold R. Z. Smith, have had 
many years of experience in the insur- 
ance markets of London and other cen- 
ters throughout the world. Mr. Vogel 
will contribute to the firm a_ broad 
familiarity with American underwriting 
methods and practices. 

Before he joined American Interna- 
tional Underwriters, Mr. Vogel was in 
the Insurance Section, U. S. Depart- 
ment of the Navy, for eight years, 
achieving the rank of commander. A 
graduate of Harvard College and New 
York University School of Law, he 
started his insurance career in 1935 with 
the Massachusetts Bonding & Insurance 
Co. Mr. Vogel is a member of the Dis- 
trict of Columbia Bar. 
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Form New Albany Agency 

-atrick J. Burke, former vice presi- 
dent and insurance department manager 
of Picotte Realty, Inc., and David E. 
Williamson, Albany, N. Y., real estate 
broker, have purchased the insurance 
business of Picotte Insurance Agency in 
Albany. The new firm, to be operated 
under the name of Burke & Williamson, 
Inc., will have offices at 116 Washing- 
ton Avenue. 
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SERVICE AND GOOD WILL 


ARE THE FIRM FOUNDATIONS UPON WHICH WE WILL 


CONTINUE TO BUILD OUR FUTURE 





The American Insurance Company 


Financial Statement, December 31, 1954 


ADMITTED ASSETS 


{United States Government Bonds . . . . «. « «© «© «© «© «© «© « « « $ 31,938,086.69 
HP OIITIOT (CNNISTCNIIINONERNB ct fates, 6 Ue’. Eo Ues- Sine) o, wee eb 101,478,254.04 
tStock of Insurance Company Affiliate wo Galina Ga oe ae cig ee Sw aae 10,337,887.69 
Real’ Estate (Company Occupied) . 6. se te et tw 3,131,089.88 
First; Mortgages (insured DY FLA: . «5 6 6 oe we 8 we ee 16,330.22 
Ripet TIMCMOREENGIGE sees: of se 8h ew. we we, ewes 196,866.68 
GaenriWeonmerOne GInTNGNG) . s.. 9 5 2) «4 oe OS we ee 12,736,367.18 
Agents’ Balances and Premiums in Course of Collection 

(INCE OumrAtreMIIIGeITISCEUG) © 6 kw se UE ee ol % we 9,036,224.43 
Rr Te RFR go SS fener vel ws, <6 Umea eb ne. “eo ecue 4,591,168.03 


TOTAL ADMITTED ASSETS... ... «+ © « « $273,462,274.84 (a) 


LIABILITIES 

Reserve for Unearned Premiums . . . . . « 2 © «© «© «© «© «© «© « $ 63,604,021.94 
Reserve-tor losses cm Clans. 6k ee ce OD we wo 30,498,948.00 
PS SA es a en a eee dees a oe 2,577,100.00 
anere for nly GINOP LiGtIS, kh ee oe Gee ee es 4,586,065.87 
RUUPNETRtRE awe Se RM sete age ok Avaya tte 6) “er ac'a er ghee nay, Cale) “ate 5,000,000.00 
UDUSEP dior te ertne Mes a? Fate oi tie! Eee en eh Vecmag es 6 Yoh fers 6 67,196,139.03 


Gece ies, Sb eee ee am ee Ce Se. 2 SOS eee 
SURPLUS AS REGARDS POLICYHOLDERS. ...... . . = $ 72,196,139.03 


¢Valuations on basis approved by National Association of Insurance Commissioners. 


(a) Securities carried at $3,223,188.77 in the above statement are deposited as required by law. 


NOTE: On the basis of December 31, 1954 actual market quotations for bonds and stocks owned, the total admitted assets 
would be $171,916,641.70 and the surplus, $65,650,505.89. 


THE AMERICAN INSURANCE COMPANY 


15 WASHINGTON STREET, NEWARK 1, NEW JERSEY 


“Protection Is Our Product’’ 
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Neumann Sees Need for 
Top Quality Leadership 


OPPOSES UNFAIR COMPETITION 
NAIA President Would Not Permit 
Some Carriers to Use Free Costly 
Acquired Statistics for Rate-Making 

President Joseph A. Neumann of the 
National Association of Insurance Agents 
discussed problems of agents in 1955 when 
he addressed the monthly meeting of the 
New York City Association at the Down- 
town Athletic Club on February 18. He 


JOSEPH A. NEUMANN 


called for high leadership in the insur- 
ance business in these days when many 
proposals are being made to alter long- 
standing practices in efforts to meet 
more intense competition. 

Mr. Neumann holds that the greatest 
single responsibility of leadership is the 
courage to make decisions. “Let us ap- 
ply that to any problem in our industry 
today,” he continued. “Analyze it deeply 
and honestly. Does not our competition 
make its greatest gains, because it makes 
decisions first? Is it not then the rule, 
rather than the exception, that we fol- 
low a poor second and generally with 
less. 

“Tt is our, the agent’s, ability to main- 
tain our enviable position in the pub- 
lic’s confidence under these conditions, 
that is to me proof of the superiority 
of the American Agency System way of 
merchandising the products of insurance. 
There are those who will say that our 
industry is too complex to permit speed 
of decision, too multi-regulated to allow 
concerted action. Mayhap. But even the 
most avid defenders of the status quo 
will admit that much of our complexity 
is of our own making.” 


Unfair Competition 


Discussing what he terms unfair com- 
petition by those insurers who can file 
rates taken bodily from rate books pre- 
pared by others and make downward 
revisions to suit themselves Mr. Neu- 
mann said: 

“My job is to peddle policies. But if 
I did know and it was my job, believe me 
truly, T would see to it that my com- 
petitor lived by the same rules on price 
fixing, as regulatory authorities applied 
to me. 

“He would not use my costly ac- 
quired base and then blithely contend 
he could do it cheaper. I would do my 
damndest to see that the heavy cost of 
developing that base became his as well. 
Independently, as that is the way he 
chooses to live. He can do as he pleases, 
that is the American way. But he shall 
not do it at my expense, that, too, is the 
American way. 

“If I must prove my point through 
laboriously acquired statistics in a given 
class of our business, and then be made 
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to abide by those statistics by regula- 
tory authorities, I would see to it that 
my competitor was judged by an iden- 
tical yardstick. 


Quality and Service 


“Price is not the only factor that de- 
termines a sale. Quality and service are 
far more potent sales arguments and 
ever shall be. They are, if we can and 
will make them. The quality of what 
we sell as exponents of the American 
Agency System is dependent entirely 
upon our principals. We cannot sell 
better products than our companies make 
available to us. 

“IT would be less than truthful if | 
failed to concede that some improve- 
ment in this last department is to be 
desired. How we use those tools, then 
determines our justification in the over- 
all scheme. As I look over what have 
been the fruits of the agents efforts | 
am not shamed. For our system can 
well boast of the lion’s share of premium 
volume written even now, when our com- 
petitors are said to be at their peak. 
Our critics will point to the advances 
made by others, in recent years. | 
make no denial. 


New York City Markets 


“No discussion of this subject with you 
would be fair, did it not recognize what 
have been the New York City agents 
recent market problems,” President Neu- 
mann said. “When the insurance history 
of our times is written, it will not make 
for pleasant reading, no more than it was 
pleasant for you to live through them. 
Because of my activities in our state 
association, during these years, I was 
part of it, but as a witness primarily. 

“Over many years you were wooed, 
with many an enticement, for the pre- 
mium you controlled. That premium vol- 
ume did not just happen. It was earned, 
in service to the broker, the sub-agent. 
It was earned in profit to your principals. 
We shall not discuss the why and where- 
fores. They are too well known. But 
irrespective of reason, the end result was 
no more palatable to you. For that which 
once brought you plaudits almost over- 
night, brought penalties. Volume was a 
liability, where it once was a fetish. Na- 
tionwide, all agents felt the pinch, but 
not in equal measure. It was your dark- 
est day. 

“Will this continue is a logical ques- 
tion. I may be naive when I say you 
who are closest to it know far better 
than I, that it will not. The corner has 
been turned.. Do you remember the 
meetings with other producer groups, 
with regulatory authorities, with com- 
pany executives, during those _ black 
years? I well recall the chance remark 
that summed up the whole problem in a 
single sentence, ‘there is nothing wrong 
with the casualty business that some 
black ink would not cure.’ 

“That black ink is now abundantly in 
use. Field men, once again, stalk the 
agent seeking casualty volume and even 
new appointments, on the borders of New 
York City. It is only a question of time 
when casualty writers will openly ack- 
nowledge what they have privately con- 
ceded all along, it to be less costly and 
more efficient to do ‘business through 
general agents. Additional markets are 
developing out of multiple line opera- 
tions newly opened.” 





PRODUCERS’ REVIEW CLASS 

A review class for students planning 
to take the New York State brokers 
and agents’ examinations will be_ held 
at the Hotel McAlpin on 34th Street 
Thursday, March 3, from 6 p.m. to 
9:30 p.m. This class is held under aus- 
pices of the Home Insurance Co. 





RAY MOSS LOSES HIS WIFE | 

Ray Moss, veteran insurance agent 0! 
Pineville, Ky., who is a former State 
Senator, lost his wife recently. She 
died of a heart attack while backing her 
car out of the family driveway. : 

Mrs. Moss was a leader in civic affairs 
at Pineville, and a sponsor of the local 
library. For years she was a familiar 
figure at Frankfort, while her husband 
was in politics. 
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dhio Agents Back 
Multiple Line Plan 

sPECIFIC BILL IS DESIGNED 

Three Other Bills Introduced Tend 


to Show Divergence of Opinion in 
Ohio on Multiple Lines 








Reaffirming that the major objective 
of the Ohio Association of Insurance 
Agents, Inc. is H.B. 270, which would 
permit the writing of workmen’s com- 
pensation insurance by private insurance 
companies, the board of trustees, also 
yoted to approve a specific multiple line 
proposal which would adequately protect 
the public interest and agency licensing 
standards. 

For more than six months the Mc- 
Vay committee has been working on this 
subject. On January 18 a draft of legis- 
lation jointly prepared by Paul R. Ging- 
her, general counsel of the OATIA and 
Charles Curtis as counsel for the McVay 
Committee. was submitted to the agents’ 
hoard of trustees. It is the version 
which the board will approve after it is 
introduced and printed by the Ohio 
General Assembly. 


Three Other Bills in Legislature 


Divergence of opinion among Ohio 
interests which advocate multiple line 
is indicated by the fact that there are 
aready three other bills introduced. 
The McVay committee is reported to 
have requested Representative Johnson 
of Medina to introduce a bill omitting 
rule making power for the Superintend- 
ent of Insurance which ruling authority 
was included in the draft prepared by 
joint counsel and considered by the 
agents’ board of trustees. A key mem- 
ber of the Ohio General Assembly re- 
ported that this omission was made at 
the request of the Farm Bureau Mutual 
interests. 

In addition, identical bills were intro- 
luced in both houses which do not pro- 
vide the safeguards deemed necessary 
hy the joint counsel draft of January 
I. With four or more bills on mul- 
tiple line to be considered by the legis- 
lature, the trustees of the OATA felt 
that no approval could be made until a 
specific bill number was available for 
approval. 


Aetna 1954 Reports 


(Continued from Page 1) 





proper regard for the protection of the 
interests of both our policy and stock- 
holders. 
Fire and Allied Lines 

“Our net fire and allied 1954 premium 
income of $65,338,034 represents 49.4% 
ot our total business portfolio and is an 
increase of $262,855 over our 1953 writ- 
ings. The combination of industrywide 
reducing rate levels and the continuing 
swing from prepaid premiums to annual 
payment plans is reflected in this modest 
merease. These two factors are not 
peculiar to our group and will continue 
fo make competition for premium in- 
— from these classes exceedingly 
‘een. 
‘ “The ratio of incurred fire and allied 
ine losses to earned premiums of 52.1% 
was up 1.6% over 1953, this increase be- 
ng caused by the three much publicized 
‘urricanes, Carol, Edna and Hazel, in 
which the group incurred approximately 
000 claims. Our fire and allied in- 
curred losses excluding the hurricanes 
Were actually down $2,653,142, notwith- 
Standing additional liability created by 
creased premium writings. Through 
the establishment of a special catastro- 
phe claim unit and the transfer of ex- 
Perienced loss men into the hurricane 
‘reas, we have received many compli- 
mentary comments from agents and as- 
‘ureds for the prompt and efficient serv- 
ce rendered in this unprecedented series 
Xt losses. 

Our marine writings include both 
‘cean and inland marine coverages. The 
4 premium volume of $18,805,767 rep- 
Tesents 14.2% of our total business and 


Dale E. Taylor to Become 
Atlantic Companies V.P. Soon 





DALE E. TAYLOR 


Dale E. Taylor, assistant general 
manager of Atlantic Companies’ midwest 
division, will become vice president, ef- 
fective upon completion of his transfer 
to New York in the near future, it was 
announced February 21 by Miles F. 
York, president of the Atlantic Mutual 
and Centennial. 

Mr. Taylor will be in charge of the 
ocean marine operations of the compa- 
nies. 

W. I. Plitt, vice president, will con- 
tinue to be in charge of ocean marine 
underwriting. 





is an increase of 2% over 1953 writings. 
Despite severe hurricane losses involv- 
ing both classes of our marine lines, the 
over-all experience is good as indicated 
by the ratio of incurred losses to earned 
premiums of 50.9%. 

“Marine operations continue to be an 
important segment of our business, of- 
fering flexibility to handle complicated 
covers. Every effort is being put forth 
to expand our production in this impor- 
tant field. 

“Casualty and surety lines include au- 
tomobile physical damage, casualty, fi- 
delity and surety business. Our premium 
income of $48,145,000 represents 36.4% 
of our total business and is an increase 
of 88% over 1953. This increase, as well 





as distribution of our business by indi- 
vidual classes, was within our planned 
approach initiated within the past three 
years and constitutes an over-all gradual 
group growth within our capacity to 
properly serve both our assureds and 
producers. 

“We are pleased to be able to report 
a satisfactory development in this ex- 
panding department of our group opera- 
tions, the ratio of incurred losses to 
earned premiums being 50.7%. 


Multiple Lines 


“The multiple line category of the in- 
surance business is rapidly expanding 
through the introduction of so-called 
‘package policies.’ We have endeavored 
to keep abreast of this development and 
new approach of combining into a single 
contract an all-risk physical property 
coverage and certain casualty covers. 

“During 1954 our two major classes of 
this type were manufacturers output and 
several types of homeowners policies. 
Our loss ratio on both classes was most 


attractive and premium income quite 
satisfactory. We feel that the future 
holds positive development potentials 


within this field with its increased indi- 
vidual policy premium appeal to the 
producer and reduced handling cost as- 
pect to the company. We propose to 
keep alert to the trends in this new field 
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of possible premium production. 

“Consolidated net investment income 
earned in 1954 after expenses including 
depreciation on real estate but before 
Federal income tax equaled $5,301,252. 
Representing a new high for our group, 
this figure was $511,697 or 10.7% above 
investment earnings of $4,789,555 re- 
ported in 1953. 

“During the year, securities purchased 
exceeded securities disposed of by $9,- 
295,000. The high level of hurricane loss 
payments made in the final quarter of 
1954 tended to restrict the volume of 
net security purchases for the year. This 
trend was offset in part, however, by 
substantial reductions in our cash bal- 
ances which were made possible by fur- 
ther integration of our financial opera- 
tions following the pooling agreements 
which our group of companies entered 
into in 1952. 

“Bond of acquisitions, exclusive of 
conversions, totaled $15,443,000 as com- 
pared with bond sales, maturities and 
redemptions of $6,375,000. The average 
return produced by such acquisitions 
was 3.01%, a rate higher than obtained 
in recent years. Additions to the bond 
account consisted almost exclusively of 
tax-exempt obligations, including rev- 
enue issues of investment quality, which 
were available during the year on a fa- 
vorable yield basis. Total stock pur- 
chases of $964,000 exceeded stock sales 
by $228,000. 

“Dividend declarations in 1954 were 
continued at the $2.40 annual rate which 
was established the previous year. The 
quarterly dividend paid on January 3, 
1955, was the 433rd disbursement to 
stockholders.” 


Would Create Three Man 


Commission in N. C. 

A bill has been introduced in the 
South Carolina legislature to create a 
three-man Insurance Commission to re- 
place the present single Insurance Com- 
missioner. The bill calls for the Com- 
missioners to be elected by the General 
Assembly and to draw an annual salary 


of $7,500 each. 


NAMED INDIANA SPECIAL AGENT 


The American of Newark has ap- 
pointed John M. Goldman as_ special 
agent in western Indiana with head- 


quarters in Indianapolis. 

In addition to his field experience with 
other companies, Mr. Goldman is asso 
ciated with the public relation activities 
of the Indiana Association of Insurance 
Agents. 
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Bills on Financial Responsibility 


s 
Representative F. 
Robeson County. 
legislation would em- 
power the State Motor Vehicles Depart- 
ment to suspend a driver’s license under 
the financial responsibility act while a 


Proposals aimed at providing more 
effective e protection against financially ir- 
responsible motorists are attracting at- 
tention in many current state legislative 
sessions throughout the country, with 
developments thus far including the 
following: 

Georgia: Bills to require liability in- 
surance for every licensed vehicle in the 
state and to require proof of responsi- 
bility before a person could receive a 
license tag were introduced in the lower 
branch of the state levislature. 

George Fairleigh, executive secretary 
of the Georgia Association of Insurance 
Agents, said the bills would mean higher 
insurance rates and no reduction in 
accidents. 

North Carolina: A bill to strengthen 
North Carolina’s motorists’ financial re- 
sponsibility act was introduced in the 





Inselman, Morrow and 


Rawling Marine Directors 
Vacancies on the board of directors of 
the American Institute of Marine Un- 
derwriters caused by the retirement of 
Fred B. McBride, George G. Quirk and 
Owen C. Torrey have been filled by the 
elections of George Inselman, John W. 
Morrow and James E. Rawling. 

Mr. Inselman is the newly elected 
president of the Marine Office of Amer- 
ica, Mr. Morrow is a vice president of 
the Home Insurance Co. and Mr. Rawl- 
ing is the United States marine mana- 
ger of the Phoenix of London Group 
and Norwich Union Group. 





Marine War Risk Bill Up; 
Maritime War Risk Report 


Senator Warren G. Magnuson (D., 
Wash.) has introduced a_ bill which 
would give the Government permanent 
authority to issue marine war risk in- 
surance. Senator Magnuson is chair- 
man of the Senate Commerce Commit- 
tee, to which the bill was referred. 

Meanwhile, the Maritime Administra- 
tion’s quarterly report to Congress on 
activities under the war-risk act re- 
vealed that as of December 31, 1954, the 
American War Risk Agency, industry 
group which handles the operations, had 
issued 2,207 binders, including 804 hull, 
735 protection and indemnity and 668 
crew life and personal effects. 

As of September 30, 2,193 binders had 
been issued. As of December 31, the 
net amount of binder fees collected, 
after payment of agency fees and ex- 
penses totaling $40,342, was $102,007. As 
of September 30, net fees collected to- 
taled $101,311. 

The report said that 17 contracts with 
cargo underwriting agents were exe- 
cuted during the last quarter of 1954, 
the first since the contract form and the 
provision for coverage of cargoes was 
finalized last July. During the final 
quarter, insurance was continued on two 
vessels under construction by the Beth- 
lehem-Pacific Coast Steel Corp., for sale 
to the Pacific Far East Line; but one 
of these was launched in December and 
since then has been commercially in- 
sured. 

Magnuson told the Senate with re- 
spect to his bill that, “in view of the un- 
settled state of world conditions, this 
legislation should be kept on the statute 
books so that if conditions require it, 
the Government will be prepared to is- 
sue war-risk insurance when commer- 
cial marine insurance companies cannot 
or will not do so.” 

Present authority for writing of the 
coverage expires on September 7, 1955. 


state legislature by 
Wayland Floyd of 


The proposed 


petition for review is pending in Su- 


perior Court. 
No UJF Assessment Against Car Owners 


New Jersey: Acting New Jersey Mo- 
tor Vehicle Director F. J. Gassert, Jr., 
announced there will be no assessment 
against vehicle owners in the registra- 
tion year starting April 1 for the unsat- 
ished judgment fund, created under a 
1952 law. 

He said the fund now has assets of 
$2,050,546, representing special assess- 
ments levied in 1954 against all vehicle 
owners. Insured drivers were then re- 
quired to pay $1 extra and uninsured 
drivers $3 extra when they registered 
their vehicles. 

The fund will be used to satisfy judg- 
ments against uninsured drivers without 
ability to pay, starting April 1, Mr. Gas- 
sert said. Such drivers will be ruled off 
the roads until they repay the fund, 
which may also be tapped by victims of 
hit-run drivers. 

This year the fund will be supple- 
mented by assessments against auto lia- 
bility insurance companies doing busi- 
ness in New Jersey. Based on premiums 
collected, the assessments are expected 
to yield about $4,000,000. 

Future levies against drivers and in- 
surance companies will be determined 
on the basis of the condition of the 
fund and experience in the first year 
will help determine future assessment 
policies. 

Indiana: A bill proposing compulsory 
motor vehicle liability insurance was in- 
troduced in the Indiana legislature by 
Representative Joe A. Harris, Carlisle 
Democrat. 

The new measure would specify that 
in order to qualify for Indiana motor 
vehicle license plates the owner would 
have to be insured for a minimum of 
$2,000 property damage, $5,000 personal 
injury to one person and $10,000 to two 
or more persons, 

Maine: Creation of an_ unsatisfied 
judgment fund for payment of unsatis- 
fied claims arising out of motor vehicle 
accidents was proposed by a bill intro- 
duced in the state legislature by Repre- 
sentative Childs, Portland Republican. 
The fund would be supported by a $1 
increase in motor vehicle registration 
fees. 

Massachusetts: In a report to the 
state legislature a special study commit- 
tee advised against a proposed unsatis- 
fied judgment fund as impractical and 
probably unconstitutional. Also rejected 
by the study group was the idea of 
insuring a driver rather than the owner 
of a vehicle. 
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American Automobile Plans 
1 to 6 New Stock Offering 


American Automobile Insurance Co. 
plans an offering of 250,000 shares of 
$2 par value to present stockholders at 
the rate of one share for each six held, 
the subscription price to_be announced 
later. Kidder, Peabody & Co. is the 
principal underwriter. 

Purpose of the financing is to provide 
the company and its wholly-owned sub- 
sidiaries, American Automobile Fire In- 
surance Co, and Associated Indemnity 
Corp., with additional capital funds to 
permit acceptance of an _ increasing 
amount of insurance premiums. 

The business of the companies is mul- 
tiple line insurance, including casualty, 
fidelity and surety bonds, fire insurance 
and allied lines. The companies have 
been increasing their volume of pre- 
miums in the fire and allied lines and 
in the fidelity and surety lines. The 
companies have no funded debt or pre- 
ferred stock. For the calendar year 1954 
total admitted assets of the company 
were $115,443,074 and net premiums writ- 
ten $77,337,003. 

A special meeting of the stockholders 
of American Automobile Insurance Co. 
has been called for March 3 for the 
purpose of approving an increase in the 
company’s capital. 





Issues New Folder on 


Motoring Emergencies 
Decisions to make in 15 motoring 
emergencies are contained in a new 
folder prepared by General Fire & 
Casualty Company, New York, for pol- 
icyholders. 

Entitled: “Make the right choice: 
live to see tomorrow,” the folder states 
that “thousands of motorists die every 
year because they make the wrong 
choice in an emergency. Jamming on 
your brakes may save your life in one 
emergency; in another, it may be fatal. 
Turning in one direction instead of 
another in a skid may mean the differ- 
ence between life and death.” 

Each motoring emergency is 
trated in the two-color folder, and 
“what-to-do” is explained clearly and 
simply. Copies are available by writing 
to General Fire and Casualty, 1790 
Broadway, New York 19. 


illus- 





Marine Correspondents 


The Board of Underwriters of New 
York announces appointment of the fol- 
lowing correspondents: 

Belfast, Ireland, W. McCalla & Co., 
Ltd., Belfast, replacing Sinclair & Boyd. 

Yarmouth, Nova Scotia, Pickford & 
Black, Ltd., Halifax, N. S., replacing 
Albert H. Hood. 








WANTED 


T HOROUGHLY experienced inland 
marine man for New York office 
of prominent fire and casualty 
insurance company. State ex- 
perience, age, starting salary. 


Reply Box 2292, The Eastern Under- 
writer, 93 Nassau St., New York 38. 











Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 







Baltimore Los Angeles 
Boston Montreal 
Chicago New Orleans 
Columbus, O. Philadelphia 
Dallas San Francisco 


Houston Seattle 





OCEAN MARINI 
INLAND MARINE 
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Pacific Nat. in Switzerland 

American International Underwriters, 
foreign managers for the Pacific Na- 
tional Fire Insurance Co., has announced 
the entry of that company into Switzer- 
land and the appointment of Rinder- 
knecht & Co., Inc., as general agent. 
The Pacific National has been licensed 
by the Swiss Federal Council to write 
the following classes of insurance: 
marine (hull and cargo), fire, allied lines 
and elemental risks, casualty, third party 
liability, plate glass, water damage, theft 
and reinsurance. 

American International 
manages the foreign business 
American insurance companies, 
ing the Pacific National. 


Underwriters 
of 13 
includ- 





CORRECTION 

In the article “Rights of Hull, Cargo 
in Collision Under Laws of U. S. and 
England,” by Sheldon A. Vogel of Big- 
ham, Englar, Jones & Houston, marine 
insurance and admiralty law firm, of 
New York, appearing on Page 36 of The 
Eastern Underwriter, issue of February 
18, as Part II, there was an error in 
one of the figures given in the first col- 


umn under the subhead “Damages to 
Vessel and Cargo.” The paragraph 
reads: 


(1) B would pay to cargo its damages 
in full and would then, in dividing dam- 
ages with A, add $20,000 to its hull dam- 
age, thus paying to A one-half of $30,000, 
or $15,000. B thus has a net loss of 
$65,000 (this amount should read $85,000 
after which the paragraph concludes as 
follows.: and A of $100,000, less $15,000 


received from B, or $85,000 





NATIONAL AMERICAN. DIVIDEND 

National American of Omaha_ has 
voted a dividend of $1.50 per share on its 
20,000 par value shares, payable 
March 1 to stockholders of record Feb- 
ruary 15. This is the first dividend to 
be declared by this fire insurance com- 
pany in many years. 





JOHN WHARTON’S MILESTONE 

John Wharton, Lexington, Ky., state 
agent for the Crum & Forster Group, 
was recently presented with a watch in 
recognition of 25 years of service with 
the group. 
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General F. & C. Embarks 
On Expansion Program 


TO WRITE FIRE LINES SOON 





President Lechner Presents Bonus 
Checks to Key Producers, Underwrit- 
ers at Dinner; Team Spirit Prevails 





Plans for 1955 expansion of field ac- 
tivities and field man power were an- 
nounced by E. C. Lechner, president of 
General Fire & Casualty of New York, 
at a dinner meeting February 17 of his 


received checks for $3,750. 


Under the General’s incentive plan 
the bonus factor is based on loss ratio 
and this factor is then multiplied by 
the premium writings. This produces the 
bonus. Producers rewarded included 
Miss Helen Farley and John Shimell, 
New York City; Lester H. Blumberg, 
Philadelphia; Irving and Al Hochstein, 
New York City; Lloyd Koch, Newark; 
Home Office Underwriters Emery Gauch, 
John Sheehan and Fred Weindorf. Ex- 
pressing his gratification over the suc- 
cess of the bonus plan, Mr. Lechner 
said that of all the General’s key pro- 
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Key producers and underwriters at General F. & C. dinner 


key underwriters and branch managers, 
held at Upper Montclair (N. J.) Coun- 
try Club. The board of directors of the 
company has approved the new program 
which will embrace an expanded Chicago 
and Philadelphia operation and enlarge- 
ment of the base of northern New Jer- 
sey activity centered in the Newark 
branch office. “After these organiza- 
tional changes have been completed our 
company will be on its way to becoming 
a large company,” said Mr. Lechner. 

The directors have also approved en- 
try of the General into the fire insur- 
ance field and steps are now being taken 
to obtain the necessary personnel and 
setup procedure. 


1954 Underwriting Profit $1,079,000 


Mr. Lechner revealed that 1954 was 
a good year for the General with an 
over-all underwriting profit of $1,079,- 
000. The year-end results will be an- 
nounced soon, Evidence of this perform- 
ance, both in home office and field, was 
shown by the incentive bonus checks 
presented at the dinner. The lowest 
amount was for $1,000 while several 


ducers only one failed to earn a bonus 
in 1954. 

Ignatius Stresses Teamwork Spirit 

Milton B. Ignatius, general counsel 
and director of the General, who is a 
well known New York insurance lawyer, 
in his talk characterized the company’s 
growth as a result of the teamwork 
spirit and “will to win” attitude of the 
entire organization. “There’s a lot of 
pride wrapped up in what you have 
achieved this past year,” he said, “and 
a keen expectancy in what will be ac- 
complished in 1955.” He observed that 
faith is another big factor, coupled with 
the inspiration of competent leadership. 
“There are good days ahead for all of 
us,” he predicted. 

President Lechner then gave recogni- 
tion to the home office claim department 
“without whose cooperation our progress 
last year would not have been possible.” 
Appropriate remarks were made by S. I. 
Preston, vice president in charge of 
claims, and James A. Doherty, attorney 
of record and prominent trial lawyer, 
both of whom have done an outstanding 
job. 





Dudley W. Orr Elected New 


Pres. of Peerless Casualty 


Dudley W. Orr, Concord attorney, was 
elected president of Peerless Casualty 
Co, succeeding R. C, Carrick, who be- 
came chairman of the board, at the an- 
nual meeting of the company held 
February 21 at its home office in Keene, 
N. H. E. E. Newcombe, Keene, N. H., 
was elected secretary-comptroller, and 
Montague Zink of New York treasurer. 
Louis B. Palmer and George W. Har- 
stedt of New York, John O. Talbot, 
Walter G, Perry, Philip H. Faulkner of 
Keene, and Lawrence F. Whittemore of 
Pembroke, N. H., were reelected to the 
board of directors. B. C. Carrick, vice 
President and agency director, of Keene 
Was also added to the board. 

Following the shareholders’ meeting, 
the directors elected an executive com- 
mittee for the internal management of 
the business, consisting of B. C. Carrick, 
E. E. Newcombe, J. O. Talbot, Bert I. 
Graves and Dudley W. Orr, and a 
finance committee consisting of G. W. 
Harstedt, J. F. Meck,, D. W. Orr, W. F. 
o> saya Rum! and Chauncey C. 

addell, 

Operating results, as reported by the 
Management upon the 1954 year, were 
ighly satisfactory. Net premiums writ- 





ten were $10,452,893. Gain from under- 
writing was $632,990, while investment 
income was $523,746, with an unrealized 
gain also of $741,543. Assets reached a 
new high of $26,860,577. Surplus to 


policyholders increased to $10,377,361. 
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REINSURANCE 
and 

We deal in REINSURANCE only and we are busy full time keeping 

abreast of the market. If you have other important things to do, 


why not use our services and have the advantage of the advice of 


a full time REINSURANCE OFFICE? The best interests of our 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 


Bituminous Cas. Premium 

Income $20,322,642 
$159,415 NET INC 
Admitted Assets Increase $3,243,872; 


Liabilities Gain $2,106,330; Policy- 
holders’ Surplus Rises 19% 


INCOME GAIN 








The Bituminous Casualty’s total in- 
come from underwriting and _ invest- 
ments in 1954 was $1,382,992, before 
taxes, as compared with $1,148,945 for 
1953, an increase of $234,047, according 
to the annual financial statement of the 
Rock Island underwriting firm, released 
coincident with the quarterly meeting of 
the board of directors. 

Premium income during 1954 totaled 
$20,322,642, yielding an underwriting gain 
of $618,190, or 3%, before taxes. Taxes 
reduced this return to $296,731, or 1.6%. 

Income on investments of approxi- 
mately $30,300,000, totaled $650,580, or an 
average yield of 2.15% before taxes. 
Here, again, taxes took a heavy bite, re- 
ducing the return to $375,694, or 1.24%. 

Total taxes were $591,265, reducing the 
corporation’s income from both under- 
writing and investments from $1,382,992 
to a net of $791,726. This 1954 summary 
compares with total investment and un- 
derwriting income of $1,148,945 for 1953, 
when taxes were $516,634 and net in- 
come, $632,311. 

The gain in net 


1953, is $159,415. 
Admitted Assets Increased 9% 


Reflecting the corporation’s  con- 
tinued expansion, admitted assets in- 
creased from $36,017,190 to $39,261,063, a 
gain of $3,243,872, or 9%. Liabilities in- 
creased $2,106,330, from $28,692,503 to 
$30,798,833, or 8%. 

Surplus as regards policyholders was 
shown as_ $8,462,229, an increase of 
$1,367,652, or 19%, as a result of under- 
writing and investment operations and 
unrealized gains on securities. 

“In view of the fact that we specialize 
in two of the most volatile types of in- 
surance—workmen’s compensation and 
liability coverages—we feel that we have 
had a successful, and fortunate year,” 
said F. B. White, president. “Much of 
our coverage is written in the mining, 
quarrying, construction and lumbering 
industries—the four highest in accident 
severity rate—and we must therefore 
be prepared for shock or catastrophe 
losses. Thus, skilled underwriting is 
highly essential to successful. growth. 

“How well Bituminous has succeeded 
in this respect is evidenced by the fact 
that our surplus as regards policyhold- 
ers totaling only $400,000 when the com- 
pany was organized 27 years ago, has 
grown to nearly $8% million. 

A total of 94% of all our liabilities is 
covered by United States bonds and 
cash, and our ratio of liabilities to assets 
is now 78.45% as compared with 80.30% 
a year ago.” 

The company will continue to special- 
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P.D. Liability Basic 
Limits Extended 


OTHER THAN AUTOMOBILE 





National Bureau Announces Revision; 
Also New Rates for Hosp. Professional 
and Storekeepers Liability 





Extension of the basic limits for prop- 
erty damage liability insurance other 
than automobile was announced Febru- 
ary 22 by the National Bureau of Casu- 
alty Underwriters on behalf of its mem- 
ber and subscriber companies. The Bu- 
reau also announced revised rates for 
hospital professional liability insurance 
and for storekeepers’ liability insurance. 

The changes in the basic limits for 
property damage liability other than au- 











Mutual Bureau Revision 


The Mutual Insurance Rating Bureau 
announces a revision of the manuals of 
liability insurance affecting property 
damage basic limits for all sublines 
of general liability insurance and rates 
for owners’ landlords’ and _ tenants’ 
storekeepers’ liability insurance. 

These revisions were effective February 
23, in 42 states and the District of Co- 
lumbia and March 23, in Texas. In addi- 
tion, 20 states and the District of Co- 
lumbia have approved revised rates and 
minimum premiums for hospital profes- 
sional liability insurance which were also 
effective February 23. 








tomobile are effective in all states, ex- 
cept Oklahoma, and also in the District 
of Columbia, Alaska, Hawaii and Puerto 
Rico. The effective date was February 
23 except that in Hawaii it is March 1 
and in Texas, March 23. 

The basic limit for property damage 
liability is extended from $1,000 to $5,000 
per accident for contractual, elevator, 
manufacturers’ and contractors’, own- 
ers’ or contractors’ protective, product 
and owners’, landlords’ and tenants’ lia- 
bility insurance other than comprehen- 
sive personal, farmer’s comprehensive 
personal and storekeepers’ liability in- 
surance. 

The basic aggregate limit for prop- 
erty damage liability is increased from 
$10,000 to $25,000 for those forms of 
general liability insurance to which an 
agyregate limit applies, namely, manu- 
facturers’ and contractors’, owners’ or 
contractors’ protective and_ product 
property damage liability insurance. 

Except for manufacturers’ and con- 
tractors’ property damage liability, the 
basic limits are increased without any 
change in the rates formerly charged 
for the basic limit of $1,000 per accident 
or, where applicable, $1,000/$10,000, This 
means that insureds who buy $5,000 
limit per accident will in effect pay 20% 
less than before because they formerly 
paid a 25% surcharge over the cost of 
$1,000 coverage per accident. 

As respects manufacturers’ and con- 
tractors’ property damage liability, the 
present basic limits rates for $1,000/ 
$10,000 of coverage were inadequate for 
application to limits of $5,000/$25,000. In 
extending the basic limit, it was neces- 
sary therefore to increase the basic 
limit rates 12.5% countrywide excluding 
New York. This is only one-half of the 
charge that formerly applied to increase 
the limits of liability from $T1,000/$10,000 
to $5,000/$25,000. Since the surcharge 
applicable for limits of $5,000/$25,000 for 
manufacturers’ and contractors’ property 
damage liability was 25%, this rate 
change constitutes a net reducnun of 
10% in the cost for such limits. In New 
York the rates for basic limits standard 
coverage are increased approximately 
21% statewide but since the surcharge 
applicable to such rates for limits of 
$5,000/$25,000 was 25%, the rate change 
constitutes a net reduction of approxi- 
mately 3% in the charge for such limits. 

For the basic limits coverage for the 
explosion, collapse and blowout and cra- 
tering hazards, which are identified by 
the letters “x”, “c” and “e” on the man- 
ual rate pages, the present rates ap- 

(Continued on Page 37) 
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Comp. Rating Methods 
Being Refined in N. Y. 


AT INSISTENCE OF INS. DEPT. 







































































































Harwayne Talks to Examiners; Cites 
Failure of Losses to Keep Pace With 
Premiums in Recent Years 





Rating methods in the workmen’s 
compensation insurance field are being 
refined at the insistence of the New 
York Insurance Department, according 
to Frank Harwayne, chief casualty ac- 
tuary of the Department. One such ad- 
justment, he stated, has become neces- 
sary because of the unequal effect of 
rapidly changing wage rates upon pre- 
miums and losses. The failure of losses 
to keep pace with premiums in recent 
years arises out of the $30 ceiling im- 
posed by law on weekly indemnities. 
Consequently, in recent years, the 
New York Compensation Insurance Rat- 
ing Board, although it has reserved its 
right to challenge the propriety of this 
course, has introduced a wage level 
factor which, Mr. Harwayne stated, “is 
superimposed on the indicated rate level 
and is reflected in the rate for classi- 
fications rated on a payroll basis.” 


Modern Policy Affords Complete 


Protection 


Speaking before the examiners of the 
New York State Insurance Department, 
Mr. Harwayne cited the complete pro- 
tection afforded employers who purchase 
a modern  workmen’s compensation 
policy, which, in addition to providing 
for the assumption by the carrier of all 
medical and indemnity costs arising out 
of employe injuries, also provides cov- 
erage against liability under common 
law actions involving both employes and 
third parties. 

The care taken in formulating com- 
pensation insurance rates, characterized 
by Mr. Harwayne as “the most detailed 
and complicated of any line of casualty 
insurance” is exemplified by the treat- 
ment of loss experience data. Among 
the adjustments made in reported data 
to render them valid as bases for fu- 
ture estimates is an adjustment of losses 
“to reflect any changes in the Work- 
men’s Compensation Law which affect 
benefits to injured workers.” The 
speaker detailed other rating proce- 
dures including the use of calendar year 
experience to adjust policy year data, 
“loss constant offsets” to equalize loss 
experience between small and large 
risks, and experience and retrospective 
rating plans. 


Two Unique Aspects 


Mr. Harwayne emphasized two unique 
aspects of the workmen’s compensation 
rating system in New York State. The 
first was a failure to make any theore- 
tical provision in the rates for profit 
during the 34-year period ending in 
1948. The second unique feature is that 
rating for all workmen’s compensation 
insurers in New York State is based on 
rates set by one organization, the New 
York Compensation Insurance Rating 
Board. Mr. Harwayne also presented an 
account of the major changes in work- 
men’s compensation insurance in New 
York State since 1942. 

William A. Berridge, economist of the 
Metropolitan Life gave the 16th lecture 
in the current in-service training series 
on February 24. He spoke on “The Per- 
sonal Insurance Business and the Na- 
tional Economy.” 


DOYLE WITH STANDARD 25 YRS. 
Bernard K. Doyle, executive secretary 
of the casualty claim department for 
Standard Accident, Detroit, and_ its 
affiliate, Planet completed 25 years of 
service with the companies on February 
At an informal reception in his 
office on the morning of his anniversary, 
Mr. Doyle was presented with a bouquet 
of 25 red roses, symbolic of his years 
of service, by officers of the companies 
and a desk lamp and pen set by his 
associates, 


ADDRESSES AETNA GRADUATES 


F. H. Vogel Tells Sales Class Three 
Fundamentals of Successful 
Agency Operation 
The three fundamentals of agency 
success are prospecting, selling and serv- 
ice, Fred H. Vogel, a representative of 
the Aetna Casualty & Surety Co. at Al- 
bany, declared in a talk at the recent 
graduation banquet concluding the 146th 
session of the Aetna Casualty & Surety 

sales course at Hartford, Conn. 

Mr. Vogel, who has made an out- 
standing record in the general insurance 
field since completing the Aetna sales 
course, told the graduates they could 
have complete confidence that as a re- 
sult of their training they enjoy as valu- 
able an insurance background as agents 
with many more years’ experience in the 
business. 

Plan a unique approach in talking to 
your clients, one that will feature a dif- 
ferent slant than they may have pre- 
viously heard from other agents, the 
speaker emphasized. The use of less 
familiar coverages like accounts receiv- 
able and valuable papers as introductory 
lines will often produce good results, he 
said. 

Mr. Vogel urged the graduates to pro- 
vide good service for small accounts as 
well as larger policyholders and cited 
examples showing how over the years 
the former often mushroom into big 
accounts 

The class was led by John E. Young 





of Cicinnati. Other blue ribbon win- 
ners for high scholastic standing were 
John J. Freisinger of LaCrosse, Wis.,; 
David T. Harshman of Glendale, Calif.; 
Robert F. Bencks, Springfield, Mass.; 
James J. Daly, Tr., Buffalo, N. Y.; John 
E. Weisenburger, Mt. Pleasant, Mich.; 
John H. Bateman, Providence, R. I.; 
Jerome R. Shulkin, Denver, Colo.; Ra- 
mon A. Wrend and William P. Lind of 
Hartford; Josenh P. Adams, Cincinnati, 

Gold ribbons for demonstrating out- 
standing aptitude in the insurance busi- 
ness were awarded to Messrs. Weisen- 
burger, Daly and Young. 





Markel Service Promotions 

Lewis C. Markel, president of Markel 
Service, Inc., international truck and 
bus insurance underwriters, has an- 
nounced three promotions in the or- 
ganization. 

Donald W. Ross has been promoted 
to claims manager of the Toronto office; 
Gerard F. English to district super- 
visor of safety engineering for the 
Boston area; George H. Priest to un- 
derwriter for the San Francisco office. 





AUTO CLAIMS ASSN. MEETS 

The Automobile Claims Association of 
New York held a luncheon meeting re- 
cently at Miller’s Restaurant on Fulton 
Street. 


do you find assets 


in others’ liabilities? 





You can increase your assets by insuring others against their lia- 
bilities. (Although the average Comprehensive Personal Liability 
Policy may not have a huge premium, it can be the entering wedge 
to a prospect’s entire account. Also, by rounding out your clients’ 
protection, it can help you hold your accounts against competition.) 

The CPL market is still wide-open territory—simply because so 
many people have never been told about this inexpensive but 
increasingly important form of insurance. 

You can tell the story effectively—and make more sales—with 
the help of interest-provoking Zurich-American sales aids. Ask the 
Zurich-American field man for more information—or write to 


the address below. 


IMERICAN 


INSURANCE COMPANIES 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 





Public Wisdom Halts 
Compulsory Ins. Laws 


KEMPER REVIEWS 1954 TRENDS 





Says Solutions to Financially Irrespon. 
sible Motorists by Their Very Nature 
Tend Toward State Insurance 





Hathaway G. Kemper, president of 
Lumbermens Mutual Casualty Co., has 
warned of continuing attempts to get 
government into the automobile insyr- 
ance business. In his annual review of 
insurance developments, Mr. Kemper 
said that the attempts, which would 
be on the state level, would probably 
take the form of proposals to establish 
state insurance funds or to enact com- 
pulsory insurance legislation. 

The object is the financially irrespon- 
sible motorist--the person who drives 
a car without being able to pay for the 
damages his automobile may inflict, he 
said. 

“Panaceas and nostrums in the way of 
compulsory insurance and_ unsatisfied 
judgment funds continue to be offered, 
and it is to the credit of public good 
sense that they have gained so little ac- 
ceptance,” Mr. Kemper stated. 

“These so-called solutions to the prob- 
lem of the financially irresponsible mo- 
torist are inequitable, inefficient and e: 
pensive means that by their very nature 
tend toward state insurance. 

Not Business of Government to Insure 


“It is the business of government to 
prescribe and enforce safe driving regu- 
lations, including the mental, physical 
and financial competence of drivers. It 
is not the business of government to 
insure any more than it is to manufac- 
the cars, the speaker declared. 

Every effort to get government— 
whether it be state or Federal—into the 
insurance business must be resisted, he 
asserted, for “no business is more sus- 
ceptible than insurance to being seized 
upon by proponents of a socialized state 
as an entering wedge for government 
into business of all kinds.” 

Establishment of a state fund to pay 
unsatisfied judgments puts an_ unfair 
burden on motorists who carry auto in- 
surance for it forces these motorists to 
assume the cost of the obligations of the 
uninsured motorists, he explained. 

“It is hoped that in 1955 state legis- 
latures will strengthen the financial re- 
sponsibility type of law that has proved 
its practicability in the American way 
of free enterprise,” the executive said. 

“One means of strengthening these 
laws is to require evidence of financial 
responsibility at all times, not just after 
the first accident. ; 

“Another recent proposal is to inflict 
a penalty of impoundment of his auto- 
mobile, in addition to surrender of his 
driver’s license, upon the financially ir- 
responsible motorist who has an acc 
dent.” 





S. Calif. Junior Surety Assn. 
Holds Election of Officers 


With 33 members present the Junior 
Surety Association of Southern Califor- 
nia recently completed its organization 
with the election of these officers: 
President, J. Thornton McCarthy, Hart- 
ford Accident & Indemnity Co.; vice 
president, Dale Jensen, Glens Falls In- 
demnity Co.; secretary-treasurer, \. MW. 
Steinberger, Continental Casualty Co.; 
Commissioners, Ralph Spencer, Fire 
man’s Fund Indemnity Co., and Thomas 
Burke, U. S. Fidelity & Guaranty Co. 

The constitution formulated at the 
initial meeting was adopted, and the 
first Monday of each month was set * 
the meeting date for the association. 


The objects of the organization are t? 


advancement of its members in know! 
edge and practices of suretyship and to 
support other surety organizations. 
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AETNA C. & S. PROMOTIONS 


Senger New Assistant Secretary; Roos 
Assistant Manager; Wieder Assistant 
Actuary; Warmolts Now Secretary 
Several appointments were announced 
at recent meetings of the Aetna Life 
Affiliated Companies at Hartford. 
‘Lester F. Senger has been appointed 
assistant secretary of Aetna Casualty & 
Surety Co. He entered the insurance 
business in 1934 and joined the Aetna 
in 1943 at the Milwaukee office. He was 
transferred to the Hartford office as 
superintendent of casualty underwriting 
in 1950. 
"Servs A. Roos was named assistant 
manager, payroll audit department, of 
Aetna Casualty & Surety Co. Mr. Roos 
has been with the company for 29 years. 
After field experience, he became chief 
auditor at the Hartford office and in 
1953 returned to the home office as as- 
sistant superintendent, later being ad- 
vanced to superintendent. 

John W. Wieder, Jr., has been named 
assistant actuary of the company. 
graduate of Haverford College, he joined 
the Aetna in 1940 and seven years later 
became a fellow of the Casualty Actu- 
arial Society. 

Ray S. Warmolts was advanced to 
secretary of Aetna Casualty & Surety. 
He attended the University of Wiscon- 
sin and in 1926 joined the Aetna’s Mil- 
waukee office, where he rose to superin- 
tendent of the casualty underwriting 
department. He came to the home office 
executive underwriting department in 
1940 and two years later he was named 
assistant secretary. 








LIABILITY INSURANCE DECISION 





Minnesota Court Holds Defendant Need 
Not Reveal Amount of His Coverage 
Held Before Trial Date 

In a recent split decision the Minne- 
sota Supreme Court held that a person 
involved in an automobile accident does 
not have to reveal the amount of liabil- 
ity insurance he carries before the suit 
goes to court. The majority admitted 
the trial courts of Minnesota “are 
divided on the question.” Justice Thomas 
Gallagher wrote a dissenting opinion. 

The majority opinion held that the 
trial judge was in error in ordering an 
excavation company to produce its in- 
surance policies which the attorneys for 
the plaintiff had asked to see before 
they decided whether to request an out- 
oon settlement or take the case to 
trial. 

The majority said the amount of in- 
surance may be revealed in some cases 
where it would have “evidence value,” 
but not when the sole purpose is to 
determine whether it would be advisable 
to settle out of court. 

Congested court calendars should not 
prompt trial courts to forget the limita- 
tions of the discovery rules in efforts 
to expedite or dispose of lawsuits with- 
out trial, the majority held. 

In his dissent Justice Gallagher said 
that discovery of insurance should be 
permitted in all lawsuits to assure “just, 
speedy and inexpensive determination of 
every action.” 


Ohio Ponders Bills to 


Create Compensation Bureau 


A bill has been introduced in the 
Ohio General Assembly to create a Bu- 
reau of Workmen’s Compensation to re- 
place the Industrial Commission. It 
would be headed by a director with 
cabinet status. 

A bill prepared by Senator Fred W. 
Danner of Akron would provide that 
Service bureaus and other persons who 
handle workmen’s compensation must 
register and report their fees, fee-split- 
Ing and expenses. He said this would 
ring out into the open $5-million yearly 
racket of go-betweens for insured work- 
ers and their employers, before the In- 
dustrial Commission: 

Another bill would provide a penalty 
ol trom $100 to $1,000 for false or mis- 
leading advertising of A. & H. insur- 
ance, with a 90-day suspension of the 
Olending agency. 





Jack C. Hafer New Ass’t 
V.P. of American Casualty 


Jack C. Hafer has been promoted from 
assistant secretary to assistant vice 
president of the American Casualty Co. 
of Reading, Penna., according to an an- 
nouncement by Harold G. Evans, presi- 
dent. Mr. Hafer has been with the com- 
pany for 18 years. 

Starting as a junior underwriter, he 
advanced through the ranks to senior 
underwriter, then supervising under- 
writer for automobile lines and subse- 
quently to manager of the compensa- 
tion and liability underwriting depart- 
ment, which position he still holds. 


ELECTED SURETY ASSN. MEMBER 

The Minneapolis Fire & Marine In- 
surance Co., Hartford, Conn., has been 
elected to membership in the Surety 
Association of America by the associa- 
tion’s executive committee. Three other 
members of the Phoenix of Hartford 
Group—Connecticut Fire Insurance Co., 
Equitable Fire & Marine Insurance Co. 
and Phoenix Insurance Co.—are already 
members of the association, which now 
has a membership of 75 capital stock 
companies engaged in fidelity, forgery 
and surety bond underwriting. 


Large West Coast Bonds 

California Department of Public 
Works has awarded a contract to the 
Griffith Co., Los Angeles, at a price of 
$2,817,520 for the grading and construc- 
tion of bridges on 2.4 miles of the Santa 
Ana freeway. National Surety Corp. is 
surety on the work. 

Morrison-Knudsen Co., Inc., Boise, 
Ida., has been awarded a contract by 
the U. S. Engineers for the grading of 
the S. P. & S. Railway on the Wash- 
ington side of the Columbia River, as 
a part of the Dallas project, at the bid 
price of $2,407,076. Fidelity & Deposit 
is the surety. 





Central Surety and Insurance Corporation 


Centrally 
Located .... 
Serving the 
Nation wesee 


Condensed Financial Statement 


December 31, 


ASSETS 
Cash (in Banks and Offices). 


1954 


$ 939,765.19 





Bonds: 
U. S. Government 
State, County and Municipal 
Federal Banks 
Stocks: 
Public Utilities 
Banks 
Central Surety Fire Corporation... 
Industrial and Miscellaneous 


$ 4,524,072.93 
11,386,044.20 
255,063.74 


16,165,180.87 


674,822.00 
80,442.00 
645,344.37 


164,967.00 1,565,575.37 





Accrued Interest on Investments................. 


Other Assets 
TOTAL ADMITTED ASSETS 


$18,670,521.43 
1,279,397.81 
102,415.79 
134,912.02 





LIABILITIES 


Reserves for Claims and Losses 
Reserves for Unearned Premiums 





Reserves for Taxes and Other Liabilities 
Total Reserves 
Capital 
Surplus 


Surplus to Policyholders.....................-.......-- 


$20,187,247.05 


$ 6,900,899.35 
5,915,680.17 
Total Claim, Loss and Premium Reserves 


$12,816,579.52 
871,548.52 


$13,688,128.04 


$ 2,000,000.00 
4,499,119.01 


uiasiaplenadene $ 6,499,119.01 


$20,187,247.05 


Securities carried at $1,288,430.52 in the above statement are deposited for 


purposes required by law. 


Bonds are carried at amortized values. No bonds were in default either as to 


principal or interest at December 31, 1954. 


HOME OFFICE KANSAS CITY, MISSOURI 
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Five Officers Promoted 
By Mutual of Omaha 


BOARD OF DIRECTORS MEET 








Frank Walton, Howard Dewey, Donald 
J. Schonberg, Durward Ulfers and 
A. W. Randall Advanced 





Five promotions were announced by 
V. J. Skutt, president of Mutual of 
Omaha, after a recent annual meeting of 
the board of directors. Those promoted 
were as follows: ; 

Frank Walton, vice president in 
charge of sales, to executive vice presi- 
dent in charge of foreign operations; 
Howard Dewey, assistant vice president 
of sales, to vice president in charge of 
sales ; Donald J. Schonberg, assistant 
vice president and chief statistician, to 
vice president and chief statistician; 
Durward Ulfers, assistant vice presi- 
dent, to vice president, and Al W. Ran- 
dall, manager of the group department, 
to assistant vice president. 


Walton, Dewey and Schonberg 


Mr. Walton, a native of Grand Rapids, 
Mich., joined the Mutual of Omaha 
Brink agency in Detroit as a represen- 
tative in 1935. He was appointed gen- 
eral agent for Eastern Iowa with head- 
quarters at Waterloo in 1942. He joined 
the home office staff as special assistant 
to the president in September, 1950. He 
was named field director in charge of 
the development of the sales training 
division in March, 1952. In May of the 
following year, he was named vice presi- 
dent in charge of sales. 

Mr. Dewey, born in Fredonia, N. Y., 
was one of the first representatives of 
the Mutual of Omaha Buffalo, N. Y., 
agency, where he joined the company in 
1938. The following year he opened the 
district office in Jamestown, N. Y. In 
1941, he became general agent of the 
Storm Lake, Ia., territory for the Omaha 
company. He came to Omaha in 1951 in 
an advisory capacity to the sales train- 
ing division. He was appointed director 
of sales methods in February, 1954, and 
was named assistant vice president for 
sales in August, 1954. 

Mr. Schonberg was born in Council 
Bluffs. He joined the firm in November, 
1929, as supervisor of the statistical de- 
partment. He was named chief statisti- 
cian in February, 1950, was elected as- 
sistant secretary in December of the 
same year, and in February, 1954, was 
elected assistant vice president in addi- 
tion to his duties as chief statistician. 


Ulfers and Randall 


Mr. Ulfers came to Mutual of Omaha 
as a part-time office boy in 1929. He 
was born in Neola, La. After graduation 
from high school he served as filing 
clerk, claim auditor, underwriter and as 
a supervisor. 

Mr. Randall joined Mutual of Omaha 
in 1941, after graduating from the Uni- 
versity of Nebraska. He served as an 
underwriter until February, 1943, when 
he entered military service. He returned 
in 1946 and was named assistant mana- 
ger of the group department. In March, 
1953, he was promoted to his present 
position as manager. 

President Skutt, in his annual report 
to the board, reported Mutual of 
Om@ha’s 1954 premium income at an all- 
time record high of $136,413,936—an in- 
crease of more than 15% over 1953. The 
directors whose terms expired were re- 
elected, including Dr. Charles W. Mayo 
of the Mayo Clinic, Rochester, Minn. 





Bituminous Casualty 


(Continued from Page 31) 


ize in workmen’s compensation and lia- 
bility, it was stated, and continued ef- 
fort will be made to further diversify 
underwriting among industries other 
than mining. While coal mining cover- 
age once comprised all of Bituminous’ 
business, it now accounts of less than 
10%. 


Producers Keep Close Watch 
On Compulsory Auto Bills 


With the legislative season nearing a 
close in a few weeks the pressure for 
compulsory automobile liability legisla- 
tion is not evident in either New York 
or New Jersey. 

The National Association of Insurance 

3rokers, Inc., in its “Friday Flash” sizes 
up the picture. Noting that “compul- 
sory” in New York and New Jersey has 
taken on a somber tone, its editor says: 

“Assembly Bill 228 in New York, 
which was introduced some time ago, 
would make it a misdemeanor to drive 
without liability insurance or other se- 
curity. Although perhaps appearing in- 
nocuous, it is inconceivable to us that 
under this law the Motor Vehicle De- 
partment would issue automobile reg- 
istrations without first determining 
whether the applicant had insurance or 
other security. Thus, for all intents and 
purposes, it is a compulsory automobile 
insurance law. A_ surprising develop- 
ment concerning this bill was the well 
substantiated rumor that the executive 
committee of the New York State In- 
surance Agents Association has voted to 
back it. 

“In New Jersey, a similar bill (H.B. 
118) has been introduced, but this bill 
goes a step further than the New York 
bill in that it requires certification by 
the applicant of the existence of insur- 
ance at the time of automobile registra- 
tion. The latter bill is being sponsored 
by the American Mutual Alliance and as 
well as a committee calling itself the 
‘Motorists Responsibility Committee.’ 

“This committee recently sent our as- 
sociation a leaflet entitled, “Memoran- 
dum to: Financially Responsible Motor- 
ists of New Jersey,” together with a 
letter seeking the NAIB’s support. The 
leaflet, though not mentioning the par- 
ticular bill by name, stated that the 
legislation, introduced by Representa- 
tives Thomas and Houser, would raise 
the number of financially responsible 
motorists ‘to well over 90%’ and ‘would 
do it without encountering the pitfalls 


OPPOSE REINSURANCE BILLS 


Indiana A. & H. Assn. and Life Under- 
writers Pass Resolution Citing Meas- 
ures as Uneeded and Unworkable 

The Indiana Association of Accident & 
Health Underwriters, and the Indiana 
Life Underwriters Association have 
passed a concurrent resolution opposing 
the health reinsurance bills being sup- 
ported in both houses of Congress by the 
Administration. 

The resolution calls the reinsurance 
scheme unneeded and unworkable and 
charges that it contains inherently the 
threat of Federal control of the insurance 
business, taraditionally a matter of state 
regulation. Further, according to the 
resolution, the bills also contain the 
threat of socialized medicine inasmuch 
as the Government could not reinsure 
health expenses unless it could control 
the cost of hospital and medical care. 

“We regard the promises of the ad- 
ministration that the authority set up by 
the bills was not to seek to control the 
insurance business as equivalent to the 
promises of a motorist to be careful 
while driving 90 miles an hour on an 
ice-covered road,” Francis Davis of 
Marion, president of the Life Under- 
writers Association, declared. “The 
promise may be sincere, but fulfillment 
would be impossible.” 

The two associations have approxi- 
mately 3,000 members among issurance 
agents, managers, and home office ofi- 
cials in Indiana. President of the Ac- 
cident & Health group is Noel liams, 
Business Assurance, Indianapolis. 








that would exist in a standard type of 
‘compulsory financial responsilbility law.’ 

“From all indications, there is very 
little interest among the New York leg- 
islators to pass a compulsory insurance 
law this year. We believe the same is 
true in New Jersey. Therefore, it ap- 
pears that in these two states, the in- 
dustrv has more to fear from its ‘friends’ 
than from its former ‘enemies.’ ” 
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All American Casualty 
Votes 6% Dividend 

CONSTRUCT NEW HOME OFFICE 

E. E. Ballard, Pres., Reports Co. Earn- 


ings $365,000 and Total Premiums 
of $1,221,000 











The approval of a 6% cash dividend 
per share to all stockholders, the an- 
nouncement of ground breaking cere- 
monies for the company’s new home 
office to be located in Fark Ridge, Ill, 
and the decision to enter the life insur. 
ance field within the next. 12 months, 
were the highlights of the recent bo: urd 
of directors’ meeting of the All Ameri- 
can Casualty Co. of Chicago. 


Most Satisfactory Year in History 

Climaxing the most satisfactory year 
in All American’s history, it was em- 
phasized by Ballard, company 
president, that this progress has come 
about in just four years of operation, 
Chartered in 1950, but actually starting 
business in 1951, All American today has 
a capital of $2 000,000 and surplus and 
voluntary reserves for contingencies of 
more than $2,489,000. 

President Ballard reported that for 
the year 1954 All American had earn- 
ings of $365,000 and total premiums of 
$1,221,000. 

While the company is now engaged 
exclusively in w riting A. & H. and hos- 
pitalization policies, it will actively en- 
ter the life insurance business on o;: 
before January, 1956, said Mr. Ballard. 


RATING BUREAU CONFERENCE 
TIRB Gathering in Chicago March 2-4 


to Feature Interview Sessions on 

the Leading Forms of Coverage 

The annual underwriting conference of 
the Transportation Insurance Rating 
Bureau has been announced for March 
2-4 at Chicago’s Edgewater Beach 
Hotel. About 150 inland marine and 
multiple line underwriters of the 130 
member and subscriber companies of the 
TIRB are expected to be in attendance. 
The rating bureau represents leading 
mutual insurance companies, with W. H. 
Rodda secretary. 

Featured will be interview sessions. 
At Wednesday afternoon’s session there 
will be in attendance representatives of 
four musical instrument manufacturers 
who will be interviewed by a panel of 
underwriters’ regarding the susceptibility 
to damage of various types of musical 
instruments and the problems involved in 
repairing damaged instruments. Thurs- 
day afternoon’s session will feature an 
interview with representatives of credit 
reporting companies regarding the most 
effective use of credit reports by insur- 
ance company underwriters, 

A half day’s session will be devoted 
to discussign of homeowners’ policies, 
with particular attention to the com- 
prehensive personal liability exposure, 
the theft coverage of the policies, and 
the problems involved in the “all physi- 
cal loss” extension of the homeowners’ 
policies. Other problems to be discussed 
will be moral hazard losses, exposure of 
the companies to flood hazards under 
inland marine policies, problems in w rit- 
ing transportation coverages, methods o 
meeting competition from retailers pack- 
age policies, and a “quickie session 
featuring short talks on current under- 
writing problems. 

Opportunity will be given for expres- 
sion of opinion from the floor at all 
sessions. Frank interchange of informa- 
tion has been a feature of previous 
conferences, and indications are that 
underwriters again this year will bring 
their problems and opinions into the 
open at this meeting. 


NAMED AS JUNIOR EXECUTIVES 

Three men have been named junior 
executives of Lumbermens Mutual Cas- 
ualty & and affiliated Kemper compa nies. 
They are James A. Allan, home office 
claim examiner; Richard R. De Mark, in 
charge of national advertising, and Wil- 
lian H. Rothermel, a member of the busi- 
ness extension department. 
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IOWA BILLS ON INSURANCE 





Retaliatory Tax Measure; Unfair Trade 

Practices Act; Life & A. & H. Group 

Ins. Law 

The House insurance committee in the 
Iowa legislature have brought out four 
pills as committee measures including 
4 retaliatory tax bill while another indi- 
vidual bill was introduced to prohibit 
misleading advertising. 

The retaliatory tax bill (HF335) had 
heen recommended by Gov. Leo Hoegh 
in his budget message and would bring 
in approximately $400,000 a year in state 
revenue. The state had a similar law 
but it was repealed in 1945 when it was 
feared such a law would encourage Fed- 
eral intervention. 

At the present time 16 states have 
higher premium tax on life insurance 
companies and 28 states ‘have higher 
taxes on fire or casualty companies. Iowa 
also has a flat 2% premium tax. 

HF332 brought out by the committee 
was labeled as an unfair trade practices 
act and would regulate the insurance 
business in Iowa in accordance with Pub- 
lic Law 15. The measure defines prac- 
tices which would constitute unfair meth- 
ods of competition or unfair or deceptive 
acts and prohibit same in the state. 

HF333 would bring the group insur- 
ance laws, both life and A.&H., into 
conformity with the group life insurance 
definition and standard provisions as 
recommended by the National Associa- 
tion of Insurance Commissioners. 

HF334 would permit life insurance 
companies to make loans secured by 
mortgages, leaseholds, purchase contracts, 
or lease purchase contracts to any gov- 
ernmental body qualifying under the act. 

Rep. Eugene Halling, Rep., of Orient, 
fled HF378 which would prohibit any 
misleading advertising by A. & H. com- 
panies. .It provides that all advertising 
of benefits must include all of the quali- 
fications and restrictions in the policies. 





Schaffner Celebrates 25 Yrs. 
With Hartford A. & I. 


Harold Schaffner, an attorney with the 
New York office of the Hartford Acci- 
dent & Indemnity Co., will celebrate his 
23th anniversary with the company on 
March 1. 

A native of New York City, Mr. 
Schaffner attended the College of the 
City of New York and was graduated 
from St. John’s Law School, Brooklyn, 
in 1928. Before joining. the Hartford 
Accident, he was employed by a New 
York law firm. if 

Mr. Schaffner is a member of the New 
York State and Queens County Bar 
Associations, Metropolitan Trial Law- 
yers Association and the Seawanhaka 
Lodge, AF & AM. During World War 
108 Mr. Schaffner was a member of the 
Selective Service Advisory Board and 
served as a U. S. Government Appeal 
Agent from 1942 to 1945. 





Teipel Heads Toledo Agents 


Carl C, Teipel, Jr, has been elected 
1955 president of Toledo, O., Association 
of Insurance Agents. Other officers are 
Willis H. Walker, first vice president; 
Charles F, Smith, second vice president, 
and Howard W. Adkins, secretary and 
treasurer. 

The board of directors is made up of 
Jon K. Hemsoth, chairman; Donald 
Jackson, Arthur Starr, Mr. Walker, 
Walter Senn, Mr. Smith, Mr. Teipel, 
Charles Spross and Mrs. Lucy McClin- 


tock. 





ROBERT W. NELSON DIES 
Funeral services for the late Robert 
Lf Nelson, resident secretary at the 
fome Insurance Co.’s Columbus, O. of- 
fice, were held February 14 in Columbus. 
Mr. Nelson, who died February 11, 
Served with the Home for 34 years. He 
joined the company’s Columbus office as 
4 special agent in 1921, later serving as 
Ganager of the Home’s service office in 

eveland. In 1939 he was transferred to 
~olumbus, as associate state agent and 
in 1951 was made manager of that office. 





TO HEAR DR. NADLER MAR. 3 


Insurance Section of N. Y. Board of 
Trade to Attend Luncheon at Which 
Hanover Bank Economist Will Speak 
The entire membership of the Insur- 
ance Section of the New York Board of 
Trade, Inc., has been invited to attend a 
luncheon on March 3 at the Bankers 
Club, New York, to hear comments by 
Dr. Marcus Nadler, consulting economist 
to the Hanover Bank, on the value of 
insurance as an important factor in the 
continuing economic growth of this coun- 

try. 
From acceptance received so far it ap- 


CANADA HIGHWAY SAFETY MEET 

The first National Highway Safety 
Conference in Canada will be sponsored 
by the Canadian Good Roads Associa- 
tion in Ottawa on May 24-26. Brooke 
Claxon, vice president of the Metropoli- 
tan Life and formerly Canada’s Minister 
of National Defense, will be general 
chairman of this conference. 





pears to be a popular meeting for not only 
those directly engaged in insurance, but 
several officers and directors of the New 
York Board of Trade, Inc., expect to 
attend. 


Canada Reports Decrease 
In Motor Vehicle Mishaps 


Reports from all parts of Canada ex- 
cept Quebec show that in the first three- 
quarters of last year fewer Canadians 
were killed and injured in motor vehicle 
accidents than in the same period of 
1953, Canadian Government reports. 
There were 100,557 accidents reported to 
police across the nation in this period 


or 2,252 less than in 1953. 



















IT’S A $2.5 BILLION MARKET! 
We'll be glad to prove the sales advantages of 
our policy .. . glad to have our field man sur- 
vey your personal lines for best prospects. 
Our tested sales kit for the Homeowners Policy 
helps our agents sell it! Get your share of this 
profitable business! Remember, it’s good busi- 
ness insurance for your business! 


Contact our nearest branch 
shown at the right—and 
profit through packaging! 


*not yet available in some states 
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Powell Optimistic on 
Outlook for 55 Growth 


REPORTS ON LOYAL’S 1954 GAINS 





Premium Income of Boston Co. Topped 
$6,000,000; Capital and Surplus 
$8,295,545 at Year-End 





Loyal Protective Life of Boston, which 
has been writing non-cancellable sick- 
ness and accident insurance since the 
1920’s topped $6,000,000 in premium in- 
come last year for life and A. & H. 
insurance combined. In his annual re- 
port to stockholders President John M. 
Powell said that “while the gain from 
premiums after policy payments, re- 
serves and expenses of approximately 
$626,000 was lower by about $66,000 than 
in 1953, this result was nevertheless very 
pleasing.” 

Mr. Powell reported that market value 
of investments as compared to book 
value increased by over $400,000 last 
year, all of which was set aside in the 
security valuation reserve. This has been 
done as a matter of conservatism, he 
explained, “although only about 78% 
would be required by Insurance Depart- 
ment regulations.” 

Net investment income of the com- 
pany after the required deductions for 
increased reserves and other require- 
ments stood at $275,557, an increase of 
$47,00U over 1953. The gross rate of re- 
turn on investments, said Mr. Powell, 
was 3.49% compared with 3.44% the 
previous year, and net return after in- 
vestment expenses was 3.15% compared 
with 3.04%. 

Dividends — to 
$174,000. 

At the year-end capital and surplus 
stood at $8,295,545 compared with $7,- 
563,321 as of December 31, 1953. Admit- 
ted assets advanced to $19,823,773. 
Entering Seventh Decade of Operations 

As the Loyal enters its seventh decade 
of operations Mr. Powell told the stock- 
holders: “We look forward with opti- 
mism as to the service your company 
can render. We are now making further 
liberalizations in policy provisions and 
reductions in premiums are being placed 
into effect on a substantial number of 
policy forms where studies show this to 
be advisable. While these changes must 
be expected to have some bearing on 
earnings over the next few years, par- 
ticularly as the percentage of such busi- 


stockholders totaled 





RECOMMEND COMP. REVISION 
Gov. Williams of Michigan Asks Reor- 


ganization of Compensation Commis- 

sion and Simplification of Laws 

The Michigan legislature has received 
a special message from Gov. G. Mennen 
Williams embodying a report of a spe- 
cial study commission which recom- 
mends a complete reorganization of the 
workmen’s compensation commission and 
a revision and simplification of the 
compensation law. The work has not 
been completed, however, and the com- 
mission intends to devote more time to 
reviewing questions of coverage, bene- 
fits, medical provisions, insurance, re- 
habilitation and other related matters. 

Separation of administrative and ju- 
dicial functions of the commission was 
advised. It was recommended that a 
director be designated to have general 
supervision of the commission’s opera- 
tions and that an appeal board be cre- 
ated consisting of three full-time mem- 
bers, two of whom would be attorneys. 
The director would receive a $13,500 
annual salary and the board members 
$12,500 each. 

Deputy commissioners would be made 
hearing referees to consider and decide 
disputed cases. At least one additional 
referee is needed. 

Separate offices are also needed, the 
study group decided, in the upper pen- 
insula and in Detroit to facilitate opera- 
tion of the law and to help eliminate 
lengthy delays now attributed to admin- 
istrative and procedural requirements. 

The study commission is headed by 
Theodore P. Ryan, a member of the 
present commission, 








ness on the books increases, we see no 
reason to believe this step should have 
any great effect on surplus earnings for 
1955. 

“The changes, however, should be of 
material help in further developing an 
agency force, and in the growth of the 
company. We hope that in due course 
the increased volume will at least offset 
a possible lower rate of earnings.” 

Mr. Powell noted that not only health 
conditions but economic conditions in 
general affect substantially the finan- 
cial operations of sickness and accident 
insurance. They have a positive effect 
when they are good and a_ negative 
effect when they are bad. “We feel that 
we should be optimistic as regards these 
factors for the future,” he remarked, 
“but clearly they are matters beyond 
our knowledge or control.” 





LOWER AUTO RATES IN GA. 





State Farm Mutual Auto Gives Biggest 
Reduction on Collision; Save $200,- 
000 Annually for Members 
Lower auto insurance rates for most 
of its more than 85,000 Georgia policy- 
holders were announced recently by 
State Farm Mutual Automobile of 
Bloomington, Ill. The new rates became 

effective February 14. 
The new rate schedule will save pres- 
ent State Farm members in Georgia a 


total of more than $200,000 yearly. Big- 
gest reductions are on collision insur- 
ance. These rates are cut 20% on $100 
deductible coverage, and 10% on all other 
types, except for cuts of 14% and 3%, 
respectively, in that part of Fulton Coun- 
ty outside of metropolitan Atlanta. Pol- 
icyholders in the latter area receive 
a reduction 22%4% in the cost of compre- 
hensive and a 5% increase on liability 
insurance. 


Stockholders to Vote March 3 
On Increase in Capital 


A special meeting of the stockholders 
of American Automobile Insurance Co. 
has been called for March 3 for the 
purpose of approving an increase in the 
company’s capital, 





It is planned to give stockholders 
rights to purchase 250,000 additional 
shares, on the basis of one additional 


share for each six shares held, thus in- 
creasing the company’s capitalization 
from 1,500,000 to 1,750,000 shares. The 
date and terms of the offering are to 
be fixed by the board of directors at a 
later date. 

The company and its subsidiaries have 
been expanding their activities, particu- 
larly in the fire insurance and the fidel- 
ity and surety lines and the additional 
capital is needed in order that this 
growth and expansion may be continued. 








He’s your problem 


Sure protection against theft loss is found only in INSURANCE. In 


guarding business risks against crime loss, look into the unusually flex- 


ible theft insurance programs offered by 


“American Casualty”. There’s 


the “M” policy which allows 10 different types of coverages to be writ- 


ten with just one policy. There’s the “MSM” (Money, Securities and 


Merchandise) which we call a baby 3-D, for the small business outfit. 


Then there’s the 3-D in which total theft insurance is expressed in one 


policy. These, and others, allow you to write a tailor-made crime insur- 


ance program for any risk—large or small—individual or business. 


American Casualty Company 


READING, 


PENNSYLVANIA 


Since 1902 
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SHELBY MUTUAL MARKS 75 yrs, 





Premium Volume Increased by Ove; 
$1,000,000 in 1954; Surplus $4,381,539 
as of January 1, 1955 

Shelby Mutual Insurance Co. whose 
name was recently changed from Shelby 
Mutual Casualty Co., celebrated its 75th 
anniversary on February 5. In recognj- 
tion of this milestone the company 
mailed to its agents and distributed 
among company personnel a brief his- 
tory of the past 75 years. 

In sketching the history of the com. 
pany at a meeting of all home office 
employes, President J. J. Crum paid 
tribute to two individuals who con- 
tributed much to the early growth of 
Shelby Mutual. Col. Henry Wentz, first 
secretary, was for many years the mov- 
ing spirit in the organization. In 1912 
he brought L. A. Dennis into the com- 
pany to do field work and to look after 
claims. 

Elected to the board of directors in 
1915, Mr. Dennis was made secretary of 
the company in 1918 when Mr. Wentz 
became president. From 1928 to 1947 
Mr. Dennis served as president and gen- 
eral manager, retiring from the presi- 
dency in 1947 to become chairman of 
the board. 

J. J. Crum served as secretary from 
1928 to 1947 when he was elected presi- 
dent. G. S. Dennis has been treasurer 
since 1928. L. M. Dunathan is secretary. 

Its 75th year in business was a good 
one for the Shelby Mutual. Premium 
volume increased by well over $1,000,000: 
assets stood at $20,495,728 as of Janu- 
ary 1, 1955, and surplus had climbed to 
$4,381,539. Looking to the future Presi- 
dent Crum predicted that bv 1980 when 
the company reaches its 100th anniver- 
sarv, assets would be four or five times 
those shown on the current company 
statement. 





Nat’! Auto & Casualty 


Suspension Order Canceled 

California Insurance Commissioner 
Tohn R. Maloney in his recent order, 
filed with the Superior Court in Los 
Angeles, dismissed the 10-vear-old suit 
against the National Automobile & 
Casualty Insurance Co., and_ therebv 
canceled the order of suspension issued 
in 1946. After reciting in the order 
that the company in 1945 was charged 
with settling workmen’s compensation 
insurance claims for less than the 
amounts due and compelling claimants 
to accept less than the amounts due or 
resort to litigation, Mr. Maloney says 
in the main: 

The Superior Court found that the 
Insurance Commissioner had failed to 
comply with the mandatory procedual 
requirements of the Administrative Pro- 
cedure Act, effective September 15, 1945, 
and that failure “went to the jurisdic- 
tion of the proceedings” and that the 
deputy and the Commissioner were with- 
out jurisdiction. Also that the court 
entered judgment, ordering the Com- 
missioner to set aside the order of sus- 
pension. The District Court of Appeal 
affirmed the judgment, but modified it 
by adding thereto: 

“The matter of the order to show 
cause is remanded to the Commissioner 
for his consideration as to further pro- 
ceedings, if anv, in the light of the 
findings and judgment of the Court.” 

The order then goes on to say that 
exploration by counsel for the Commis- 
sioner and counsel for the respondent 
subsequent to the decision of the Dis- 
trict Court of Appeals of reopening 
claims cases showed such a course to be 
impracticable because . . . a long period 
of time and the difficulties in locating 
claimants and witnesses, and subsequent 
examinations of the company do not 
disclose practice af the kind set forth 
in the findings of the presiding deputy: 
In the light of circumstances presently 
obtaining it appears to the Commis: 
sioner that the ends of justice will no! 
be served by the continuance thereot. 





ance 
he vi 
med 
nate 
ot $ 
sura 
pers 
for 1 
polic 
affor 
cide: 
with 
tions 
With 
liabil 
liabil 
ticip: 
risks 
such 
appli 
boot} 
emp] 


Ho 
As 





5, 1955 


—_— 


'S YRS, 


y Over 
81,539 


_ whose 
Shelby 
its 75th 
ecogni- 
ompany 
tributed 
ief his- 


fe com- 
e office 
Nn paid 
O con- 
wth of 
tz, first 
e€ moy- 
fn 1912 


e com- 
k after 


tors in 
tary of 
Wentz 
o 1947 
id gen- 
presi- 
nan of 


y from 
presi- 
sasurer 
retary. 
a good 
‘emium 
100,000 ; 
Janu- 
bed to 
Presi- 
) when 
iniver- 
- times 
mpany 


celed 


sioner 
order, 
n Los 
d suit 
ile & 
1erebv 
issued 
order 
1arged 
sation 
1 the 
mants 
lue or 
- Says 


t the 
ed to 
cedual 
» Pro- 
, 1945, 
risdic- 
it the 
with- 
court 
Com- 
f sus- 





February 25, 1955 





Page 37 











Liability Limits Extended 


(Continued from Page 31) 


plicable for coverage of $5,000/$25,000 
limits are retained. However, for the 
underground hazard, identified by the 
letter “u” on the manual rate pages, it 
has been necessary to increase the rates 
substantially because of extremely ad- 
verse experience. 

Although the basic limit of liability 
per accident is increased there is no 
change in the applicable property dam- 
age minimum premiums except for man- 
ufacturers’ and contractors’ liability in- 
surance. For this form of insurance 
minimum premiums are increased $2.50. 

Because of the increase in the basic 
limit of liability from $1,000 to $5,000 
per accident it was necessary to revise 
downward the discount percentages ap- 
plicable to property damage deductible 
liability insurance. 

The need for extending basic limits 
arose from the increase in property 
values and loss costs over recent years. 
The fact that the great majority of poli- 
cies for property damage liability other 
than automobile are written for limits 
of at least $5,000 indicates that under 
present conditions a minimum coverage 
of $5,000 is in the public interest. 


Increased Limits Tables 


The increase in the basic limit per 
accident required that changes be made 
in both of the property damage in- 
creased limits tables because hereafter 
they will apply to rates for $5,000 per 
accident rather than $1,000 and, where 
applicable, an aggregate limit of $25,000 
instead of $10,000. Also there are now 
three tables, instead of two tables as 
before, with the third table applying to 
product property damage liability in- 
surance. Because the excess limits ex- 
perience for product property damage 
liability insurance has been very un- 
favorable it was necessary to establish 
a separate increased limits table for this 
coverage. 

Storekeepers’ Liability Rate Revision 

Revised rates for storekeepers’ liabil- 
ity insurance are effective in all states, 
except Oklahoma, and also in the Dis- 
trict of Columbia, Alaska, Hawaii and 
Puerto Rico. The effective date was 
February 23 except that in Hawaii it is 
March 1 and in Texas, March 23. 

The changes in storekeepers’ liability 

insurance rates result in an average re- 
duction of approximately 11% country- 
wide. The rate changes vary by classi- 
fication and rate territory. Rates for 
some classifications are reduced and 
rates for others are increased. Rate 
territories are identical with those for 
owners’, landlords’ and tenants’ liability 
insurance. 
_ These changes in storekeepers’ liabil- 
ity insurance rates were necessary be- 
cause of revisions that have been made 
in recent months in the bodily injury 
rates for owners’, landlords’ and_ten- 
ants’ liability insurance and product lia- 
bility insurance. 

Storekeepers’ liability insurance cov- 
erage for retail store risks cuts across 
Separate kinds of general liability insur- 
ance. It provides general liability, both 
hodily injury and property damage, and 
medical payments insurance for desig- 
nated premises with a basic singe limit 
of $10,000 per accident for liability in- 
surance and basic limits of $250 per 
Person subject to $10,000 per accident 
tor medical payments insurance. In one 
policy, storekeepers’ liability insurance 
affords coverage for store premises, in- 
cidental premises if used in connection 
with the insured premises, and opera- 
tions necessary or incidental thereto, 
With coverage also included for product 
liability, for those kinds of contractual 
liability agreements which may be an- 
icipated in connection with retail store 
risks, and for sundry other exposures 
such as advertising signs, equipment or 
appliances owned or rented to others, 
booths, exhibits, athletic teams, and 
employe entertainments and meetings. 
Hospital Professional Liability Rate 

Revision 
As part of a countrywide revision, 


hospital professional liability insurance 
manual rates and minimum premiums 
are increased in Ala., Ariz. Ark., Calif., 
Colo., Conn., Del., Fla. Ga. Ida., Ind., 
Kans., Me., Md., Mich., Minn., Mont. 
Neb., Nev., N. H., N. J., N. Mex. N. C., 
N. D., Ohio, Ore., S. D., Tex., Utah, Vt., 
Va., W. Va., Wisc. and Wyo., and also 
in the D, of C., Alaska and Puerto Rico. 

Manual rates remain unchanged but 
minimum premiums are increased in Ky., 
Mass., Mo., Penna. R. I. and S. Cx 
these six states comprise rate Territory 
4 where it was not necessary to revise 
rates. ; 

Changes in rates and minimum pre- 


miums were effective February 23 ex- 
cept in Texas where the effective date 
is March 23. Manual rate changes, 
where effective, produce an average in- 
crease of approximately 26% country- 
wide, Hospital professional liability rate 
revisions are pending in other states. 


JAMES CAHILL CONVALESCING 
James M. Cahill, secretary, National 
Bureau of Casualty Underwriters, is 
convalescing from a recent operation 
at his ‘home—6 Balfour Lane, Ramsay, 
N. J. He is making good progress and 
expects to be back at the office on 
or about March 1. 
















Standard Appoints Three 
Ass’t V.P.’s in Bond Dept. 


Standard Accident, Detroit, and_ its 
affiliate, Planet, have announced the ap- 
pointment of three assistant vice presi- 
dents in the companies’ home office 
bond departments. 

W. L. Alexander, executive secretary 
in charge of bond claims; W. J. Nichols, 
executive secretary in charge of fidelity 
and public official bond underwriting, 
and W. W. Peterson, executive secre- 
tary in charge of contract bonds, have 
been advanced to these new posts. 
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Zurich-American Cos. to 
Open Jackson Branch Office 


The Zurich-American Insurance Com- 
panies will open a branch office in the 
Deposit Guaranty Bank Building, Jack- 


son, Miss., March 1, to process and 
service all business originating in the 
state. 


For the past seven years the Zurich- 
American Companies have been repre- 
sented in Mississippi by J. D. Helms, 
general agent, with whose cooperation 
and assistance the arrangements for the 
new branch office were developed. Branch 
manager will be E. Don Moore, a native 
Mississippian, who has been superin- 
tendent of lz uims for Zurich-American 
in the state since 1951. 

Frank Fowler, a Zurich-American st = 
member for the past six years, will be 
in charge of underwriting. William 
Clark, a claim representative of the 
companies in Mississippi since 1953, will 
be superintendent of claims in the new 
office. 





Crown Appoints R. C. Dowsett 

At the annual meeting of the Crown 
Life of Toronto, R. C. Dowsett was ap- 
pointed assistant actuary. 


State Farm Premiums in 1954 
Were $214,376,779 on Auto 


Auto insurance premiums earned by 
State Farm Mutual, Bloomington, IIl., in 
1954, were $202,391,640, the company’s 
annual statement reveals. 

The company’s net ‘premiums and 
membership fees written in 1954 were 
$214,376,779 for all lines, up more than 
$23 12.1%. On an earned 
premiums basis the increase was over 
$28 million, or 15.8%, to a total of 
$206,077,861. 

A favorable turn in loss experience 
produced an underwriting gain for the 
year of $25,536,433. As a consequence, 
State Farm Mutual reduced rates in 28 
states during 1954, and has a further rate 
revision program under way for 1955. 

Investment operations were also satis- 
factory. Investment income of $6,461,893 
was augmented by realized gains of 
$176,497 and unrealized appreciation of 
$2,481,704. Dividends to policyholders 
(paid only in states where rates are 


million, or 
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fixed by state authorities) were $2, 
652,007. 

Assets at year end were $287,989,594, up 
$47,815,580 over 1953. Surplus to protect 
policyholders reached $105,285,397, an in- 
crease of $23,478,500. The company added 
$2,000,000 to a special reserve for infla- 
tionary trends, which now stands at 
$10,000,000. A special reserve of $2,467,- 
740 was set up for unrealized gain on 
investments. 

Losses incurred in 1954 were $99,186,- 
476. Loss reserves, case basis, now total 
$61,953,238. Additional voluntary liability 
loss reserves of $13,830,000 and a reserve 
of $22,047,202 for loss adjustment ex- 
penses were carried at year end. Loss 
adjustment expenses, incurred basis, to- 
taled $34,022,875, while underwriting ex- 
penses were $47,332,077. Unearned pre- 
miums at year end were $60,200,383. 





L. F. Edwards, Jr., Appointed 
Production Mgr. at Phila. 


L. F. Edwards Jr., has been appointed 
production manager of the Philadel- 
phia office of Lumbermens Mutual 
Casualty and affiliated companies in 
the Kemper Group. He succeeds L. C. 
Devereaux who held the position for 
20 years. Mr. Devereaux resigned to 
become president and treasurer of the 
Haviland Mutual Insurance Agency, 
Inc., Roanoke, Va. 

Mr. Edwards joined the Kemper or- 
ganization in July, 1940, as an under- 
writer. He later’ served as district 
manager and became assistant manager 
of the production department of the 
Philadelphia office in November, 1952. 
He was graduated from Pennsylvania 
State College in 1940. 


E. J. Uhler New Agency Sih 
Of Fidelity & Casualty 





Fabian Bachrach 
EDWARD J. UHLER 


President Frank A. Christensen of the 
America Fore Insurance Group an- 
nounced the appointment of Edward J. 
Uhler as agency superintendent of the 
Fidelity & Casualty Co. of New York, 
one of the member companies of the 
group. 

A native of Philadelphia, Pa, Mr. 
Uhler attended Wharton School of the 
University of Pennsylvania. He joined 
Fidelity & Casualty in 1937 as a special 
agent and later served as casualty su- 
perintendent in the Philadelphia branch 
office. He transferred to the agency de- 
partment at the home office in New 
York in 1946. 
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Monarch’s Total Gross 
Income Rises 12.7% 


1954 RESULTS SET NEW RECORDS 


Individual H.& A. Prems. Were $3,306,266 ; 
New Ordinary Paid-for Life In- 
creases 18.2% Over 1953 








New records in practically every phase 
of company activity were reported to 
stockholders of Monarch Life, Spring- 
field, Mass., by Clyde W. Young, chair- 
man of the board, and President Frank 
S. Vanderbrouk. Their joint report was 
issued at the recent annual meeting. 

Monarch’s total gross income attained 
ahigh of $23,798,456 compared with $21,- 
115485 in 1953, an increase of 12.7%. 
Payments to policyholders and _bene- 
ficiaries during 1954 exceeded those in 
any previous year, totaling $8,425,270. 

Yearly premiums on new _ individual 
health and accident business were $3,- 
306,200, 16.1% more than in 1953. The 
average yearly premium on health and 
accident was $107.56, against $99.44 for 
the previous year. 

New Ordinary life insurance paid-for 
totaled $58,012,172 compared with $49,- 
071,355 in 1953, up 18.2%. The average 
life policy was $6,211. In 1953 it was 


pU,ULO, 


$15,225,649 H. & A. Premiums In Force 


Health and accident premiums in 
force, including group and employe, 
amounted on a yearly basis to $15,225,- 
(49, an increase of 10. 5% over 1953. Life 
insurance in force, including group and 
employe, totaled $281 ,239,376, represent- 
ing a 15.5% increase. 

The report stated that equally impor- 
tant advances were made in the quality 
of the insurance protection which Mon- 
arch offers. 

Among these advances the report cited 
reductions in life insurance and disabil- 
ity waiver premiums, a liberalized double 
indemnity provision, and a new benefit 
providing disability income to age 65, 
available for inclusion in life insurance 
policies. 

Premium rates for health and accident 
insurance were generally revised and, at 
the younger ages, significantly reduced. 
Also in 1954, a new major medical ex- 
pense policy was introduced, unique in 
that it was the first such policy to be 
offered by any company that guaran- 
teed the insured the right of renewal 
up to age 65. 


$6,867,387 H. & A. Claim Payments 


Payments of 46,561 claims under 
health and accident contracts amounted 
to $6,867,387, while payments under life 
insurance contracts came to $1,548,759. 
Since organization, Monarch has _ paid 
policyholders and beneficiaries a total of 
$84,649,344 

During 1954, Monarch became a rein- 
surer in the new group life insurance 
Program for employes of the Federal 
government. The report pointed out 
that this program is unusual because it 
utilizes existing private facilities instead 
of establishing an additional government 
bureau to administer the insurance bene- 
ts. 

Assets amounted to $52,300,438, com- 
Pared with $45,015,569 in 1953. This in- 
crease of $7,284,868 is the largest in- 
crease in Monarch’s history. The com- 
Pany has $123.15 of assets for each $100 
of lial bilities, a margin of safety equaled 
Y very few companies. 

he report pointed to the increased 


(Continued on Page 41) 





American United Now 
Offers Major Med. Plan 


SET UP BY T. T. McCLINTOCK 


Sold to Individuals and Families; Pre- 
existing Conditions Rated, Not Ex- 
cluded; $7,500 Maximum Benefit 


American United Life, Indianapolis, 
Ind., recently made public its “catas- 
trophe” health insurance plan. The new 
program was developed by Theodore T. 
McC lintock, now with ~~ company, w ho 
has been in life and A. & H. insurance 
business 28 years, both in the direct and 
reinsurance fields. 

In its new major medical program, 
American United will not refuse solely 
on the basis of a change in the physical 
condition of any person after he is in- 
sured. Pre-existing conditions are rated, 
not excluded. 

After a $500 deductible, the plan pays 
three-fourths of eligible expense, up to 
a maximum benefit of $7,500. Eligible 
expense begins 60 days before hospital! 
confinement and continues six months 
after release from the hospital. 

The insurance is sold to individuals 
or entire families. A husband and wife 
in their early 30’s can be insured for 
about $65. All children in the family, 
regardless of number, can be covered 
for an additional $15. 

In case of an accident injuring more 
than one covered member of a family at 
the same time, the family pays only one 
$500 deductible, but each member of the 
family is protected up to a $7,500 bene- 
fit if needed. 


No Special Limitations for Types 

of Surgery 

There are no specially limited and 
stated allowances for certain types of 
surgery or coverage limits regarding the 
number of days in the hospital. 

Two or more successive hospital con- 
finements for the same cause separated 
by an interval of less than six months 
count as one hospital confinement and 
only one deductible is applied. 

Mr. McClintock started his career 
with Lincoln National Life at Ft. 
Wayne, in 1927. From 1947 to 1953, he 
was with Fidelity Health & Accident 
Mutual at Benton Harbor, Mich., where 

















our future advertisements. 
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P rowdy W. SSohscvibe 


We’re glad to join with our company—National Cas- 
ualty — and other leading companies and agencies in 
subscribing to the 10-point Code of Ethics adopted by 
the directors of the producers’ organization—The Inter- 
national Association of A. & H. Underwriters. 


Point 1 of this code, as follows, reflects our constant 
attitude in handling the A. & H. and hospitalization busi- 
ness of our brokers and agents: 


“To hold the selling of Accident and Health insur- 
ance as a profession and a public trust, and to do all 
in our power to maintain its prestige.” 


Other points in the Code of Ethics will be discussed in 


R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


NAIC to Prepare Brief 
On FTC Jurisdiction 


DECIDED AT NEW YORK MEETING 





Knowlton Says Special Committee’s 
Authority Limited to This Specific 
Job; to Meet Again Soon 





Commissioner Donald Knowlton, New 
Hampshire, NAIC president and chair- 
man of its special committee studying 
the question of FTC jurisdiction, made 
some clarifying comments to The East- 
ern Underwriter following the meeting 
of his committee in New York, Feb- 
ruary 16. 

Mr. Knowlton pointed out that the 
concept of what the committee was or- 
ganized for has been misinterpreted. 
Its New York conference was not called 
to propose remedial legislation or to 
preclude the incursion of the Federal 
Trade Commission in the A. & H. or 
any other branch of the business, but 
rather to reach a decision on the prep- 
aration of a legal brief setting forth 
NAIC’s position on FTC jurisdiction. 

“We have decided,” said Mr. Knowl- 
ton, “to have counsel make a draft of 
such a brief which will be sent to each 
member of our special committee for 
criticism. Then we will get together 
again in three or four weeks and _ pol- 
ish it up. We did consider the ques- 
tion of what, if any, action we should 
take on fair trade and practices laws 
and better control of advertising prac- 
tices on a state level. However, we de- 
cided that this matter did not come 
within the purview of authority of our 
committee. This whole subject will come 
up at NAIC’s annual meeting in June.” 

Conferring with Commissioner Knowl- 
ton were the following Commissioners 
who are members of the committee: 
Thomas R. Pansing, Nebraska; Joseph 
A. Navarre, Michigan; Wade O. Mar- 
tin, Jr., Louisiana; also former Superin- 
tendent Alfred J. Bohlinger, New York, 
and former Commissioner W. Ellery 
Allyn, Connecticut. 





CALLAHAN AND COURSEY TALK 

Tom Callahan, chairman of the board 
of the International Association of Ac- 
cident & Health Underwriters, and Wil- 
liam Coursey, managing director, gave 
addresses February 18 before the Louis- 
ville Association of Accident & Health 
Underwriters at the Kentucky Hotel, 
Louisville, 





he helped develop a life insurance pro- 
gram and assisted in the conversion from 
a casualty to a life company. 
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Hennessey Elected Board 
Chairman of Craftsman 


HAYES FIRST VICE PRESIDENT 
E. A. Ford Assistant Secretary; Approve 
2% for 1 Common Stock Split; 
Assets Rise 22% Over 1953 





Walter R. Hennessey, associated with 
the Craftsman Insurance Co., Boston, 
for nine years and a director for the 
past two years, was elected to the 


Boris, Boston 


HENNESSEY 


WALTER R. 


newly created position of chairman of 
the board of its annual meeting. Charles 
M. Hayes, who joined the company over 
25 years ago was elected first vice presi- 
dent, also a new position. Elwood A, 
Ford, chief underwriter, was appointed 
assistant secretary. 

Stockholders of Craftsman approved 
at this meeting a 24 for one stock split 
on the outstanding common stock, in- 
creasing the authorized common from 
8,000 to 20,000 shares. The shares, for- 
merly $25 par value, will have a par 
value of $10 per share. Craftsman is 
one of the largest exclusive underwriters 
of individual A. & H. insurance in New 
England. 

1954 Most Successful Year 

President William I. Newton said that 
1954 represented the most successful 
year in the history of the nearly 50-year 
old insurance firm, and he promised that 
Craftsman will “continue its forward 
movement in a conservative and intelli- 
gent manner in 1955 and the years 
ahead.” 

Mr. Newton pointed out that admit- 
ted assets for 1954 totaled $2,257,672, a 
gain of nearly 22% over the 1953 figure 
of $1,853,608. Net premiums written in 
1954 were $5,575,105, nearly 7% more 
than the 1953 figure of $5,245,404. 

Underwriting profit in 1954, he said, 
was $250,019, or 4.51% of earned pre- 
miums, compared with $130,828, or 2.49% 
of ez irned premiums, in 1953 ; surplus to 
policyholders was $777,703 in 1954, com- 
pared with $607,948 in 1953. 


McKiernan Vetoes R. I. Cash 


Sickness Law Extension 
Lieutenant Governor John S. McKier- 
nan, while serving as acting governor, 
vetoed recently a Rhode Island bill 
which would have extended provisions 
of the state cash sickness benefits law 
to state employes and provided a method 
by which municipal workers could be 
covered. 

Mr. McKiernan said the measure ap- 
peared not to be “in the best interest 
of the employes of the state” who had 
asked him to disapprove it. Had the 
bill become law, state employes would 
have been required to pay 1%, up to a 
maximum of $3,600 in annual salary. 
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REVISE BUREAU ASSESSMENT 


Member Cos. to Pay Dues Fee of $500 
Effective April 1; Formula Devel- 
oped by Logan Bidle 
Follmann, Jr., general manager 
3ureau of Accident & Health 
Underwriters has announced that the 
bureau. has completely revised its 
method of assessing the costs of operat- 
ing the bureau among its member -com- 


pee 


of the 


panies, The revised basis will become 
effective April 1. 
The revised assessment, which ac- 


knowledges the bureau’s increased pro- 
gram of service to members will more 
equitably distribute the costs of bureau 
operation among the companies. Recog- 
nition of the value to the membership 
of the association’s expanded group in- 
surance and public relations services is 
now reflected in the bureau’s new as- 
sessment charges. 

According to the revised assessment 
formula, developed after a_ four-year 
study by the planning committee under 
the chairmanship of Robert Kk. Metcalf, 
vice president of Connecticut General 
Life, all members will pay a flat dues 
of $500. The remaining charge for bu- 
reau operation will then be determined 
on a member’s assessible premium vol- 
ume from domestic business as stated in 
the company’s annual report and the 
charge made on a proportional distribu- 
individual and 


tion based upon group 
premiums. 

In its report the committee singled 
out Committee-member Logan _ Bidle, 


secretary of the Aetna Life for his ma- 
jor contribution in the development of 
the bureau’s new assessment formula, 

In adopting the new formula and the 
revised assessment, for which a consti- 
tutional change had been voted by the 
membership at the Colorado Springs an- 
nual meeting last September, all Cana- 
dian and foreign premiums are excluded 
from the assessment calculations. 


Would Require Clear Language on Re- 
newals; Propose Rating Bureau for 
Cos.; Field Investigations 

Several new bills introduced in the 
North Carolina legislature are geared to 
affect companies writing A. & H. poli- 


cies in that state. These measures 
would: 
Give the state Insurance Commis- 


sioner authority to require that an A. 
& H. policy contain a clause stating re- 
newal conditions and headed by a “clear 
and definite” caption. 

Provide for service of process on out- 
of-state insurance companies who do a 
mail order business in the state without 
licenses bv serving it on the Insurance 
Commissioner, who would mail copies to 
the insurance company. 

Require all insurance companies writ- 
ing hospital, A. & H. insurance in North 
Carolina to become members of a pro- 
posed rating bureau. Rates and rules 
promulgated by the bureau would be- 
come effective only after review and 
approval by the state Insurance Com- 
missioner. 

Appropriate $12,500 annually to the 
state Insurance Department for the pur- 
pose of employing two field investigators 
to check on violations by agents selling 
hospital, A. & H. insurance. 

Rut limitations on the pre-existing 
conditions exclusion in family and indi- 
vidual hospitalization policies sold to 
persons up to 65 years of age. The bill 
would allow a company to exclude cov- 
erage of pre-existing conditions dis- 
covered by medical examination or case 
history at the time the policy was is- 
sued or conditions which were discov- 
ered within two years of the effective 
date of the policy. 





New York Life Mortgage on 
Grand Central Building 


New York Life has authorized a long 
term mortgage loan of $9,250,000 on the 
19-story, air-conditioned, ultra-modern 
office building that William Kaufman, 
builder and developer, is erecting on 


’ NICB Reports 80% 


Study Co. Methods On 
Employe Security 


PAID SICK LEAVE, GROUP INS. 

of Co. Workers 

Surveyed Are Covered for 
Sickness and Disability 


Company-paid sick leave and group 
insurance are providing compensation 
against wage losses due to sickness and 
disability for 80% of the workers in 963 
companies participating in a study on 
company methods of providing employe 
security recently completed by the Na- 
tional Industrial Conference Board. 

In analyzing programs for salaried 
employes in 468 of these companies, the 
Board found that 49% have formal sick 
leave programs, 48% have group acci- 
dent and sickness insurance plans, and 
47% give direct cash payments to their 
employes to supplement workmen’s com- 
pensation, 

A study of hourly plans in 495 of the 
companies revealed that 84% provide 
group insurance, 14% give supplements 
to workmen’s compensation, and 14% 
have formal sick leave provisions. AI- 
though formal paid sick leave plans for 
hourly employes never have been wide- 
spread, the Board notes that they are 
on the increase: only 6% of 455 firms 
surveyed in 1947 had formal sick leave 
provisions for hourly employes compared 
with 14% in the present survey. 

Some companies use a combination of 
methods to provide a continuous flow of 
income to sick or disabled personnel. 
One fourth of the 468 firms reporting 
on salaried workers provide both for- 
mal sick leave and group insurance, 
while about 9% of the 495 firms report- 
ing on hourly employes have these dual 
benefits. 

Supplements to Workmen’s 
Compensation 


The Board found that many compa- 
nies give direct cash payments to em- 
ployes in order to supplement work- 
men’s compensation benefits. Most firms 
provide a cash payment, which, when 
added to compensation benefits, equals 
full pay for periods ranging from one 
week to the entire length of disability. 
Thirty per cent of the companies give 
iull pay in addition to workmen’s com- 
pensation to salaried employes, while 
13% provide this same benefit for hourly 
employes. 


Paid Sick Leave 


Almost half of the “uniform benefit” 
plans (plans which are not tied to length 
of service) providing sick leave for 
hourly employes provide full pay for 
three or five days; only 20% of uniform 
sick leave plans for salaried employes 
were found to be as limited. “Grad- 
uated” plans (in which benefits increase 
with length of service) are more gener- 
ous than uniform benefit plans and are 
given more frequently to salaried than 
hourly employes. 


Sick Leave Benefits Not Abused 


Abuse of sick leave benefits is not a 
serious problem, according to 90 indus- 
trial relations executives reporting on 
the effect of sick leave upon employe 
absenteeism. The vast majority say that 
abuses are held to a minimum by sen- 
sible administrative safeguards and by 
emplove discretion. The most common 
protection against abuse is the doctor’s 
certificate which an employe must sub- 
mit when he returns to work. Also quite 
widespread are the continuous check of 
absentee records to spot employes who 
are abusing the plan and the home visits 
by nurses, supervisors or fellow em- 
ployes when an employe reports sick. 





the east side of Third Avenue between 
44th and 45th Streets, New York. The 
structure will be called the Grand Cen- 
tral Building and is expected in real 
estate circles to be the forerunner of 
developments that will transform Third 
Avenue in midtown. Ground was re- 
cently broken for the foundation. 


J. M. Powell Presents Award To T jedock. 





President John M. Powell (left) of Loyal Protective Life, Boston, is shown 


here presenting the Loyal trophy to Harry J. 


Tiedeck of Philadelphia, leading 


general agent of the company for 1954 on the quality and production basis. Presen- 
tation took place February 15 during the company’s general agents conference at 


Edgewater Beach Hotel, Chicago. 





Miller and Randall Performed 
Ably as A. & H. Session Chairmen 


Morton D. Miller, associate actuary, 
Equitable Society, and A. W. Randall, 
manager, group department, Mutual & 
United of Omaha, acquitted themselves 
well in their capacity of presiding offi- 
cers at the recent Bureau-Conference 
Joint Group A. & H. meeting in Chi- 
cago. Mr. Miller presided at an after- 
noon general session which brought into 
focus such topics as coverage for re- 
tired employes and their dependents and 
the problems of A. & H. conversions. 
Mr. Randall took the reins at the an- 
nual group luncheon at which Bob Con- 
sidine, noted news commentator and col- 
umnist, was the guest speaker. 

M. D. Miller 

Mr. Miller started his career with 
Equitable in 1937 in its group underwrit- 
ing bureau. Upon completing the re- 
quired actuarial examinations in 1941, he 
transferred to the company’s actuarial 
department. 

At present he engages in group A. & 
H. activities within and without the 
company. Active in the Health Insur- 
ance Council, Mr. Miller is chairman of 
one of the major committees and chair- 


Judicial Council of AMA 
Favors HIP in Test Case 


The judicial council of the American 
Medical Association has decided in fa- 
vor of the Health Insurance Plan of 
Greater New York (H. I. P.) in a test 
case brought against a Queens physician 
by the New: York State and Queens 
County Medical Societies. 

The council, highest tribunal of the 
AMA, held in an opinion made public 
recently in Chicago, that Dr. Ben E. 
Landess, medical director of the Jamaica 
Medical Group, an HIP affiliate, did not 
violate medical ethics, as contended by 
the state and Queens County Medical 
Societies, by associating his group of 65 
physicians with a prepayment plan which 
made its benefits known to the public 
through advertising. 

The decision affects approximately 
1,000 physicians in 27 similar medical 
groups affiliated with the Health Insur- 
ance Plan. 





man of the central committee. 

He is also chairman of the group mor- 
tality committee and general chairman 
of the education examinations commit- 
tee of the Society of Actuaries. 

A. W. Randall 

Mr. Randall joined the Mutual and 
United in 1941, after graduating from 
Nebraska University, where he majorec 
in advertising. He served as an A. & 
H. underwriter until February of 1943 
when he entered military service. Dur- 
ing the World War II he was a physical 
education instructor and served in India. 

He returned to the companies in 1946 
and later the same year was named as- 
sistant manager of the group depart- 
ments. In March of 1953 he was pro- 
moted to his present position as mana- 
ger. 
It was during the time that Mr. Ran- 
daii served in these two capacities, that 
the group departments have shown their 
greatest period of growth. 





HESS ON BOARD OF JUDGES 


For Mutual of Omaha Criss Award; 
Given for Achievement in Health 
and/or Safety Fields 

Dr. Elmer Hess, Erie, Pennsylvania, 
president-elect of the American Medi- 
cal Association, has accepted an appoint- 
ment as a member of the board ot 
judges for the Mutual of Omaha Criss 
Award. 

The Criss Award is given annually 
by Mutual of Omaha for outstanding 
achievement and work in the fields of 
health and/or safety to an_ individual 
or individuals residing in the United 
States, Canada or U. S. posessions. The 
winner receives a cash award of $10,000 
and a gold medal. The 1954 award win- 
ner was W. Earl Hall, Mason City, Iowa, 
Globe-Gazette editor. 

Nominations for the 1955 award are 
now being received by the board o! 
judges. Deadline for nominations has 
been set for March 1. Persons_ inter 
ested in nominating a candidate for the 
1955 award should write to Dr. ©. N. 
Mayo, chairman, board of judges, Mu 
tual of Omaha. 
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Second Brief Filed to 
Deny FTC Jurisdiction 


BY COMM. TRAVELERS OF UTICA 





Hubbard Stresses Powers of State Ins. 
Depts.; Cites N. Y. Supt.’s Au- 
thority Over Advertising 





Commercial Travelers Mutual Acci- 
dent of Utica, N. Y., has filed a second 
brie’ with the Federal Trade Commis- 
sion, again denying FTC jurisdiction 
over its advertising practices. 

Counsel Moses Hubbard in the second 
brief, told the FTC that the basic issue 
to be determined is whether Public Law 
15 requires that “every insurance com- 
pany, in order to escape the Federa! 
Trade Commission, must become regu- 
lated by every state to which its adver- 
tising Hows?” He said the answer is 


“ 


no. 
N. Y. Devt. Has Power Outside of State 


The brief further stressed: “The Con- 
stitution does not prevent the State of 
New York from asserting jurisdiction 
over and regulating all activities of its 
domestic corporations which are unlaw- 
ful or against the public welfare whether 
such activities are local or extra-terri- 
torial in effect... . Under state law the 
New York Insurance Department is 
vested with and is exercising full power 
to regulate adequately all activities of 
respondent Association including all its 
advertising material and practices both 
within and beyond state boundaries.” 

Mr. Hubbard assailed as incorrect the 
FTC argument that the New York In- 
surance Superintendent “cannot ade- 
quately regulate or control respondent’s 
advertising or advertising practices 
which flow across or reach beyond its 
own territorial boundaries.” 

Even if the FTC had jurisdiction, the 
brief stated, there is nothing it could 
do to protect out-of-state complainants 
about the company’s advertising that the 
New York Insurance Department can’t 


do. 

Mr. Hubbard also argued that the 
Post Office Department and not the 
FTC has jurisdiction over mailed adver- 
tising, which precludes the present FTC 
action. He noted that his company does 
business only through the mails. 


McCarran Act Interpretation 


“A proper interpretation. of the Mc- 
Carran Act excludes Federal Trade 
Commission jurisdiction over every com- 
pany, the law of whose domiciliary state 
provides adequate regulation . . . the 
McCarran Act will be strictly construed 
against any assertion of jurisdiction 
thereunder by any Federal agency. .. . 
ltis the primary purpose of Public Law 
15 to exclude Federal regulation of in- 
surance to the fullest extent compatible 
with the public interest ... were among 
other points raised in the brief. 

Counsel Hubbard argued that since 
the “McCarran Act affords no basis for 
the assertion of jurisdiction by the Fed- 
tral Trade Commission over the trade 
practices of respondent,” the FTC should 
grant the motion to dismiss the entire 
proceeding against Commercial Travel- 
ers “for lack of jurisdiction.” 





Monarch’s Income Rises 


(Continued from Page 39) 


‘ize and efficiency of the field force as 
‘n important factor in the growth in 
volume of business. A new agency su- 
Pervisory program has contributed to 
the increase in the number of agencies 
and agents. More frequent training 
“asses for new recruits has also helped. 
At the end of 1954, Monarch’s staff of 
held underwriters, all of whom are full- 
‘me Monarch employes, was 11% 
steater than in 1953. 





COMPULSORY BILL DEFEATED 

; daho’s House of Representatives re- 
— defeated a proposed compulsory 
notor vehicle liability insurance bill. 





GEORGIA ASKS A. & H. POLICING 





Hold Hearing on Cancellation Practices; 
Frank Akers of LIAA Says Abuses 
Are Few; 3-Man Committee Setup 
Following a hearing on _ proposed 

Georgia legislation to keep insurance 
companies from canceling A. & H. poli- 
cies, the State Senate Insurance Com- 
mittee decided to withhold action while 
it asked the insurance industry to sub- 
mit recommendations on how cancella- 
tion abuses can be policed by the indus- 
try itself. 

The bill previously was approved by 
the Georgia House of Representatives, 
in which it was sponsored by Repre- 
sentative Ed McGarity of Henry County. 
He said he introduced the measure be- 
cause certain insurance companies are 
“swindling” the people of Georgia. 

Frank Akers, representing the Life 
Insurance Association of America, told 
the Senate committee that abuses are 
“few and far between.” He said the 
proposed legislation would run the in- 
dustry out of the state and would be 
like “a doctor shooting the patient to 
cure a sore finger.” Other insurance 
men opposing the measure included 
William Buchanan, J. S. Haddock, 
LaFavette Davis and W. D. Turpin. 

While non-cancellable policies now 
are sold in Georgia, the insurance 
spokesmen explained they comprise a 
small percentage of the insurance busi- 
ness because of the added cost com- 
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pared to policies that can be canceled. 
Passage of the McGarity bill, they said, 
would force premiums so _ high that 
legitimate companies could not do busi- 
ness in the state. 

Opposition to the bill also was ex- 
pressed. by State Insurance Commis- 
sioner Zack Cravey, who said it would 
ruin the insurance business in the state. 
Estimating that only about 14% of all 
companies give any trouble at all, he 
said these are being weeded out by his 
office. 

Chairman Girdean Harper of the Sen- 
ate Insurance Committee named a spe- 
cial three-man committee to seek rec- 
ommendations from the insurance indus- 
try on ways of clearing up abuses. Ap- 
pointed to the committee were Senators 
George Brooks of Crawford, Lawton 
Ursrey of Hazelhurst and Arnold Par- 
ker of Milledgeville. 
































There are no empty desks here — no unfilled jobs waiting 
for new employees. But surprisingly enough, there is still 
plenty of room here for people who like the insurance 
business, and enjoy accomplishment. And somewhere — 
maybe where you’re sitting now — there’s an insurance 
executive (of either sex) who’s looking for new worlds to 
conquer — who likes the business, knows his stuff, and 
wants to spread his wings. We’d like to have him on our 
team. We’d be willing to buy a new desk to make room for 
him. We’re an Accident and Health Company in the North- 
east, and on the move. We’ve been growing for nearly fifty 
years, and we’re still growing. Over and over again, we’ve 
seen our sales records made and broken, in every state 


where we do business. 


If you feel that we should know each other better, 
write, in confidence, to The Eastern Underwriter, Box 2285, 
93-99 Nassau Street, New York 38, N. Y. 


(Our employees know of this advertisement) 











Ralph H. Alexander Joining 
Pa. Blue Shield on March 1 


Ralph H. 
first Deputy Insurance Commissioner of 


Alexander, who has been 
Pennsylvania for 16 years, has resigned 
effective March 1, on which date he will 
become assistant director of the Medical 
Service Association of Pennsylvania, the 
state’s Blue Shield Plan. 

Mr. Alexander’s term with the Penn- 
Department is the 
served by the same person in the past 
30 years. He was named Deputy Insur- 
ance March 1, 1939 
and subsequently served as acting Com- 
brief 


sylvania longest 


Commissioner on 
missioner and Commissioner for 
periods in the 1940’s. During his tenure 
as deputy he served under five Commis- 
sioners including the present Commis- 
Smith. 
entering 


sioner, F, R; 
service, Mr. 
Alexander was an officer of Hoover & 
Pittsburgh insurance agency. 


Before state 
Diggs Co. 
He is a past president of the Insurance 
Club of Pittsburgh and was secretary- 
manager of the Pittsburgh Association 
of Insurance Agents immediately pre- 
ceding his appointment to the Insurance 
Department. 


Charles P. Lupke Promoted 





LUPKE 


CHARLES P. 


Charles J. Simons, president of C. J. 
Simons & Co., Newark, N.J.. announces 
the promotion of Charles P. Lupke of 
Bloomfield, N. J., to manager of the 
agency’s accident and health department. 
tion and special risks. 

Mr. Lupke has been with the Simons 
Agency for seven years and has han- 
dled both brokerage and direct sales 
accounts for commercial A. & H., avia- 
tion and special risks. 

A graduate of Seton Hall Preparatory 
School, he served for two years in 
World War II in the Navy Seabees 
before joining C. J. Simons & Co. 
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Cites States’ Failure 

To Cut Highway Deaths 
OUTLINES C. & S. ASSN. PLAN 
T. N. Boate Addresses Auto Casualty 


Underwriters Assn.; Cites Two Far- 
Reaching Consequences 











































































































Charges that state governments have 
failed to meet their responsibility for 
cutting highway fatalities and that mis- 
used statistics have hidden that fact 
from the public highlighted an address 
in New York recently by Thomas 
N. Boate, accident prevention depart- 
ment manager of the Association of 
Casualty & Surety Companies. 
Speaking at a meeting of the Auto- 
mobile Casualty Underwriters Associa- 
tion, Mr. Boate outlined his organiza- 
tion’s accident prevention program, but 
he warned that no single organization, 
regardless of size or resources or 
strength of purpose, can do much to re- 
duce highway accidents without the 
states’ strongest support and coopera- 
tion. 


Key to Traffic Accident Problem 


“In a certain and very definite sense,” 
Mr. Boate declared, “the key to solving 
the traffic accident problem is in the 
hands of state government. All an or- 
ganization such as the Association of 
Casualty & Surety Companies can do 
is to give state government strong sup- 
port in using the means of highway ac- 
cident control available to it. And that 
is exactly what we try to do. The po- 
sition we take in this regard is this: 
“The primary responsibility as well as 
the greatest opportunity for improved 
highwav safety rests with state govern- 
ment. For the most part, however, state 
government has not wholly measured 
up to the task. By failing to inaugurate 
and maintain a level of legislative and 
administrative control over the use and 
the users of its highways commensurate 
with the demands of more and faster 
roads, more automobiles and more driv- 
ers, state government has not been and 
is not now the instrument of effective 
highway safety that it might be. 

“As a result, the nation’s traffic acci- 
dent situation is rapidly worsening. 
Many people, of course, those who are 
too easily iftfluenced by the mathemati- 
cal precision of statistics, for example, 
would have us believe otherwise. Thev 
point to the gradually lowering death 
rate from automobile accidents as evi- 
dence of their optimism. 

“It is of course obvious that state 
government cannot and should not be 
held totally and exclusivelv responsible 
for the fact that, as a nation. we have 
failed in our efforts to control and bet- 
ter the national traffic accident situa- 
tion. Fundamentally a social problem. 
traffic safetv is the responsibility of all 
segments of society—of business and 
industry, of the schools, of local gov- 
ernment and local civic organizations, 
and of the public itself. 


Two Far-Reaching Consequences 


“But when state government con- 
tinues to play an ineffectual role in 


highway safety, two far-reaching con- 
seauences follow: 

“First, the direct benefits that could 
bé realized through the full exercise 
of the state’s authority over its high- 
ways, its vehicles and its drivers are 
lost. 

“Second, the efforts of the non-gov- 
ernmental agencies of traffic safety lose 
much of their potential effectiveness. 
Persuasion and pressure brought to 
bear on the public unofficially can ac- 
complish little without a reasonable de- 
gree of regulatory control being ex- 
erted at the same time by state govern- 
ment to support their objectives.” 
Most significant and immediately crit- 
ical aspects of state-level failure in 
highway safety, Mr. Boate declared, are 
the following: 1. Failure of the states 
to outlaw excessive sneeds of travel on 
their highways; 2. failure of the states 
to increase their police strength to nro- 
vide for adequate supervision of high- 


David W. Shand, Jr., Named 
Ass’t to C. P. Cunningham 


David W. Shand, Jr., formerly super- 
vising underwriter in the head office 
of the Zurich-American Insurance Cos. 
in Chicago, has been appointed admin- 
istrative assistant to Creighton P. Cun- 
ningham, assistant U. S. manager in 
charge of eastern department opera- 
tions in New York. 

Mr. Shand, graduate of Yale Univer- 
sity, entered the insurafice field in 1939 
when he became associated with the 
Zurich for a period prior to World War 
II. During the war he served as lieu- 
tenant in the U. S. Navy; thereafter he 
remained in the Naval Reserve on inac- 
tive duty. He returned to the Zurich 
in 1946 as a member of the head office 
underwriting department. In 1950 he 
became a supervising underwriter, hold- 
ing that position until the present time. 





way travel and rigid enforcement of 
traffic laws; 3. Failure of the states to 
support enforcement activities of the 
police with strong court action, pri- 
marily by the wide exercise of their 
right to suspend and revoke driver li- 
censes. 

The accident prevention program of 
the Association of Casualty & Surety 
Companies could effect immediate and 
substantial reductions in the country’s 
crash toll, Mr. Boate said, if state, 
county and local governments would 
back it up on an official level. 


Backbone of Association’s Program 


Backbone of the Association’s pro- 
gram as listed by the speaker are basic 
research and widest possible support 
for: uniformity of traffic laws 
throughout the country; 2. better law 
enforcement; 3. strict highway speed 
control; 4. efficient driver licensing pro- 
cedures; 5. realistic highway supervi- 
sion and driver control; 6. restriction 
of violators; 7. periodic motor vehicle 
inspection; 8. chemical tests for intoxi- 
cation; 9. broader programs of driver 
education; 10. safer vehicles and better 
roads through engineering. 

“These,” Mr. Boate said, “are the ul- 
timate objectives which the day-to-day, 
month-to-month activity program of 
our traffic safety division is aimed at 
securing. 

“And these activities cover an ex- 
tremely broad field. For example, if a 
state department and local school wants 
a driver education course, we _ train 
the teachers and provide instructional 
materials. If the official traffic safety 
coordinators of a group of states want 
to conduct a_ special safety-emphasis 
program, we draw it up for them and 
help administer it. If a community is 
concerned over its traffic control prob- 
lem, we are available for advice. If a 
magazine or newspaper is interested in 
traffic safety feature material, we pro- 
vide it. If a school youngster wants in- 
formation for a class paper on safety 
education, we give it to him. If a civic 
group is interested in inaugurating sup- 
port for better traffic safety in its com- 
munity but doesn’t know where to be- 
gin, we help it to organize and keep 
going. 

“If some other national organization 
is doing effective work in special areas 
of traffic safety improvement, we heln 
it along financially. If the national traf- 
fic safety movement seems to us to be 
getting off on the wrong track, we 
press and preach to get it back in line. 
If national committees working on uni- 
form laws, vehicle inspection, crash in- 
jury research, traffic court procedures, 
fleet safety supervision or public sup- 
port organizations need members, we 
serve.” 

Mr. Boate also emphasized the work 
being done at the Center for Safety 
Education at New York University. The 
center was established by the Associa- 
tion of Casualty & Surety Companies 
in 1938 to provide a nationwide program 
of safety education and research to sus- 
tain the accident prevention movement 
beyond the needs of the immediate 
present. Annual grants from the As- 
sociation still support the center. 


Cut Rate Competition Results In Cut 
Rate Quality Says C. H. Bokman 


The Premium Producer, newsletter of 
the Pittsburgh branch office of New 
Amsterdam Casualty, edited by Resident 
Vice President C. H. Bokman, has come 
forth with the observation that cut rate 
competition entails cut rate quality. At 
the same time it is pointed out that there 
is a better side of the situation to be ob- 
served. Because of its timeliness the ar- 
ticle is published in full as follows: 

“Lost to cut rate competition” is a 
pretty sad comment on any policy re- 
turned for cancellation. When this hap- 
pens we all seem to feel that ours is the 
worst problem—no one could be beset 
with the competition that we must face. 
Sometime it seems pretty bad but isn’t 
that largely because we don’t stop to 
look at the better side of this situation? 

Cut rates are not new. We always 
have had them and always will have 
them. So long as there is a standard 
rate there will be cut rates. Doesn't 
that in itself explain much of our case? 
The standard article sold at a standard 
rate involves a standard of quality. 
Doesn’t it seem reasonable that cut rates 
apply to a cut rate article involving a 
cut rate quality. You simply cannot say 
that a cut rate article is the same thing 
you buy at a standard price only that it 
costs less. Factually it rarely does! 

When we are bemoaning the problems 
our business must face from cut rate 
competitors we may well look into what 
similar problems every other business is 
confronted with in today’s markets. We 
had an opportunity to do some research 
in the field of the so-called discount 
houses. Anything—yes, anything can be 
bought through discount houses at a 
savings (?) over the retail price. It is 
significant that standard brands—the 
very finest products are prime targets 
for these discount houses. Doesn’t that 
sound like our problem? Why is the 
standard product always the main tar- 
get? Perhaps the reason is because the 


standard article usually is complete jy 
every respect and that makes it possible 
for cut raters to readily clip something 
off the product—whether it be service 
or what have you—and make a cor. 
responding reduction in price. 


Talk About Rules and Rates 


There is much tallk about no need for 
organization and no need for develop. 
ing any rules or rates in concert but 
have you ever considered for one mo- 
ment what would happen if we had no 
standard rates? All cut rates, off man- 
ual rates and many so-called judgment 
rates are either cut or off manual or at 
least use standard rates as a_ guide, 
Where would the cut rater be if there 
were no manual rates? 

Read carefully the case in New York 
State on rates and especially note its 
implications. And after all just suppose 
we eliminated all bureaus and rating or- 
ganizations which is basically what js 
inferred as good—we’d be back where 
we were 50 years ago. Is setting our- 
selves back 50 years or more progress? 
Being without regulation of our busi- 
ness by those within our ranks is not 
a new idea—on the contrary it is “old 
stuff.” Then, there is also the thought 
that if we do not regulate our business, 
government will, possibly—that is where 
organization of our business originated. 

There are exceptions to every rule 
but where the price is deep, deep, deep 
cut the article usually is also deep, deep, 
deep cut something. 

The public is no better prepared to 
go about buying proper insurance than 
they are capable of diagnosing and 
treating their own ills—that’s why we 
say over and over again—the difference 
between complete insurance and com- 
plete confusion is a good agent—there is 
no other way to make certain that you 
have the latest, the best and the most 
complete insurance available. 





McCauley Cites Worth 
Of Credit Ins. Policy 


ADDRESSES DEPT. EXAMINERS 





Says It Guarantees That Portion of Cap- 
ital Represented by Accounts Receiv- 
able; Traces Its Growth 





An analysis of the causes of business 
failures in recent years indicates that a 
sizable percentage could have been 
avoided by the coverage provided by a 
credit insurance policy, according to J. 
L. McCauley, executive vice president 
of the American Credit Indemnity Co. 
of New York. 

Addressing the ninth session of the 
New York Insurance Department’s third 
year of in-service training for examiners 
on the subject of “Credit Insurance,” Mr. 
McCauley observed that about 10% of 
the failures in certain wholesale, manu- 
facturing and service industries can be 
attributed to non-collection of accounts 
receivable rather than to inadequate 
sales volumes. 


Real Need for Credit Insurance 


“The real.need for credit insurance,” 
the speaker asserted, “lies in the fact 
that it guarantees that portion of work- 
ing capital represented bv insured ac- 
counts receivable. In addition to that 
result, it provides a basis for extending 
credit. It backs the credit executive’s 
judgment and provides him with a yard- 
stick on which to rely when approving 
all credits.” 

Mr. McCauley traced the development 
of this form of coverage from the origin 
of the idea in 1834 to the present day. 

Contrasting credit insurance with fac- 
toring, the lecturer observed that “credit 
insurance companies are at a slight dis- 
advantage here because there are no 
regulatory bodies covering the factors’ 


CASUALTY ASSN. ELECTIONS 

Casualty Insurance Associations of 
Southern California elected the follow- 
ing officers for the ensuing year: Presi- 
dent, W. S. Macy, New Amsterdam 
Casualty Co.; vice president, Arthur R. 
Roberts, Massachusetts Bonding & In- 
surance Co.; secretary - treasurer, Bruce 
H. McBirney, CPCU, Fidelity & Deposit 
Co. of Maryland; assistant secretary- 
treasurer, Jerry Wade, Royal - Liverpool 
Group. 

John Savage, assistant Pacific Coast 
manager, National Bureau of Casualty 
Underwriters, addressed the members 
on the problems ‘before the industry on 
February -8. 





activities. They do not come under the 
jurisdiction of state Insurance Depart- 
ments, nor are they governed by bank 
regulations; yet they offer real compe- 
tition.” 

Included in his talk was a_ discussion 
of the various types of credit policies, 
the primary loss concept, the use of 
credit ratings in determining the type 
of coverage, the collection services pro- 
vided by credit insurance organizations, 
the method of determining premiums, 
and the various riders employed to tailor 
the policies to the circumstances of the 
insured. 

To Prevent Overinsurance 


Speaking of the coinsurance featuré, 
Mr. McCauley pointed out that “unlike 
fire insurance, where coinsurance is use 
to guard against underinsurance, this 
feature is used in credit insurance ! 
prevent overinsurance and does not deny 
the policyholder recovery on the covere 
portion of any credit shipment.” | 

The speaker closed his talk with a” 


-analysis of the causes of abnormal debt 


losses over the 


losses, tracing such 
our economy 
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NO.! IN A SERIES BY THE NORTH AMERICA COMPANIES 





In 


Your 
Corner 


Doesn’t it make sense to you to have the leader — North America—in your corner? 
No one company can match North America in capacity, coverages, technical and loss 


services—and the many other things you need to stay ahead of competition. 


The answer to today’s keener competition is the group that has everything—plus the 


desire to work closely with you—to build your business, That group is North America. 


When you represent North America, you get the extra benefits of being associated 
with the leader. For in all fields—North America will continue pioneering broader, 
better insurance coverages. This means you have, and always will have, the newest 


and the best in protection to sell. 


Decide today to get the jump on competition—be ready to meet tomorrow’s challenger. 
For a complete run-down on all the advantages of being associated with this pro- 
gressive, pioneering insurance group, write, see or telephone the Manager of the 


nearest North America Office. 


” NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
@® Philadelphia Fire and Marine Insurance Company 





PROTECT WHAT YOU HAVE© Philadelphia 1, Pa 
° . 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 
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TAL sro. FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


» 
“4 Standa ; "4 ORGANIZED 1855 
ON, ote tion & * 


a 6 
4ny ins¥™ 


GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. 


ORGANIZED 1853 


* 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 
% 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 


ORGANIZED 1852 


w 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


w 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


w 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 


w 




















OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South La Salle Street, Chicago 3, Il} 


Pacific Department: 220 Bush Street, San Francisco 6, Calif 


Southwestern Department. 912 Commerce St, Dallas 2, Tex 


Canadian Departments. 800 Bay Street, Toronto 2, Ontano , 
535 Homer Street, Vancouver 3, B.C | 


Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 
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